Three Dollars a Year 


Raware A 


a aoe Founded 1855 
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Packed Right! 
Shipped Right! 


Every Pioneer No. 178 

Automobile is care- | IONEER Autos, again were the “talk” 
fully crated in a - of the Chicago Show. There are so 
strong woodenbox. many new exclusive selling features 
This insures its in Gendron automobiles that we urge 
arriving at its des- ordering at once for immediate busi- 
tination in perfect ness. Send for the complete catalog 


condition at all | now, if you do not have one. 
times. 
No. 178, shown above, is an ex- 
ceedingly popular number. Has 
spring gear chassis, drum brake, 
and imitation motor exhaust. A 


“good looker” and a “fast seller”, 


“pioneer Line 


THE GENDRON WHEEL COMPANY Toledo, Ohio. 








Advertising Index, Page 104 Editorial Index, Page 29 
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30" Anniversary Of: 





These Beautiful Display Boards Free 
For Show Case or Window 


For $6.% 

Delivered to You 
We offer for a limited time only one dozen 
assorted 22’ degree high quality, drop- 
forged adj. wrenches and a beautiful dis- 


play board FREE. 


Wrenches are made of KILBORN 


STEEL full weight with smooth run- 
ning nut and well —_— rigid jaws. All 
our tools are made of 


KILBORN 
STEEL 


the result of thirty years ex- 
perience and experiment. 
This steel possesses a tough- 
ness and durability hereto- 


offer for a limited time 


displayed. 


OQur name on a tool 
Quality. 





NEW HAVEN 
Manufacturers of DR¢ 





fore unknown. We also f 


f DROP FORGED | 
22% DEGREE ADJUSTABLE | 
) WRENCHES | 


| STRONG 

{ DURABLE 

| MADE RIGHT 

4 WORKS RIGHT 
GUARANTEED 


THE KILBORN ° BisHoP ce co” 


NEYV HA ha U.S.A 





Kor $7.22 Delivered to You 


Three doz. assorted high grade, 'KTLT BORN SFEEL 
drop-forged Engineers’ Wrenches and F REE display 
board. These wrenches are carefully milled, fully 
hardened and attractively finished. They sell as soon as 


is an Absolute Guarantee of 


Order from your Jobber or Direct. 
POON 
THE KILBORN & BISHOP COMPANY 


CONN, 
IP FORGED Mechanics’ Tools 


a 
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‘25-YEAR CLUB 
GROWS FAST 


Send in Your Application 
to Membership Now 








Has your store sold Disston Saws 
for twenty-five years? If so, it is 
eligible to membership in the Diss- 
ton 25-Year Club, now being or- 
ganized. 

You, yourself, need not have had 
the twenty-five years’ experience. 
If the store has been dealing in 
Disston Saws that long write us for 
application card. 

The Disston 25-Year Club idea 
was suggested to us by dealers who 
saw a great deal of interest and 
benefit in an organization of that 
kind. 

We placed the suggestion before 
the trade in these columns and re- 
ceived an immediate endorsement 
from everywhere. 

So the Club is forming now. Its 
insignia of membership will be a 
handsome framed certificate, size 
13 x 16 inches. This certificate will 
indicate by gold stars how many 
years your store has handled Diss- 
ton Saws. It will look mighty well 
in your saw Case. 

Send in an application for your 
store if it is eligible. 

Some of the newest members are: 

W. F. Jennison, President, The 
Jennison Hdwe. Co., Bay. City, 
Mich. 

Hugh F. McKnight, Samuel Mc- 
Knight Hdwe. Co., Pittsburgh, Pa. 

) A Baumgarten, Baumgarten- 
Matula Co., Schulenburg, Tex. 

m i. Myers, President, R. H. 
Myers Hdwe. Co., St. Louis, Mo. 

R. C. Wenck, Kline & Co., Wil- 
liamsport, Pa, 





H. M. GARDNER, Vice-Presi- 
dent, Gardner Hardware Co., of 
Minneapolis, Minn., writes: Having 
sold Disston Saws for 40 years, we 
are eligible and glad to join the 25- 
Year Club. 
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86th ANNIVERSARY 


1840-1926 an Unparalleled 
Era of Tool Development 





This year marks 
the 86th Anniver- 
sary of the found- 
ing of the Disston 
Saw Works. . 

Eighty-six years 
ago a young 
apprentice boy 
started with but a 
few saw tools... 
and a vision of a 
better saw, an 
American-m a de 
saw. 


Through discouragement and ad- 
versity in a cellar work-shop that 
vision persisted and gave him cour- 
age to carry on. 


In the face of carpenter’s belief 
that only foreign-made saws could 
be good despite the repeated 
replies of the trade that—“We can’t 
sell your saws’—he continued his 
fight. 

Even after he had discovered new 
principles of making saw steel that 
produced a much better saw—he 
faced the gigantic task of con- 
vincing users of this fact. 


And today—86 years later—that 
apprentice boy’s vision has ma- 
terialized into the largest saw fac- 
tory in the world. 


His sons and grandsons and the 
men he trained have tried to carry 
on. Until—into every civilized 
country go the shining blades etched 
with his name and his promise of 
quality—tthe name of Henry Disston 
and that familiar phrase—‘For 
Beauty, Finish and Utility, this Saw 
cannot be Excelled.” 


$30 REWARD 


In the adjoining column we give 
you a plan that will sell more saws. 
Read it and act upon it. Then write 
us a letter describing the most in- 
teresting sale of a hack saw or a 
back saw that you made. How did 
you convince your customer of his 
need for the saw in question. 

For the best three letters we will 
give: $15 for the best; $10 for the 
second best; and $5 for the third 
best. 

Contest ends July 15, 1926 and 
winners’ letters will be published on 
this page in the earliest issue there- 
after. Replies will be judged by 
Henry Disston & Sons, Inc. In case 
of a tie, equal prizes will be awarded 
to tieing contestants. 


Address your letter to: 


Sales Promotion Manager 
Henry Disston & Sons, Inc. 
Philadelphia, U. S. A. 





Henry Disston 








SELL MORE SAWS 


Here Is a Plan That Will 
Help You Do It 





Every household is a prospect for 
saw sales. Perhaps they have a hand 
saw. But have they a rip saw, a 
back saw, a hack saw frame and 
blades, etc? Every home has uses, 
many uses for these saws. But few 
retailers explain their uses. to men, 
and they use their hand saw on jobs 
for which it is not fitted. 








Here’s the plan: We have selected 
the back saw and the hack saw and 
prepared a letter to householders 
pointing out the various uses of 
these saws around home. Clip this 
letter, reproduce it on your station- 
ery and mail it to every name on 
your list. Then show these saws 
and talk about them to men. 








Clip aaa nave this letter 
Dear Sir: 


Practically every job you do around 
home calls for some sawing. Do you 
hack the wood, waste your time, and do 
a job you are not proud of? 

Probably you haven't the right saw. 
Two saws which should be in every home 
(in addition to a regular hand saw and 
a rip saw) are the hack saw and back 
saw. Below we give you just a few sug- 
gestions of the jobs you need them for. 


The Back Saw 

Handiest of all small saws! The fine 
teeth and the stiff back enable you to 
do smooth, even cutting that is so neces- 
sary on small, accurate work. You need 
it for cutting curtain poles, shade rollers; 
cutting corners on picture frame; saw- 
ing mitres; making small flower boxes 
and trellises; cutting grooves in uprights 
for receiving shelving, trueing up legs 
on chairs or tables, and cutting close 
work «where space won't admit a hand saw. 


The Hack Saw 

Cvtting metal is a hard job without a 
hack saw .. . and so easy with one. 
Just around home you need it for cut- 
ting gas and water pipes; metal curtain 
rods; radio panels, nails, screws, bolts, 
wire, iron fencing, for cutting slots in 
round head bolts so they can be turned 
off with a screw-driver; for sawing as- 
bestos pipe covering; for cutting metal 
linoleum binding to proper lengths, and 
any other task where metal must be cut. 

Stop in and let us show you these 
saws. With them you'll be able to do 
better work, and you'll enjoy sawing. 


Very truly yours, 


Published by HENRY DISSTON & SONS, INC. Makers cf ‘‘The Saw Most Carpenters Use,”’ PHILADELPHIA, U.S. A. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 6 


Bit Brace No. 813 


‘ Chuck will take any kind of bit up to 
Peravembaredileliale muta ialeipmael isle me-tar- lal. © 


=. Ball Bearings in chuck nose make it 
easy to get a firm grip on bit. 


< # Ratchet will positively hold even under 
severest strain. 


4. i=tcle mec hale Me el-lalell-mme) Me -1-1 1-108 (-10 ME @zeletel elel ie 
wood. Metal-clad head is equipped 
with ball bearings. 


>. All metal parts heavily nickel-plated. 





1. Stanley Bit Brace No. 813 you 
can confidently recommend to 
the expert carpenter and elec- 














trician. 
| . Stanley 
2. You have calls for a strong bit Bit Brace No. 813 
: brace with big chuck capacity. 
Here it is. 
Made in five sizes—8, 10, 12, [re = 















| Stanley makes a complete line of wood- 
|| working tools in keeping with the high 
quality of Bailey Planes. 


SELL THE LINE 


This trade-mark is a means of identification 


— NLEY J 


14 and 16 inch sweeps. 






THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 



































“STANLEY TOOLS 
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‘ Bill Howell compares 
Grist Mills and Hardware Stores 


The old grist mill was located on a running 
stream. 


A steady flow is best to turn the water wheel. 


The hardware store with a stock moving 
Steadily is naturally the more profitable. 


Merchandise on the shelf or in warehouse 
costs money. 





Fundamental—simple—workable— 


profitable — Stock moving across the counter makes money. 
That’s the Three Point Plan—to help , y 

Retailers make more money. That’s another place the Three Point Plan 
B se it will accomplish it . 

overs handed HaweaeWhceaies - OoSted my profits. 


covering the entire country are asking ' F ‘ 
Retailers to apply the Three Point Plan And that, too, 1S covered in “Bill Howell— 
in their business. H d M h di 29 

The Mansfield Tire & Rubber Company ardware ercnandiser . 
: eo tie: Sesieeeines fe tall h . ; 
— Oe ee Clip that coupon today—and send it to Mansfield. 





Ail Howell 


“ 
THE MANSFIELD TIRE ©&® RUBBER CO. i 
| Mansfield, Ohio 
| I'd like a copy of Bill Howell—Hardware Merchandiser. i 
; a i i ii een enewe i 
| EE Se PS age a a en ae eT ee a 7 
RSET As oe ' 
Bbc com cu a Ge ee oe oe a Oe Om Gm ae a om am an an ae al 


The Cost of Distribution is Lower — The Standard of Quality is Higher 


MANSFIELD 


Built — Not to Undersell, but—to Overserve 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 6 


Bit Brace No. 813 


:. Chuck will take any kind of bit up to 
Pale mmbatodieletiale muetataleiemae) isle me -tar-lal.e 


2. Ball Bearings in chuck nose make it 
easy to get a firm grip on bit. 


3. Ratchet will positively hold even under 
severest Strain. 


4. Head and handle of selected Cocobolo 
wood. Metal-clad head is equipped 
with ball bearings. 


5. All metal parts heavily nickel-plated. 





1. Stanley Bit Brace No. 813 you 
can confidently recommend to 
the expert carpenter and elec- 





































trician. 
| Stanley 
2. You have calls for a strong bit Bit Brace No. 813 
: brace with big chuck capacity. 

Here it is. 

Made in five sizes—8, 10, 12, SS Se =I 
, Stanley makes a complete line of wood- 

14 and 16 inch Sweeps. J working tools in keeping with the high 

| quality of Bailey Planes. 


THE STANLEY RULE AND LEVEL PLANT SELL THE LINE 
NEW BRITAIN, CONN. This trade-mark is a means of identification 


New York Chicago San Francisco Los Angeles Seattle =—=—=={ STAN LEY 
(SW) 


_STAN LEY TOOLS 
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The old grist mill was located on a running 
stream. 


A steady flow is best to turn the water wheel. 
The hardware store with a stock moving 
steadily is naturally the more profitable. 


Merchandise on the shelf or in warehouse 
costs money. 





Fundamental—simple—workable— 


profitable — Stock moving across the counter makes money. 
y 

That’s the Three Point Plan—to help , : 

Retailers make more money. That’s another place the Three Point Plan 
Because it will accomplish its purpose, 

over a hundred Hardware Wholesalers boosted my profits. 

covering the entire country are askin , , . 

Retailers to apply the Three Point Plan And that, too, is covered in “Bill Howell— 

in their business. ° 9 
The Mansfield Tire & Rubber Company Hardware Merchandiser : 

i - ting in bringi it bef th ° . " 

— ee Clip that coupon today—and send it to Mansfield. 





Bill Howell 


THE MANSFIELD TIRE @& RUBBER CO. 
Mansfield, Ohio 


I’d like a copy of Bill Howell— Hardware Merchandiser. 


The Cost of Distribution is Lower — The Standard of Quality is smc 


MANSFIELD 


Built — Not to Undersell, but—to + —sapeaien ent 
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Gu 


PLIERS: 


No. 30. The Original Box Joint, Side Cutting Plier 
Made in Sizes ,". 6”, gf 8”, 9” 





A DISTINCTIVE PEXTO TOOL 


The No. 30 Star Rivet, Box Joint, Side Cutting Plier is so con- 
structed and designed as to lend itself favorably to the many 
users. 


It is made of two pieces of drop forged steel—no welding—it 
has raised cutters, square opening in back and a perfect fitting 
joint which combines easy action and long wearing qualities. It 
is of excellent finish, is carefully tested and fully guaranteed. 


These features call for your serious consideration if you are not 
stocking and distributing this number. It is a Profit Maker and 


trade, once established, is permanent on this tool. 


Write for Catalog showing 
our complete line of Pliers. 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONN., U.S.A. 
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He Will Not Make a Sale if She Knows 
That You Sell Osborn Brushes 


Thousands upon thousands of 
women areresponding toOsborn 
national advertising. Stores all 
over the country are getting the 
business. You can get it too, if 
you will do your part. 


The Osborn Display Rack—the 
window display of Osborn 
Brushes; good counter display 
—and above all asking women 
to buy—these are necessary. Do 
these things and you'll be selling 









~: 2137 
Good Housekeepin 
So, « Institute my 


1 


as well as the canvassers. 





The way to do it is to get behind 


ee 
"OuSexer pine, MAC 












Osborn prints this state- 
ment 5,000,000 times 
each month for your 
benefit in its national 


YOUR MONEY 


this campaign yourself. Display 
the Osborn Brushes, use the 
Display Rack—set it up where 
it can be seen —and where it 
will work for you by exposing 
the brushes for sale. That’s what 
the canvasser does—he shows 
his wares—and asks women to 
buy. You must do that too. 


And remember this, while the 
canvasser has to fight to get in 
the house — your customers 
come té6 you to buy. You've got 
all the advantages if you will 
use them. 


Write for information—get after 
the business. 


TWE OSBORN MANUFACTURING LOMPANY 
CLEVELAND, OHIO 


Direct Overseas Factory Representatives 
JOHN H. GRAHAM & COMPANY, INC. 


113 Chambers Street, New York City 






MORE 


’ Ope ans 
Know them by the Blue Handle 
WHEN YOU BUY AT THE STORE 






ele] 


es 
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Ask your Jobber for 


WHEELING 


BARBED WIRE 


you can easily get enthusiastic about a good 
product like Wheeling Barbed Wire. A “mine 
to market” product, made of Wheeling galvanized 
wire, every foot of it produced inthe most modern 
wire mill in America. All that satisfactory barbed 
wire should be—uniform strands—barbs tightly 
wrapped—uniform pure zinc coating. Two or Four 
Point, Round or Flat Barbs—a style to suit your 
trade. Ask your jobber. 





WHEELING STEEL CORPORATION 
WHEELING, WEST VA. 


“From Mine to Market’’ 





BARBED WIRE WIRE NAILS 
BRIGHT WIRE WOVEN FENCE WIRE GALVANIZED WIRE 
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Kiddie Kar Stroller 














SUPER | SNAP-LOCK 
FINISH / PUSH oa PULL 
ere HANDLE 





/ savisries \\ 
\ CUSTOMERS, 


4 
A 


SERVICE 


/ 


—— . 





The All in One KIDDIE Vehicle— 
Walker, Stroller and Genuine Kiddie Kar 


The only vehicle really practical for the three uses 


It carries the famous Kippie Kar trade mark. Like all White “Kippiz” Vehicles, Kippie 
Kar STROLLER is backed by a sound stable sales plan which protects dealer profits. 
Your trade will buy better wheel goods—why not take the extra profit? 


H. C. WHITE COMPANY, North Bennington, Vt., U.S. A. 
New York Sales Office: Fifth Avenue Building 
Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White’s Koaster, Kiddie Tender, Kiddie Kar Stroller, 
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The First News of a 
‘Tremendous Radio Story 


im 





PRICED 


STAGES OF FOR 


TUNING - 








EVERY 


Broad and easy or fine 
and selective — virtu- 
ally two sets in one 
cabinet. 
A type of set for every 
type of buyer. 


A national advertising 
campaign in leading 
periodicals and farm 


papers. 


pany of more than 20 years 

standing— which has been 
prominently identified with radio 
for six years and is noted for square 
dealing and sound management. 


The A-C Dayton story concerns an 
original development in radio tun- 
ing, which not only establishes new 
standards of set performance but 
which supplies the direct answer 
to your biggest problem in selling 
radio receivers. 

It concerns a balanced line of six 
models, incomparable in design, 


A CCEPT these facts from a com- 
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Exclusive sales terri- 
tory for every A-C 
D. AY TON dealer. 


from $56 to $255 in price—and 
strong national advertising in lead- 
ing periodicals and farm papers of 
more than 7,000,000 circulation. 


Lastly, it concerns the building of 
an exclusive and permanent organ- 
ization of dealers, each with his own 
protected territory — protected as to 
sales — protected as to price. 


This last is tremendously import- 
ant today. Time will not wait. 
Territories are being allotted. Re- 
gardless of your present plans or 
connections we urge you—get the 
facts in your hands immediately. 


THE A-C ELECTRICAL MANUFACTURING CO. 
DAYTON, OHIO 


Makers of Electrical Devices for More Than Twenty Years 








AS 


Use the Coupon 
To aggressive dealers of proven ability 
we say: Don’t write us next week. 
Write us nou —today. 


The A-C Electrical Mtg. Co. H-A-6 
Dayton, Ohio. 

Gentlemen: Send me full informa- 
tion about the A-C DAYTON exclu- 
sive dealer franchise, prices, advertis- 
ing, etc. 


Name 





Address 





Se ee ee ee ee 


DAYTON 
RADIO®@; 
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Our strength protects 
your business. Our pol- 
icy protects your price. 

















The A-C DAYTON 
line of six handsome 
models. Priced from 
$56 to $255 —prices 
slightly higher Den- 
ver and west. 
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Manual Training Instructor 
himself a student of 
Popular Science Monthly 


Mr. Weld giving shop work 
instructions, at Central 


High School, Peoria, Ill. 






Mr. Weld filing a hand saw, 
to the accompaniment of black- 
board drawings, showing these 
future customers of hardware 
stores the difference between a 
rip and a cross-cut saw. 








Manufacturers Who Advertise 


in Popular Science Monthly 
To Sell Tools—Hardware—Paint for You 


Brown & Sharpe, Providence, R. I. 

Goodell Pratt Co., Greenfield, Mass. 

E. C. Atkins & Co., Inc., Indianapolis, Ind. 
S.C. Johnson & Son, Racine, Wis. 

L. S. Starrett Co., Athol, Mass. 

Nicholson File Co., Providence, Me Be 

Sargent & Company, New Haven, Conn. 
The Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Co., Millers Falls, Mass. 

Simonds Saw & Steel Co., 1/7. ta Mass. 
Prentiss Vise Co., New York, N.Y 

Sherwin- Williams Co., Cleveland, Ohio 
Trimont Mfg. Co., Roxbury, Mass. 

Snap-On Wrench Co., Chicago, Ill. 

Mathias Klein & Sons, Chicago, Ill. 

Vaughan & Bushnell Mfg. Co., Chicago, III. 
H. K. Porter, Inc., Everett, Mass. 

The David Maydole Hammer Co., + 4 New York 
Clemson Bros., Inc., Middletown, N. 

C. A. Shaler Company, Waupun, Wis. 

Henry Disston & Sons, Inc., P hiladelphia, Pa. 
The Stanley Works, New Britain, Conn. 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
North Bros. Mfg. Co., Philadelphia, Pa. 

Yale & Towne Mfg. Co., Stamford, Conn. 


Every tool product advertised in Popular Science 
Monthly is guaranteed after test and approval by 
the Popular Science Institute of Standards. 
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Mr. Weld’s pastime is the 
use of tools He puts into 
practice at home what he 
teaches in the school 
workshop. 


—and he teaches the future customers 
of hardware stores to read “Popular 
Science” and to buy good tools 


ILLIAM T. WELD, Shop- 

work Instructor, Central 
High School, Peoria, Illinois, 
says: 

“First, students must have good 
tools; and second, they must 
know how to use them properly. 
I impress these facts upon all my 
boys.” 


“But inspiration also is neces- 
sary,’ continues Mr. Weld. “I 
read Popular Science Monthly 
myself, and encourage manual 
training pupils to read it. The 
‘Home Workshop’ section is full 
of new ideas for making things. 
It not only stimulates readers to 
use tools, but also to buy tools.” 





All around your store, young 
and old, men with a hobby, 
handy-home men, mechanics 


(professional and amateur)— 
YOUR customers—are reading 
Popular Science. And, as a re- 
sult, they come to vou for tools, 
hardware and paint. 


Thus, the eighteen pages of the 
“Home Workshop” section in 
every issue, are making more sales 
for all hardware retailers, jobbers 
and manufacturers. 


It will pay you, as a hardware 
merchant, to keep informed on 
the contents of Popular Science 
Monthly—both editorial pages 
and advertising pages. 


FREE to Hardware Dealers 


For a complimentary copy of the July 
issue, write on your business letterhead, to 
Popular Science 
Monthly, 242 Fourth 
Avenue, New York 
City. 
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The Boards 








that say 


STOP—LOOK—BUY ! 


HE minute a customer enters your 

store, these Boards are on the job. 
No wrench user can overlook them and 
the extra sales they make will show a 
good return on the small space they 
occupy. 


Williams’ Finished (New) Wrenches 
are sold at the old Semi-Finished list 
and provide “‘“maximum finish at mini- 
mum price.” They are the greatest 
Drop-Forged Wrench value ever of- 
fered as a standard line. 


Boards are free to dealers who pur- 
chase the wrenches they carry. Lit- 
RP erature? 


“Silent Sales 
ook 


J. H. WILLIAMS & CO. 
“The Wrench People” 


New York BUFFALO Chicago 
WILLIAM 
SUPERIOR <> 


Drop- Forged Carbon Steel 
WRENCHES 
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The Foster 
Circulating Heater 


Guaranteed Construction 


Beautiful Appearance | 


Economical Heat 


For years hardware dealers have 
known of the honesty of construction in 
The Foster Line. Throughout its his- 
tory capable craftsmen have moulded 
into Foster Stoves the best of materials 
and workmanship. 

Beauty of appearance is built into 
all Foster Products whether for parlor 
or kitchen use. 


Finally, economy in fuel is a neces- 
sary asset that all Foster Stoves must 


POSSESS. 


All of these features reach a high 
realization in the new model— The 
Foster 400—which is pictured here. 


It is in effect a pipeless furnace. In 
appearance, a pleasing piece of furni- 
ture. 


Write today for dealer information. 


The Foster Stove Co. 


“The Foster Line” of Cooking and Heating 
Stoves for Coal, Wood and Gas 


Ohio 


Ironton 


FEATURES 


Can be easily installed in any room to 
flue connections or fireplace—no basement 
necessary. Dimensions are 25” square, 52” 
high. Firepot is larger in diameter at bot- 
tom than at top, which permits better radia- 
tion. Ashes can collect on sides. This 
also keeps all fuel directly on the grate and 
leaves space between fuel and  firepot 
through which air circulates freely. Choice 
of flat draw center grate or triangular bar 
pattern interchangeable. 

4," chilled steel ball bearings. Upper 
part of fire chamber corrugated for better 
radiation—this also insures against buck- 
ling. Large, deep ash pan. Large cast iron 
water pan. Air is admitted through open- 
ings at bottom. 

A beautiful workmanlike job throughout 
with close fitting doors and in fine mahog- 
any finish. 
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the “Difference” in the quality of wire 


cloth judging from outward appearances. 


custome 


vour store cannot be ex 
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Only full g 


average 
both lengthwise and crosswise. 
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HARDWARE AGE 


Jobber realizes the importance of supplying 
the Dealer with wire cloth of unquestioned 


reputation. 
This puts the responsibility squarely up to 


the manufacturer to see that both Jobbers and 
Dealers are supplied with wire cloth of the 


highest quality. 
The Steel is the best Open Hearth produced 


in our own furnaces. , The 
tion is under the constant supervision of our 


own experts. 


To assure this quality every ro 

The Name WICKWIRE BROTHERS and 
our experience and reputation of more than 
50 years is your safeguard in buying. Write 
your Jobber for Information and Prices. 


WICK Screen Wire Cloth is 


its entirety. 
our own mills. 


r 
7 


[he Jobber knows this and the reputable 
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GRAY-WICK 
may cost a little 
more, But— 
It is WORTH it. 
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This Board Does 
Sell More Tools. 


The biggest retail successes have been built up 
by displaying merchandise where people can see 
it, touch it and buy it. When a man looks at tools 
in your store, it reminds him of tools he needs, 
the tools suggest the purchase and he puts his de- 
sire into action—he buys. 


7) os © | FRIENDS 


RRS 





These are facts. Several dealers have taken the 
trouble to write in to us, enthusiastic letters about 
the Velchek Self-merchandising Board. You can 
have this board in your store—it costs you noth- 
ing. On the board is a popular steady-selling se- 
lection of Velchek ‘ools—every tool made by the 
advanced Velchek process and guaranteed. 








The Velchek board is like an extra salesman— 
except you don't have to pay salary to the board. 
It is a net profit earner and it certainly does add 
to your volume. Standing on the floor of your 
store, it constantly reminds all who enter the store 
of Velchek Tools and it makes sales where other- 
wise they wouldn't be made—extra sales that in- 
crease turnover, volume and profit. 





Here is a picture of the Velchek Self-merchan- 
dising Board and here’s a coupon that will bring 
you full information on the board. If you want 
to increase your tool business this year get the 
Velchek Board—take the first step now and send 
in the coupon. 


The Velchek Tool Company poate 


CLEVELAND, OHIO o? 


The Velchek 
Tool Co. 


3000 E. 87th St. 


Cleveland, Ohio 
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How you 
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can boost 
our paint department 





profits! 


i HE real profit in your paint department 


comes from the sale of the many “cash 
and carry’ purchases made the year ‘round 
of interior finishing specialties such as flat 
wall paint, varnishes, enamels, etc. The 
staple lines — lead, turpentine, oils, etc.— 
occupy valuable space and move slowly. 
Moreover the percentage of gross profit is 
rarely sufficient to take care of the over- 
head. Even on ready mixed oil paints the 
turn-over is slow. 


The logical way to increase the profits is 
to sell more specialties. Why aren't you 
selling more today? Because the use of these 
materials demands the expenditure of too 
much time and labor on the part of the 
consumer. Whatdoes the consumer want? 
Quick-drying, beautiful and durable finishes 
that are easily applied. 


ZAPON Lacquer Flowing finishes supply 
this need. They produce the most beautiful 
and durable finishes with the least trouble. 


They have no offensive odor. They can 
be applied by anyone, making them ideal 
for finishing every surface in the home. 


These ZAPON finishes should not be 
confused with ordinary so-called lacquers. 
They are not experiments put out in recog- 
nition of the ever-growing demands for lac- 
quer finishes. They are pyroxylin base 
lacquers developed after forty years’ experi- 
ence in the manufacture of pyroxylin base 
lacquers for every conceivable purpose. 


You can recommend these ZAPON fin- 
ishes to your customers with the full assur- 
ance that they will give complete satisfaction 
for the work for which they are made. The 
public wants lacquer finishes for home use. 
These ZAPON finishes will give the same 
results when applied with a brush that 
manufacturers who use expensive spraying 
equipment get with ZAPON. The first sale 
will mean repeat sales. And every sale 
means a good big profit for you. 


Write or wire for particulars 


THE ZAPON COMPANY 


247 Park Avenue 


New ‘York City 


Branches in all principal cities 


ZAPO 





. Ca 





ZAPON Lacaq Floor 
Finish. Made oma 


for floors. 





Many home things may be finished 
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with these ZAPON Finishes 


Sewing Tables Toilet Sets 


by Carriages Breakfast Room Furniture Coat Hangers’ Electric Light Fixtures Mantels _ 
ow hea , Card Tables Cupboards Floors Mantel Pieces ae P ros 
Baseboards Cedar Chests Curtain Rods Flower Boxes Metal or Wood Sash vers ing Sets —. 
Baskets Chairs Desks Flower Pots Picture Frames tairs wen 
Bathroom Fixtures Chandeliers Doors Furniture Porch Furniture Stoves ; — “ » ‘ 
Bath Tubs Chiffoniers Drain Boards Ice pomee 4 Teble? ey peeve Viper ad pee meenate 
i adio 
Bedroom Furniture Clocks Dressers Lamps (Floor an able Relicsabete Tos Wagons Wondenaek 


Book Cases Clothes Baskets Dressing Tables Linoleums 
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WS for “dealer helps,” you can’t 
y\ beata GOOD PRODUCT! 
| For that reason the new Globe 


Glow-Boy is a cash register jingler 
of the first water. 


But, gentlemen! When the mer- 
chandising of a product of quality is 
supplemented by a plan like the 
Glow-Boy Savings Bank ---the re- 
Sult is something to shout about. 


The Glow-Boy Savings Bank is the “‘little 
Glow-Boy”’ that moves the ‘‘big Glow-Boys”’ 
off of your sales floor. 


It’s an idea that appeals to the whole fam- 
ily. You get right into the home of every 
heater prospect in your territory with this 
little savings bank, and--- 


---well, we just can’t tell you all of. it here. 
Drop us a line and we’ll tell you how this 
whale of an idea will increase YOUR sales! 






The Globe Stove & Range Co. 


107 Broadway Kokomo, Indiana 


“the NEW 
GLOBE 
GLOW-BOY 
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Machine Screws 
Stove Bolts 
Tire Bolts 





x American Screw Co. 
mas PROVIDENCE , RI. 
Jas WESTERN DEPOT 

: 225 WEST RANDOLPH ST., CHICAGO, ILL. 
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A MONUMENT TO QUALITY IN CHILDRENS VEHICLES 

















COMPLETE 

LINE— 

Automobiles, INCE the founding of 
Scooters, this huge business— 
“T ot-Bikes,” over 53 years ago—the 


name GENDRON ona 


V elocipedes, . 
juvenile vehicle has stood 


nese for the highest possible 
a quality. GENDRON was 
Ete. the pioneer manufacturer of 
quality children’s vehicles 
Send for the and has “set the pace” ever 
since. 
.\ New GENDRON 5 
ae Oo detall 1s overiooKke Oo give 
| Catalog—NOW ! you the utmost in quality and 


absolutely reliable construction. 
PIONEER Vehicles are built to 
fit the peculiar needs of children. 
They succtssfully stand all the 
rough abuse a child gives a ve- 
hicle in play. 





[F you have not received a copy of 
this new catalog—by all means send 
for it today! It is a complete buying 





guide for Children’s Vehicles. Every , 
type of fast selling Children’s Vehicle It PAYS to Satisfy YOUR 
is included—the best and the latest in Customers!, 


the field. It will be sent FREE. 
Write today. 





“Di oneer [Biiten 
 Vehiile<iir Galiteluse 


THE GENDRON WHEEL COMPANY Toledo, Ohio. 
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Make Hohner Harmonicas 





There are 
more than 
250,000 
dealers 
throughout 
the country 
whocantes- 
tify to the 
fact that Hohner Harmonicas are 
stimulators of summer business. 
Sales records prove that harmoni- 
cas are all-year-around sellers and 
repeaters; but during the warm 
days of outdoor activity they are 
in unusual demand and wise deal- 
ers will see to it that they are 
well-stocked and ready for big 
summer sales. 





In the School 


Hohner advertising is responsible 
for the increasingly profitable 
business 
that dealers 
now enjoy 
from Jenu- 
ary to De- 
cember. 
Through 
magazines, 
newspa- 
pers, billboards, window displays, 
radio, movies and contests, the 
Hohner message of “Good Music 
and Fun” is being broadcast to 
millions of people daily in every 
part of the country. 





On the Radio 


In all mediums of advertising, the 
Free Instruction Book—“How to 
Play the Hohner Harmonica”— 
is prominently featured. And ex- 
perience has proved that an in- 
guiry for this Free Book at your 
store invariably means a sale. 


It is only a matter of sound busi- 
ness, therefore, to have a constant 
~.4, SUPPly of 
| these books 
yi on hand in 
Q order that 
you may 
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meet the de- 

mand Hoh- 

ner is cre- 

“ap ating and 
— capitalize 


on this highly successful sales 
“tie-up”. 


Get a supply of the Free Instruc- 
tion Books today—through your 
jobber or direct—and Make 
Hohner Harmonicas “Pep Up” 
Your Summer Sales! 


If you want to hear the pleasant 
musical response of Hohner co- 
operation on your cash register, 
write us today and let us show 
you how to get “in tune” with 
more and better business. 


( M. Hohner, Inc., Dept. 66, 114 East 16th St., New York y 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 


“Pep Up” Your Summer Sales! 








FREE 
INSTRUCTION BOOK 
This attractive and helpful 
book of 16 pages, fully illus- 
trated and containing six 
popular musical selections, 
is featured in all Hohner ad- 
vertising. A request for a 
copy at your store means a 

sale, 











Fascination 
Inspiration 
Education 
Entertainment 
Accuracy 
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Health 
Portability 
Durability 


Convenience 


Popularity 
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And KELLEY KAR 


You will find the most satisfactory wagon to recommend is this one of highest quality. 





Skip-o-long 





CLASS 
of the 


Scooters 












oo 4 The Skip-o-long is distinguished by its every feature as_ the 
ee aristocrat of all scooters. 







Its basic superiorities in construction—fast, ball bearing steel disc 
wheels; steel frame; heavy cast ‘‘fifth wheel’’ riveted to frame—are topped off with 
such unusual added features as its practical rubber roller brake, which works upon the 
rear wheel, where a brake should be applied; its dressy black rubber mat on footboard; 
its mudgard, and its convenient standard. It is brilliantly enameled in green, red 
and yellow. Its thoroughbred quality is revealed at a glance. 





“The Rolls-Royce of Coaster Wagons” 


Sell KELLEY KARS and avoid grief. They deliver absolute satisfaction to your customers. 
No two license-numbers are alike on KELLEY KARS. A card comes with each Kar, with 
which the owner can individually register his wagon with us here at the factory. This 
system makes the Kar more like an automobile; it prevents theft; and facilitates direct 
factory-servicing of the Kar, if ever required. e 


Send for illustrated circulars in color! 


BURNHAM MANUFACTURING COMPANY 


Also makers of “‘Red-Top,” the big-value low-priced coaster; “‘Skeeter-Scooters,”’ and 


99 


a line of play wagons for little tots. 


“Skeezix, 


CHARLES CITY, [OWA 
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KAMPKOOK— 


the weather proof 


HARDWARE AGE 


camp stove 





This is Kampkook No. 8 
with oven used as a 
wind shield and with 
door open. It’s weather 
proof because fire is 
shielded on all four sides 
and top. Plenty of room 
for large utensils. This 
feature alone has made 
Kampkook No. 8 a lead- 
ing seller right from the 
start. 


Now you can sell a camp stove that is actually wind- 
proof—the new American Kampkook No. 8 with built-in 
oven. It has a wind shield that protects fire on all four 
sides and top—it’s not affected by weather. 


Kampkook No. 8 is a complete range for the camp kitch- 
en. It bakes, broils, roasts, toasts, fries; the flame spread- 
ing, non clog burners produce a fire equal to gas and just 
as clean. Detachable, easy-fill safety tank holds two 
quarts. 

Kampkook National Advertising in the Saturday Even- 
ing Post, American Magazine, National Geographic and 
all leading outdoor magazines is creating a greater de- 
mand than ever before. Feature Kampkook in your dis- 
plays, tying up with Kampkook advertising and demand 
and see your sales grow. Attractive displays and selling 
helps sent on request. If your jobber cannot supply 
Kampkook, write for names of nearby jobbers who can. 


American Gas Machine Company, Inc. 
Albert Lea, Minn. New York, N. Y. 
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The oven, with grate re- 
moved and tipped back, 
is used as a warming 
closet. Kampkook is a 
fine heater for the camp 
home in cool weather. 
Retails at $11.00. Other 
models at $7.00 to $14.50. 
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STANDARD OF THE WORLD SINCE 1900 


EL TRAINS 


_MULTIVOLT TRANSFORMERS” | 
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Place Your 


LIONEL ORDER 
NOW! 


= overwhelming and enthusiastic re- 
sponse of merchants who have already 
seen the new 1926 Lionel Line makes it cer- 
tain that this will be Lionel’s biggest year— 
and the biggest and most profitable year for 
Lionel dealers. Lionel’s new 100% Electri- 
cally Controlled Railroad — the supreme 
achievement of model railroad building— 
calls for the largest production program in 
26 years of steadily increasing volume. If 
you would dominate the Electric Railroad 
field this fall, place your Lionel order NOW! 


Send for the Lionel Catalog and Dealer Proposition 





New Lionel Elec- 
trically Controlled 
Semaphore for O- 
Gauge and “‘Lionel 
Standard” track. 
This is just one of 
the many new 
electrically con- 
trolled accessories 
in the Lionel 1926 

Line. 








THE LIONEL CORPORATION, 48-52 East 21st St., New York 


Western Coast Office, Showroom and Service Station: 
788 Mission St., San Francisco—M. Sweyd, Representative 


LIONEL 28 02 Er? 6575) 
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RIGHT DOWN 
THE AISLE 
—to Profits! 


WO HUNDRED odd yards 
every drive—and the joy of 





every owner is soon translated 
into additional profits for you, 
for they'll come to your store 


for other Burke result-getting 
clubs. 


Stock these rapid sellers: 


The Golfrites 


Aristocrats! Exceptionally 
good-looking. Aluminum sole 
plate and back; ivor face with 
fiber pegs. Retails at $15. 


The De Luxe 


A new creation. 
and a 


Medium size 
trifle upright in lie. 
and “feel.” 


Delicate balance 


Retails at $12.50. 


The Autographs 


No emphasis on their unusual 
merits is necessary. A _ result 
getter. Stands rough usage. 
Retails at $9 in hickory; in 
steel, $11. 


The Plus Fours 


Another Burke newcomer. 
Wonderfully designed for bal- 
ance. More rounded sole— 
distinctive in appearance and 
results. Retails at $10 in 
hickory; in eeel, $12. 


THE BORKE GOLF COMPANY 
NEWARK, OHIO 


BURKE 


“LUBS -BAGS : BALLS 
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Ae ke TAYLOR-TOT 
ona [ bud p COMBINATION 
> Vad » ~ BABY-WALKER,GO-CART 
a AND COASTER-CAR 


Don't overlook TAYLOR-TOT in 
your search for more profitable 
items. In addition to the all-im- 
portant construction features which 
have made it the fastest selling 
juvenile vehicle on the market, we 
are announcing a Color Choice to a 
further increase dealer sales. advertising guarantees your turn 
Let a “try-out” order of 3 TAY- over. Full details will accompany 
LOR-TOTS in Red and Ivory and our acknowledgment. 


The Frank F. Taylor Co. 
Norwood, Cincinnati, O. 


3 in Light Blue and Ivory, with 6 
TAYLOR Tongues, show you these 
handsome new color combinations, 
while proving the profits in TAY- 
LOR-TOT. Your investment is 
only $23.75 and consistent national 


e¢ same color choice 


Taylor DOLL - TOT. Taylor 
GO-BI-BI comes in Light Blue 
and Ivory only. 


HOP 
Every 
Shooter 
a Buyer 


Sell Them This 3 
New $1.00 Pack | 


The Brand of Known Merit 


Standard for a Generation 


Your shooters need Hoppe’s Gun Cleaning Pack. 
Contains everything for keeping rifles, shotguns, re- 
volvers, pistols in finest shooting and resale condition. 
Neat counter display carton. Heavily advertised—all 
shooters’ magazines. 

For more than 20 years Hoppe’s Nitro Powder Sol- 
vent No. 9 has given best satisfaction to all. Used by 
world’s greatest marksmen. Recommended by Uncle 
Sam for all branches of armed service. Hoppe’s Lubri- 
cating Oil and Hoppe’s Gun Grease give equal satis- 
faction. 


Good Profit, Pleased Customers. Order From Your Jobber Today 


FRANK A. HOPPE, INC. 

For More Than 20 Years the Authority on Gun Cleaning 
2314-H N. 8th Street Philadelphia, Pa. 
Representatives : 

Ed. W. Simon Co., Inc., 258 Broadway, New York City. 

H. L. Bowlds, 217 Mason Opera House Bldg., Los Angeles. 
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An Honored Name 


of World-Wide Fame 

















BLUE STREAK 
LINE 


Scooters 
Velocipedes 
Automobiles 


Coaster Wagons The N ew 


Express Wagons 

Tot Bikes ] i d 
Hand Cars ole O 
Toy Auto Trucks 














» 


move” | Self-Propelled SCOOTER 
Bevel Gear Beenéhieg 


Automatic Drive 


A Sturdy, 

Speedy Vehicle “Boy! 
for Sturdy, H 
Live OW 
Y oungsters She 


Does 


aaa 


the -TOLEDO METAL WHEEL CO. ‘Joledo, O 
" Makers 5 of Dependable Wheel Goods since 1687" 
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Exclusive 
Territory 


Available! 


O a limited number of dealers who can 

qualify for the Abbey & Imbrie Fran- 
chise valuable exclusive territory is still 
open. 

To qualify the dealer must measure up to 
the best standards of merchandising, service 
and local good will. And he must be in 
business because he likes that business. 

The new Abbey & Imbrie Merchandising 
Plan for Selling Fishing Tackle puts new 
life into the retail selling of fishing tackle; 
keeps the dealer supplied with live merchan- 
dise and gives timely selling aids to insure 
profits and to increase them; puts back of 
him the many years of experience of Abbey 
& Imbrie. 

Write promptly and we will advise you if 
the territory in which you are located is still 
open. 


Abbey é& Imbrie 


97 Chambers St., New York, Dept. A6 


Fiokais Vache thats. it fer Siohur4gn. 


HAVE YOU OUR NEW 
FISHING TACKLE GUIDE? 


The most complete catalog and refer- 
ence book on the subject printed today. 
Kvery dealer should have it. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 
New York, 151 Chambers St.; Chieago, 108 W. Lake 8t. 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine ‘St. ; 
Ogden, Utah, 2327 Grant Ave. 














The New Wheel Sensation 


JOBBERS— This item RETAILS 
will greatly strengthen 
your line. 

DEALERS — Put one 
near front door with big 
price tag and see how 
fast they move. 

Ali steel; resilient, shock 
absorbing seat; sturdy, 
comfortable, noiseless. 


WANT A SAMPLE? 


New illustrated 
folder on request 


Metalcraft Corporation, 4215-23 Clayton Ave. St. Louis, U.S.A. 








No. 307 JUNIOR RIDE-A-WAY 














Here is a_profit- 
able item for hard 


WESTRAY 
CHIP RACKS 


ware dealers. The 
utility and hand- 
some appearance 
of the Westray 
Chip Rack create 
sales on sight. 


Write for full in 
formation. 


Western Tray 
& Case Co. 


427 Plum St. 


Cincinnati, Ohio | 








Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 




























The same solid steel, one-piece 
tip that has made True Temper 
Rods famous for their wonderful 
casting “‘action”’ is used on every 
rod. Five styles of grips, with 
choice of finish, mountings and 
covers, make a variety from which 
to select. 


THE AMERICAN FORK & HOE Co. 
Sporting Goods Division 
General Offices: Cleveland, Ohio 


‘a 


TRUE TEMPER Hise Roos 








WINSLOW'S 


A Saye 
The Samuel Winslow Skate Mfg. Company Catalog 
Worcester, Mass. 

































Manufactured by 
The Hart & Cooley Co., New Britain, Conn. 
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of Oil-less Timer 


Customer simply turns the 
knob to operate this self- 
centering, oil-less, water- 
proof timer (which utilizes 
the same “Wipe-and-Break” 
principle as the Milwaukee 
Timing System). 


You know customers can't 
resist a working display. 
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Customers 





~] 


Can’t 
Resist It! 


It’s fascinating to turn the 
handle and watch the contact 
points of the Milwaukee Oil- 
less Timer, on this striking steel 
display, make— wipe — break; 
make—wipe—break. Turning 
the handle will be responsible 
for many of your Milwaukee 
Timer sales after you've placed 
the display on your counter. 


The display shows—in full size 
and actual colors—the com- 
plete Milwaukee line. It holds 
a Milwaukee Oil-less from 
stock—holds it firmly and safely. 


You get this Timer Salesman 
free with your first order for 25 
Milwaukee Timers—Systems, 
Oil-less, or Rollers in any com- 
bination you specify, provid- 
ing all three types are included. 


Tell your Jobber’s salesman 
which assortment you want. 


MILWAUKEE Motor ProbDuwuCTSs, INC. 
MILWAUKEE, U.S.A. 














MILWAUKEE 








TIM 





HEADQUARTERS™~ since 1905 
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“ . . . . 
: Milwaukee The New Milwaukee The Bakelite Case 
Timing System Oil-less Timer Milwaukee Roller Timer 
Co i he t e ) oO . 
per mg spray. of prontin #& - -— This timer operates eS bas 
into the cylinders. Each seph\ cwklisS on the same principle brush assembly— precis- 


coil builds up its highest 
voltage and produces 
hottest possible sparks. 
No. 400, for 1926 Cars 


| 75. a 300, for 1925 ° 
$8.75 and earlier Fords—$10.00 $2.75 


' as the Milwaukee 
» Timing System. Self- 
agers Phage — 
wobbly camshaft. 
SS h;) No 
Lee’ or attention. t- 
ates perfectly through- 
out its long life. 





ion-gauged. Dependabil- 
ity established by many 
years of unfailing service 
in all parts of the world. | 


oiling, cleaning, illions sold. 
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MR. HAPPY MAN 
SAYS: 


“When a saw ‘binds’ it’s the 
fault of the saw, not the 
sawyer. Except, of course, 
the sawyer was to blame for 
buying the wrong saw. 


‘Atkins Silver Steel Saws 
(and these only) do not 
bind because they are 
sround to a taper thickest 
at the teeth—then tapering 
on the radius of a circle. 
the center or thickest part 
of which is at the handle 
end above the saw edge.” 
Write for the story of 
Hand Saw Manufacture, 
“The Man Behind the 


Counter.”’ 


E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


isco 
Atianta a San Franc 
Memphis York Ci Seattle 
Chicago Naaod — O ty Paris, France 
Minneckpotis a Vancouver, B.C. 








SILVER 
STEEL 





ATKINS 
SAWS 
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Beautiful Forged Iron Hardware 
Now within Reach of All ~~ 


HE makers of 
the famous 
McKinney 
Hinges have answered 
the call for reasonably 
priced Forged Iron Hardware. 





The unretouched photo- 
graphs of three delightful 
pieces of the Etruscan design 
give tangible evidence of the 
beauty of line and texture em- 
bodied in each unit. 

The obviating of all forged 
iron application difficulties by 
item. The outstanding job- correct design has made the 
bers have put through extensive stock orders. McKinney pieces favorites with builder and 
Builders’ Hardware departments have booked architect. The completeness of the line fur- 
many orders even before they had received their nishes another very definite asset. 

To be without representative samples of 
McKinney Forged Iron Hardware in your 
display room is to risk the loss of a lucra- 
tive business. Full-page advertisements in 


McKINN H : The Saturday Evening Post, House & Gar- 


den, House Beautiful, plus the building and 


FORGED IRON architectural papers are sending buyers to 

HARDWARE the merchants who realize E 

the call for this Forged Iron 

The authentic beauty of McKinney Forged Hardware is great—and 

[ron, the practical knowledge of hardware- still growing. 

application which was its birthright and the Use the coupon if you 

thorough advertising and merchandising be- have not received full in- 

formation on McKinney 
Forged [ron Hardware. 


Few other products have re- 
ceived such a universal wel- 
come. Architects have been 
profuse in their congratula- 
tions. Builders have filed their 
names with us to be continu- 
ally posted on every available 


samples. And most significant of all, thousands 
of consumers are writing for the Forged Iron 
Brochure and the names of merchants who sell 


hind it have made this product a sensation in 


the hardware field. 


MAIL THIS COUPON 











Forge Division, McKinney \IANuFACTURING Company, Pittsburgh, Pa. 


Please send catalog entitled “‘ Forged Iron Hardware by McKinney” 





Name 
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NOTED English journalist, a former member of Parliament, was speaking 

The Danger of on the recent great general strike in England. He stressed the point that 
the English coal mines had for many years presented a very grave problem, which 

Unsolved had been allowed to drift along without solution until it culminated in what 


Problems was almost a revolution. 


He summed it up with one outstanding remark, when he said: “If the recent 
trouble in England has proved anything, it is this—that it iis DANGEROUS to 
leave great problems UNSOLVED.” 


What is true concerning nations is equally true with regard to business. 
Great problems, unless solved, will eventually wreck any industry. They may 
cause such sweeping changes as to practically wipe out old and established methods 
and install radical ones. 


With that in mind, it would be well to consider whether or not there are 
any great problems in the hardware industry, which we are allowing to remain 
unsolved. 


Chain stores are growing by leaps and bounds. Mail order houses are not 
only doing a tremendous mail business, but are installing retail stores in key 
cities. Glorified peddlers are daily increasing their door-to-door sales. Drug 
stores, grocery stores, cigar stores and specialty stores are continually adding to 
their stocks, profitable items formerly considered as strictly hardware. 


Individually they represent great problems. Collectively they present a 
very grave problem—one that must be solved by the jardware trade or it will of 
itself revolutionize the hardware industry. 


Under the surface of that problem will be found numerous other problems. 
Why do people patronize mail order houses, chain stores and peddlers? Why 
do they buy hardware from druggists, grocers and tobacconists? Is it a matter 
of price or service, or both? 





Are the ones who represent our competition better merchandisers than the 
hardware merchant, or merely better buyers? Are all branches of the hardware 
industry working on a basis of cooperation, or is it a free-for-all? These are 
questions to which truthful answers must be found. Once we know the reasons, 
: remedies can be sought and employed. 


‘ A man treated himself for heart trouble two years, then died. A post mortem 
examination revealed a stomach ailment, which up to within a year of his death 
F could have been cured by proper treatment. 





Is the hardware industry depending on “soothing syrup” to cure cancer? 
f Let’s have a diagnosis, and, if necessary, an operation. Why wait for the under- 
| taker? 


IT IS DANGEROUS TO LEAVE GREAT PROBLEMS UNSOLVED. 











32 HARDWARE AGE 


June 10, 1926 


Campers and ‘Tourists Mean More Profits 


Northwestern Firms Recognize the Value of This Class of Patronage and 

Make a Special Bid for Business by Free Distribution of Road Maps and 

Other Travel Information—Appeal to Trade with Sporting Goods and 
Tourists Equipment Window Displays 


of tourists and vacationists is practically 

on for this year it is interesting to check 
up and see just what the season has brought to the 
hardware retailers. It is unfortunate that a good 
many dealers have not yet awakened to the sales 
possibilities in catering to the tourists but have 
allowed this potentially profitable business to drift 
elsewhere. The very fact that a man is on a vaca- 
tion has a tendency to put him in a spending mood 
and each year more hardware stores are featuring 
sporting goods and tourist supplies and making it 
easy for the transient to stop and buy. 

The value of this class of patronage is especially 
recognized by the dealers in the Northwest and 
through the cooperation of the Minnesota Retail 
Hardware Association, approximately 200 dealers 
in that State this year made a special bid for tourist 
business by distributing free road maps and giving 
road and travel information. There can hardly be 
any criticism as to the theory of this plan, but the 
real success can best be judged by the actual expe- 
riences of the dealers themselves. 


N | OW that the ever increasing annual migration 


Four Persons to a Car 


Loyal S. Ryan of the Ryan Co., Little Falls, Minn., 
states that over 10,000 cars registered at the two 
tourist camps in that town this season, and there 
was an average of four persons to a car. At his 
store he appeals to this trade by maintaining tourist 
supply and sporting goods displays in at least a 
portion of his windows during the entire summer 
and has his merchandise in these lines prominently 
displayed just to the right of the front entrance. 
As a result of this policy his annual sales of sport- 
ing goods will average around $6,500, divided rough- 
ly into $3,000 worth of guns and ammunition, $2,000 
of fishing tackle and $1,500 of camp supplies. The 
fishing tackle is completely sampled on small easily 
removable display panels which fit in front of the 
shelving on which the stock is carried, and it has 
been found helpful to sometimes remove the board 
so that the prospective customer may make a more 
careful selection. A feature of Mr. Ryan’s windows 
is the fact that the back and sides are completely 
covered with panels of wall board appropriately col- 
ored and held in place by thin wooden strips. Sev- 
eral sets of the panels make it extremely easy to 
change the entire appearance of the window at fre- 
quent intervals. 

In speaking of his tourist business, Mr. Ryan 
states: “I feel that without our window displays 


we wouldn’t do 5 per cent of our present business. 
The bulk of our sales are around the noon hour when 
the tourists have stopped for lunch and stroll around 
town to ‘stretch.’ Most tourists are ignorant about 
fishing and are very glad to be told what to buy and 
how to use it, and we have a number of people who 
have stopped at the store each year for five years to 
buy their license and tackle. Tourists apparently 
prefer to buy at a hardware store, seemingly having 
a feeling that the goods sold are reliable and reason- 
ably priced, and the business certainly fills in the 
summer months that are supposed to be dull.” 


Giving Inf ormation 


E. C. Belina of the Jewel Hardware Co., Albert 
Lea, Minn., is another dealer who is capitalizing on 
the summer influx of tourists, and he has across the 
front of his store during the proper season a large 
sign reading “TOURIST INFORMATION—FISH- 
ING LICENSES.” He states that from five to fifty 
tourists stop at the store daily for information and 
that about 60 per cent make some purchase before 
they leave. 

In this store also the merchandise is carried at the 
extreme front near the door and attractive window 
displays are maintained continuously. Fishing 
tackle is the best selling item to this transient 
trade, a stock of approximately $300 turning between 
four and five times each year. 

The group of photographs on the following page 
show concisely just what these two Northwestern 
firms are doing to aid the tourist and camper, at the 
same time increasing their own profit. 

There is no reason why you cannot get in on this 
money making line. Everywhere in the country today 
there are tourists and most every community has a 
camper’s mecca that, with a little effort and boosting 
on your part could be clinking the cash register for 
you. 

In most any town or community, during the tourist 
and camping season will be found, at least sometime 
during the day a group of wanderers from store to 


store. 

Nine times out of ten these will be, for the most 
part, tourists who have come in and are exercising 
themselves before proceeding. If you can attract them 
with a neat window display of equipment such as they 
should have you are almost certain of making sales. 

The value of this class of patronage has already 
been demonstrated, so why not go out after some of 
it in your own community this season? 
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HAT red blooded lover of the 
out-of-doors could resist the ap- 
peal of this effective window display 
in the store of the Ryan Co., Little 
Falls, Minn.? This window com- 
bines both naturalness and_ sales 


appeal. 
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ON the trail of the auto camper scenes 
such as this are common. 
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we maintained tourists’ camps are to 
be found throughout the country. 
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} this interior view of the sport- 
ing goods department of the Ryan 
Co., Little Falls, Minn., it will be 
noted that camp furniture is dis- 
played on_ platforms. This is a 
splendid idea as it prevents the 
cluttering of aisle space. 
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The Trail Leads to Tampa, Florida 


The Editor of HarpwareE AGE Visits the “Back Country’—Sojourns in 
Quaint Places and Feasts in Famous Spanish Restaurants 


By Llew S. Soule 


HILE we were in Key West a hardware man 

asked us if we had visited Tampa. We told 

him we were on our way there, and he volun- 
teered the remark: “You haven’t seen Florida unless 
you have seen Tampa.” Well, we have seen Tampa, 
and according to Hoyle, we are duly qualified. Also 
we are glad we made the trip. 

Tampa is a big, bustling, business city situated on 
the West Coast of Florida. It has everything needed 
to make it grow and prosper, including a good harbor 
and excellent railway facilities. It is the greatest 
producer of cigars in the world; it has large and 
splendidly equipped factories, wholesale _ establish- 
ments and retail stores. Its pay rolls are large and 
regular. 

Then there is the back country tributary to the 
city—a back coun- 
try rich in agricul- 
ture and in natural 
resources. There 
are thousands of 
acres of truck pro- 
ducing land, on 
which are _har- 
vested four crops 
each year — crops 
which hit the high 
price markets of 
the big eastern 
cities. In addition 
there are other 
thousands of acres 
producing oranges, 
lemons, limes and 
grape fruit in close 
proximity to mar- 
kets. All through 
that back country 
are thriving towns 
and villages all 
equipped with im- 
mense packing 
houses for the 
handling of garden 
truck and citrus 
fruits. 

When we called 
on Walter Thomas 
of the Tampa 
Hardware Com- 
pany he insisted on 
taking us out over 








i a 


didn’t require very much urging. Bright and early 
the next morning we started out in his car and rode 
all day through the country that insures Tampa’s 
growth and prosperity. We visited Plant City, Late- 
land, Winter Haven and a score of other modern, 
busy Florida towns and cities. We drove by fields 
of early potatoes, tomatoes, beets, onions, celery, etc., 
and watched the farmers selling their produce for 
cash to shippers from all over the country. We 
passed grove after grove of citrus fruits—healthy, 
hardy trees each with its full quota of fruit. The 
grove owners were picking the Valencia oranges and 
finishing the grape fruit harvest, and we saw more 
grape fruit than we had known existed. It made us 
wonder at the shortsightedness of some Florida hotel 
proprietors, who serve a half grape fruit—often green 
—at 35 and 40 
cents per. We also 
wondered why it 
was seemingly so 
difficult to get or- 
anges on Florida 
trains. I presume 
the natives see so 
much fruit they 
tire of it and take 
it for granted that 
everyone else does. 
As a mater of fact, 
the traveler in any 
country vearns for 
native grown prod- 
uce, and _ usually 
has a dickens of a 
time getting it. We 
covered close to 
300 miles that day 
over the best of 
roads, through a 
country that would 
open the eyes of 
those who have 
only seen Florida 
from the windows 
of a Pullman car. 
The next day we 
took in Tampa 
proper, and found 
that it justified the 
back country. Tam- 
pa is really divided 
into three separate 
cities — Tampa, 











the famous Ridge 
District, and we 


— 


Ybor City, a suburb of Tampa, is a quaint, almost foreign city, with famous Spanistk. 
restaurants and Country Clubs. 


(Cont’d on p. 82) 
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Farmers Bulletin Board Builds Business 
for California Hardware Firm 


As far as the farmers near Santa Rosa, Cal., are concerned the clearing 
house for information is not the local grange or farm bureau—It is the 
store of the Dixon Hardware Company. 


HE clearing house for information in Santa 

Rosa, Cal., as far as farmers are concerned, is 

not the local grange or farm bureau or any- 
thing of the kind but a retail hardware store. In 
the rear of the Dixon Hardware Co. on the main 
street of Santa Rosa, is a large black board known 
as the farmers’ bulletin board. On this they list 
anything at all they want to sell, and many things 
that they want to buy. 

The drawing that accompanies this story illus- 
trates adequately the way items are listed for sale, 
etc. Attached to the black board is a small note- 
book with a pencil attached. In this book the names 
and addresses of the sellers are listed together with 
all necessary details in connection with the articles 
that are offered for sale. 

Farmers come into Santa Rosa from all over the 
surrounding country to list things on the black 
board in the Dixon Hardware Co. store. They come 
to list every thing 
from cows to 


on which he will be able to list happenings of the 
week, and also new things of interest to farmers. 
He says that this board has been responsible for 
a large part of the growth of the company’s busi- 
ness during the past seven years. 

The small town hardware dealer in every section 
serving a rural community is largely dependent upon 
his farm trade and the farmer is equally dependent 
upon the dealer for equipment, supplies and repairs 
throughout each crop season of the entire year. 

It being an obvious fact that the easiest sales are 
those of the least resistance, the progressive dealer 
who is right up on his toes for business, can certainly 
secure it at the present moment by making it known 
in his local field that he is there to serve and to serve 
promptly and efficiently. 

These lines can be developed into a nice, tidy busi- 
ness at the present time and after placing the essential 
merchandise in stock, not a great deal more is called 

for than to display 
the items and ad- 








doughnuts. Ma- = 
chinery, cows, 7 
hay, chickens, 
even a whole farm 
and all its equip- 0 

ment have been 7 Q - 
sold _ by listing i] 
them on this 
board. The list- HE al 
ings are kept up 


for two weeks, if fi YW ot 
necessary, longer |) 
if possible, -but If] , : 


usually the _ de- 
mand for _ space | 
prevents this. | Qf 
There is always i. 

something listed. 
The black board 
has never been 








without a _ listing . 
during the entire re oe es 
seven years it has 
been used. \ ‘ 

R. D. Dixon, ) \ 


president of the 
firm, plans to take | 
down the old eaten ~ 





FARMERS SULLETIN 8 


. ral vertise them in his 
local newspapers. 

/} In presenting the 
| thoughts we do so, 
having in mind the 
y. “eo / average small town 
dealer. Exceptions 
prevail both as to 
O under and over 
4 stock, but our main 
| object is to bring 
the subject for con- 
| -sideration to those 
/ who may benefit. 

| Seasonal busi- 


= —~ _™ 


| ness on the farm 
Va can be just as sim- 
I/ ple or just as elab- 
/ orate as conditions 


warrant, but again, 
{| we have in mind 
such a stock as will 
| be called for in 
your average small 
town, where farm- 
| ing is done in a 
\ modern,  progres- 
a : AK Sive manner by 
—_——— farmers who seek 








board this year 
and put up a new 
one, a larger one, 


This illustrates adequately the way items are listed by the 
Dixon Hardware Co., Santa Rosa, Cal. Note the small note 
book with pencil attached to the bulletin board 


to make a living 
from their labors. 
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Crossing 


By Saunders Norvell 


at midnight, May 7, 1926. She did get away 


(ies S. S. “OLYMPIC” was scheduled to sail 
with a bad propeller at 3 a. m. 


* * ¥ 
I followed my luggage up the plank at 11 p. m. 
There was a milling crowd. The ship’s crew 


steered the crowd up one way and down the other. 
Rules and regulations were posted everywhere. A 
good share of the crowd were drinking and noisy. 
Nice little parties said osculatory goodbyes again, 
again and again. 
* * % 

I found my cabin. Then my baggage filtered in 
piece by piece. I turned in but there was no sleep 
—goodbye parties and thumping of trunks. 


¥ * % 


Lying in my narrow little bed, I meditated upon 
the fact that when one starts out to travel, he is 
common game for everybody. The new style of 
passport is small—pocket size—not nearly as im- 
portant looking as the old one, but it costs $10 just 
the same! At the French Line Pier, in the office 
of the French Consul, one of his clerks stamped 
the passport just once—fee, $10. Down near the 
Battery, in the office of the English Consul, another 
clerk stamped it once again for another fee of $10. 
Next, your bank fixes you up with a $5000 letter 
of credit—fee, $25. No, no, Nanette, no travelers’ 
checks this time—the greenbacks of good old Uncle 
Sam are currency all over Europe. Take cash in dol- 
lars with you. Take out your letter of credit in 
dollars. They may not like us in Europe but they 
all want our good dollars. 





x * * 


My steward called me at 9 a. m. and I had my first 
salt water bath. I sat soaking in the tub and had 
a good laugh at English plumbing and ship’s hard- 
ware. They surely do make it heavy enough—solid 
brass and nickel-plated. 


* + 


Ham and eggs at Chief Engineer’s table. He was 
sick and never appeared. There were four of us— 
the biggest manufacturer of chocolate in England; 
an American mining engineer on his way to England 
from Russia, and the son of a wholesale lumber 
dealer of Pueblo, Colo. We were to eat together 
for a week. 

% % * 

I went up on “A” deck and looked around. The 

passengers were depressing. They seemed to be 


mainly of that new American type—the people who 
have suddenly made money. This class, like their 
money, are all new—new clothes, new shoes, new 
trunks, new hand luggage. The men all wear hand- 
some, loud golf suits and shrieking woolen stock- 


ings with new vellow shoes. I will not attempt to 
describe what the women wear, but they all dote 
on pearls—strings and strings of pearls—enormous 
pearls—the price of a kingdom if they were real. 
Shade of Babbitt and ghost of Main Street—they 
were oll on boird. They were already walking the 
deck with grim determination to reduce or die in the 
attempt. 





* * * 


The shifting of wealth into new hands makes 
stranve scenes in traveling. Men, women and whole 
families—all dressed up—are traveling first class, 
who in appearance and manners would better grace 
the steerage, while many with an aristocratic bear- 
ing are now traveling third class. In our own busi- 
ness recently in one week we were visited by a 
prince, a baron and a lord—each witha line of goods 


to sell! 
*& % ¥* 


The first day on board, prospects looked dull. I 
was in for a real rest. However, the second day, 
things began to happen. I met Thomas W. Pel- 
ham, in charge of sales of the Gillette Safety Razor 
Company—an old friend, and Ralph E. Thomp- 
son, their factory superintendent. Last year they 
lost some $500,000 on handles but made about $12,- 
000,000 on blades! 

* * * 

Then along came Henry J. Gaisman, president 
of the Autostrop Safety Razor Company. We had 
some splendid games of bridge, not to mention some 
delightful suppers in the “Ritz” restaurant. Mr. 
Pelham and Mr. Gaisman seemed to be the best of 
friends and we had a lot of fun talking razors. 


} * + * 


Competitors traveling together seemed to be the 
order of the day, for there were also Adolph 
S. Ochs of “The New York Times” and Ralph 
Pulitzer of “The World” outbidding each other for 
a “pool” number. 

* * %* 

There was a galaxy of operatic talent on board. 
The great Russian, Chaliapin, Miss Lucrezia Bori, 
DeLuca, Didur and others. Bankers were repre- 
sented by W. A. Simonson, senior vice-president 
of the National City Bank of New York; the nobility 
by Sir Thomas Lipton, of yachting fame, Sir A. 
Hutchings, K.B.E., and Hon. Audrey Pauncefate; 
the army by Major Douglas Granville King. There 
were only nine Smiths on the passenger list! 

* * % 


The curious thing on this crossing was how all 
the passengers “mixed.” There was a delightful in- 
formality unusual on one of the large ships. Almost 
everybody did a little gambling on the ship’s horse 
races, grand pool and hat pools. 
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The horse race was done with little horses moved 
along a marked track on the deck. There were six 
horses and they were moved according to a throw 
of the dice. These races were held daily from five 
to six and caused a lot of fun. 

% * * 


The grand “pool” on the ship’s daily run was 
auctioned off every night at ten in the smoking 
room. All went to see the sport. The method of 
selling this big pool is interesting. It is based on 
the number of miles the ship runs in twenty-four 
hours—from noon to noon. There are naturally 
many factors—the weather being one. A committee 
select twenty of the most probable numbers—for in- 
stance, from 455 to 475. Then twenty pools are sold 
at the same price, say $50 each. These numbers are 
drawn—all a matter of chance. Then all numbers 
above 475 are the “high field” and all under 455 
are the “low field.” 

* * * 

At the evening auction each of the twenty num- 
bers is owned by a certain person. They are then 
put up at auction by a very amusing and witty auc- 
tioneer. If an owner is outbid on his number he 
loses it, but if it wins, he is paid his original in- 
vestment and also his profit up to the figure bid at 
the auction—BUT the high bidder wins the pool. 
For instance, on one run the winning number was 
464. This was first bought at £10—$50. It was 
auctioned at £16—$80. The owner lost it. The owner 
received his $50 back and a profit of $30, but the 
man who outbid him won £210 or $1,050! 


. = 


The opera stars seemed to like poker and games 
were going every day and all day. 1 saw Chaliapin 
draw to the 4, 5, 7, 8 of hearts. There was a lot of 
betting before the draw. He caught a heart, mak- 
ing a flush—but not the 6! He overplayed his hand 
and was downed by a full house. 
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Chaliapin is a very large, jolly fellow and at the 
concert on Thursday night generally ran things. 
He sang two Russian songs himself—a Tartar love 
song and the “Grenadiers,” which finishes with the 
thrilling ‘‘Marsellaise.”’ 


*% * % 


Then he introduced Bori. He first went to her 
seat, bowed, took and kissed her hand, led her to the 
platform with his arm around her and then, after 
making a very neat little speech, finished by kissing 
her on the forehead. Naturally this informality led 
to much laughter. 

Bori sang two lovely songs, first, the waiting song 
from “Madame Butterfly,” then the aria of Mimi 
from “La Bohéme.” Bori is Spanish—black hair and 
eyes, good looking, young and slim. Her voice was 
wonderfully trained and she sang without notes, 
with great reserve power. Bori quite won all hearts. 
She was all over the ship—dressed in sport clothes 
and gaily chatted with everybody. 


& * 


The concert collection for the Seamen’s Home 
netted $1,300. 


* * *% 


There is a daily paper published on board with 
all the news—stock market reports, etc. Naturally 
the front page was devoted to the English strike. 
We were all glad it was ended before we landed. 


At Cherbourg we were called at 4 a. m. and break- 
fasted at 4:30. “Oh, what a difference in the morn- 
ing!” It was raining a little and was cold, with a 
raw wind. Next, the “Pilate” boat, the custom- 
boat, the mail boat, more “getting stamped,” the 
ship’s train to Paris—six hours. But France was 
green and beautiful, with wild flowers everywhere. 


Complaints 


HAT is the proper thing to do when we have a 

complaint? That is a hard one to answer except 
in a general way, because the proper course to follow 
depends, to a great extent, upon the nature of the 
complaint and upon the particular customer who makes 
it. We should realize, however, that when a customer 
makes a complaint, he usually believes he has a good 
cause for it and often times he feels a little angry. 
It would seem then, that the proper way to handle 
a complaint would be to keep calm and never allow 
ourselves to become angry too, because two angry 
people are likely to argue and sometimes fight; and 
arguing with a customer never pays. It usually re- 
sults in a lost customer. 

Most of the larger stores have a complaint depart- 
ment with the most courteous and obliging people in 
atte1idance. They make the customer feel that they 
personally are very much hurt to think that anything 
from their store should be wrong and they make 
immediate adjustment of the trouble and the cus- 
tomer is satisfied. This is not true of all, of course, 


some of them have so much red tape to an adjust- 
ment that by the time anything is actually done the 
customer has about forgotten what, his trouble was 
in the beginning. 

These conditions do not exist in the smaller store. 
The customer brings his complaint to the man who 
sold him the goods or to some salesperson who has now 
had the training in the handling of complaints that 
those in complaint departments receive. There is no 
“passing the buck” here, there must be some adjust- 
ment made at once and the fellow who can keep calm, 
smile, be courteous, and appear really sorry that any 
trouble has arisen is truly an asset to any store. If 
there is a just cause for replacement, or of a refund, 
it should be done in such a manner as to make the 
customer think it is a pleasure. There are many more 
customers lost through improper handling of com- 
plaints than there are from practically any other 
cause. 

“A customer usually has a right to be wrong.” 

Walter D. Meany. 
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“Old Home Town” 


AKING the well known comic cartoon entitled 

“The Old Home Town” as a theme, Robert 

Gatliff, window trimmer for Knight & Wall Co., 
Tampa, Fla., made up an unusual double window dis- 
play last year on baseball goods. The display was 
put in during National Baseball Week, celebrated 
April 4 to 14, 1925. 

The pictures at the bottom of these pages tell the 
story pretty well. The various figures were made otf 
hardware from stock. The rearing horse is made 
of steel wool, the several characters are pipe fittings, 
the baby carriage is composed of pulley wheels and 
pipe fittings, and the pump is a regular marine pump. 

The deaf man, and his pal, Newt’s rearing horse, 
the old lady with the baby carriage and all other de- 
tails of the cartoon, “The Old Home Town,” are faith- 
fully and cleverly represented. The scene is laid out- 
side of Tampa’s ball park, with the necessary con- 
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Baseball Week Window Display 


cessionaire stands, sandwich man, board fence and 
entrance. You will note that Mr. Gatliff also man- 
aged very ably to display a full line of baseball goods. 

The photo on the top of the opposite page was taken 
during National Baseball Week in 1926, from April 3 
to 10. The trolley car is made of lawn mowers for 
wheels, running on barn door track. The car body 
is cut from beaver board and flag poles were used for 
trolley poles. The figures inside the car are cutouts 


pasted on beaver board. The windows are square 





holes cut out in the car body. Robert Gatliff is also 





responsible for this fine work, which depicts a crowded 
trolley car taking the fans to the Tampa Ball Park, 
the entrance to which is shown on the left of the 
display. Mr. Gatliff shows plenty of baseball goods 
in this display also, showing that it is practical to 
make up attractive displays and not overshadow the 


goods you are selling. 
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An Analysis That Helps to Boost Sales 


Fred E. Kunkel 


progressive hardware dealer to get out his blue 
pencil and go over his facts and figures of last 
year’s activities in both a personal and a business 
way. As he makes a hasty survey of the outstanding 
facts and figures of the preceding year, he analyzes 


J oo is the month and the signal for a certain 


them in both a critical and constructive light. By . 


reviewing his past accomplishments he figures that 
he can use those valued experiences to guide him 
for the future. His questionnaire-analysis covers 
seven essentials in management: 

(1) Bill Paying; 

(2) Merchandise Turnover; 

(3) Advertising Program; 

(4) Salesmanship Methods; 

(5) Window Displays and Interior Arrangement; 

(6) Service and Business-Building; 

(7) Self-Analysis, 
which furnish his groundwork on which to erect a 
pyramid of sales for the next six months which shall 
eclipse all previous efforts. And this budget plan 
of sales promotion generally gets what he goes 
after. 

As he proceeds with his analysis he jots down 
his plans and ideas, and by means of certain ques- 
tions which he asks himself on a typewritten chart 
questionnaire, he finds he can attack his business 
problems more aggressively and also achieve better 


results. 
Constructive Program 


Such a plan will also enable you to outline a more 
perfect constructive sales and management program 
for the future than you could otherwise hope to 
achieve. This article outlines his plan and tells 
you what you can do if you want a banner year. 
You can draw on your own experiences by taking 
a careful inventory of past achievements and erect- 
ing a solid sales foundation on those valued expe- 
riences to outline a constructive business-building 
program for the future which shall surpass all that 
has gone before. 

First, comes the question of how well you pay 
your bills and how promptly your customers pay up 
their accounts. If there is any room for improve- 
ment either way, by facing the problem squarely 
you can solve it effectively for the future. If you 
can discount bills more regularly or save money by 
paying cash, figure out what the annual savings 
would have been last year and use that basis for 
gaging your bill-paying for 1926. 

Analyze your customers’ accounts and see how 
many dragged along unnecessarily last year. Find 
out how much capital was tied up through your 
failure to collect bills promptly, how many thou- 
sands of dollars were outstanding on the books, 
and how much money you lost on the deal. Then 
profit by your inventory-taking to put into effect a 


failure-proof system for 1926, which will shorten 
up on the customer’s period of payment and enable 
you to build up a larger cash surplus by cashing 
in more quickly on overdue accounts, through more 
persistent follow-up and more persuasive collection 
methods. 

Secondly, consider the problem of turnover. How 
much dead stock did you carry last year? Find out 
how much interest you lost on your investment and 
how much money was represented in stock that 
didn’t move rapidly, or not at all. Inventory your 
lines of merchandise item by item and get at the 
actual facts. List your best sellers, your average 
and poor sellers. What items sold best last year 
and why? How can you move this old merchandise 
which hangs on so persistently? How can you rid 
yourself of odds and ends? How can you avoid 
duplicating your sad experiences along this line 
for 1926? Comb the shelves for deadwood and apply 
remedial measures immediately. Such an inventory 
taking on merchandise turnover should lead to some 


profitable results. 
Analyze Your Accounts 


Third, is your advertising problem. Did you do 
enough last year—too much? Can you do more 
this year, with adequate returns on your invest- 
ment? Should you cut down on your advertising, 
limit it to certain days, or push certain lines to the 
exclusion of others—best sellers—leaving the av- 
erage and poor sellers to be moved through proper 
display and better salesmanship? How can you co- 
ordinate your advertising with the various depart- 
ments or lines handled to fit into your advertising 
scheme to better advantage? What advertisements 
pulled the most returns for 1925? Why? Will the 
same methods pursued this year bring equally profit- 
able results? How can you improve on your ad- 
vertising? What shall be the policy for 1926, based 
on your experiences for 1925? 

Fourth, what about your sales methods? What 
particular system worked out most successfully last 
year? How much time do you devote to this prob- 
lem every week? If you have no method of taking 
an accurate inventory of your selling methods, 
wouldn’t it be a good plan to install a system which 
will enable you to keep tab on sales—a sort of a 
test-chart which keeps valuable sales information 
constantly at your finger tips? Do you know why 
a sale was made or wasn’t made? How can you 
profit by past experiences to double sales for 1926? 
If you haven’t attacked the sales problem aggres- 
sively in the past, now is a good time to commence. 

Incidentally, what have you done to make your 
sales-help more efficient—more loyal? What sys- 
tem can you inaugurate which will make your em- 





(Continued on page 81) 
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He always wants 
something we keep in the cellar or out in the 
storehouse,” I heard a young hardware sales- 

man complaining the other day, as he saw a farmer 


66 HERE comes old Robinson. 


coming in. I think the young salesman would have 
ducked and left someone else to wait on Farmer Rob- 
inson if he could have done so without getting caught 
at it. 

And as I thought of the complaint about having 
to travel a few steps in the process of waiting on a 
customer, I couldn’t help being reminded of that 
proverbial model of industry, the bee, and of the state- 
ment of an authority on apiculture, that the collec- 
tion of a pound of honey requires the bee to travel 
100,000 miles. And who ever heard of a bee com- 
plaining ? 

* *% *% 

Ty Cobb says, “A fault isn’t hard to cure, but a 
habit is another matter.” A bad habit is nothing 
but the continued repetition of the same fault. When 
you discover a fault in your methods or practices, 
cure it before it becomes a habit. 

*% % % 


An old manuscript set of store rules of a century 
ago, recently brought to light in Belfast, Maine, offers 
the following rule which is worth the observance of 
voung hardware salesmen today: “A clerk’s leisure 
hours out of the store should be mostly spent in read- 
ing. First and occasionally the lives of Washington, 
Franklin, Chesterfield, ‘Men and Manners,’ Histories 
of the United States, England, Greece and Rome, peri- 
odicals of the day to learn something of the world 
in which he lives. This will give a taste for more 
extensive reading.” 





Pine 


It may not be amiss to say that the reading habit, 
as a help in business development, has it all over the 
movie habit, the golf habit, the Charleston habit and 
the various other amusement habits that soon deprive 
a man of the ability to enjoy his work. 


*% * * 


The man behind the counter who finds himself 
knocking the boss or crabbing about something in the 
store needs to ask himself, “Am I working with the 
construction gang or with the wrecking crew?” 


* *% *% 


66 OST fighters are licked before they get into 

. the ring,” says Harry Wills. There is some- 
thing in that. And sometimes it is that way in busi- 
ness. If we go to the store in the morning without 
much pep, discouraged, without ambition or energy, 
we have made a failure of the day’s work before we 
have started it. What is the use of starting a fight 
with the expectation of being licked? 


% % *% 


No apologies are ever necessary for talking to a 
man about something in which he is interested. The 
customer buying something for the garden-making 
season, even if no more than a ten-cent packet of 
onion seed, is interested in gardening and if the sales- 
man has some intelligent comments or suggestions to 
offer, they will start a conversation that may easily 
give opportunity to show and explain new gardening 
tools. My neighbor was working his garden wth a 
wheeled cultivator. “Been investing in something 
new?” I asked. “Yes, that young fellow down at 
Burns’ hardware store sold me this. I hadn’t ever 
thought of using one before, but we got to talking 
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about garden making and how to make the work as 
easy as possible and I wouldn’t take twice what I paid 
for this if I couldn’t get another.” 


% * + 


A business magazine recently made some investiga- 
tions which resulted in the statement that the average 
individual visits the hardware store but twice a year 
as compared with 26 visits per year to the drug store. 
If the figure is even approximately correct, it is 
evident enough that there is need of some real sales- 
manship on the rare occasions when a customer does 
come in, in order to bring sales up to a fair per capita 
figure. As the old woman said in Eggleston’s “Hoosier 
Schoolmaster,” “Git a plenty while you’re gittin’.” 


* * % 


“Do you know why my Anniversary Week Sale was 
such a great success?” a hardware man asked me. I 
suggested advertising as the answer. 

“Advertising brought the folks here,” said he, “‘but 
there wouldn’t have been much of anything to it, with 
our free lunch and our demonstrations and prizes 
for the women and children, if it hadn’t been that 
every man on my sales force got right behind the 
event and boosted. They planned ahead not to have 
any extra work to do those days and they didn’t get 
mixed up in any social events to take their interest 


from the sale.” 
% * ¥ 


OU, young man, pitying yourself because you 

have to work for a living while your friends are 
off to college or on summer trips, cease feeling sorry 
for yourself and feel sorry for the fellows who have 
rich fathers and are not set to work. Cyrus W. Field, 
winner of world-wide honors for laying the successful 
Atlantic cable, said in his old age, in despair over a 
son’s life-wreck, “If I had only had firmness to compel 
my boys to earn a living—!’” Look around you and 
you will see boys of your own acquaintance due to 
make failures of their lives just because they haven’t 
the necessity for work. Congratulate yourself on your 
opportunity in a high class occupation. 


* * * 


One of the breaks I made when I was a youngster 
in the store was in letting it be apparent to a roughly 
dressed old farmer that I thought certain merchan- 
dise was higher priced than he might afford to buy. 
I drew™from him the somewhat caustic comment, 
“Young man, I could buy you for what you think 
you’re worth and sell you for what I think You’re 
worth and take the loss without missing it.” And 
he was right at that. 

¥ * * 

Back in your high school days you may have been 
on a debating team. If you were, you learned how 
to knock ’em cold with telling arguments. Perhaps 
you came into the hardware business with the idea 


that any discussion with a customer was an oppor-’ 


tunity to administer a knock-out with a clinching 
argument. Unfortunately you have had to learn that 
orders are not secured by knock-out arguments. You 
may be able by perfect logic to convince a man that 
he ought to buy a certain kitchen range. That is, he 
is convinced in theory because you have met his objec- 
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tions one by one with overwhelming arguments and 
proof. Perhaps you have heard that a man con- 
vinced against his will is of the same opinion still. 
And that may explain why the man walks out without 
buying. Knock-out arguments may prove conclusively 
that a man ought to buy that range, but the thing 
that makes him buy will be something different. It 
will be such talk as makes him want it, makes him 
feel friendly toward you and toward the store. Pur- 
chases are made more on inclination than on sense 
of duty. 


* * * 


You don’t expect to be taken sick or to be injured 
so you will have to lay off. And yet it is very likely 
that something of that sort will happen while you are 
working in your present position. Are you making 
yourself so valuable to the store that the boss will 
keep your job open for you until you can return? 
And are you trying to earn more money than you get 
so the store will make a little profit on your work and 
feel like taking care of you during some enforced 
absence? There’s a good deal of difference in the 
way different salesmen are favored in case of sick- 
ness or injury, and the difference is due more to the 
salesman’s characteristics than to the boss. 


+ + 


“IT have been watching the careers of young men 
by the thousand in this busy city of New York for 
over thirty years,” said a prominent clergyman, “and 
I find that the chief difference between the successful 
and the failures lies in the single element of staying 
power.” Whether you succeed in the hardware busi- 
ness because of your staying power or not, you can- 


not succeed without it. 
* * * 


HEN I heard a young hardware salesman re- 

ceiving advice from an acquaintance of no busi- 
ness experience and of little business principle, appar- 
ently absorbing everything he was told, I was reminded 
of the baker who tried taking the advice of friends 
who knew nothing about the baking business. It is 
an old story, but about due for a re-telling. 

The baker was unable to make any money on his 
doughnuts and he asked a friend’s advice about what 
to do. The friend told him the holes in the dough- 
nuts were too small. He explained; bigger holes, less 
dough, smaller cost for material, larger profits. 

The baker tried the smaller hole plan for a while 
and found his profits less instead of more. He com- 
plained to another friend. The other friend said 
the holes in his doughnuts were too large; it took 
too much dough to go around them. Make the holes 
smaller, use less dough, make more profit. 


* * * 


It was the Hon. Edward N. Hurley who said, “If 
I had my way, every man in an industry would be 
in his association. And the men, whether large or 
small that are not in, and who are not sharing the 
expense and taking part in the development of that 
industry, ought not to be in the industry.” An opinion 
from a high source, it ought to influence men to join 
their hardware association early in the game and to 
stick to it. 
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Pen Lettering for the Beginner 


By Joseph Bertram Jowitt 


card calls for more thought and practice on the 

part of the beginner than does the actual letter- 
ing itself. First, plan your work, then work your plan. 
First, the copy or reading matter. This of course 
should be brief, that those who run may read. Make 
it snappy with a direct selling punch! Next comes 
the lay-out. 

A show card, to bring the best results, should be 
spaced and laid out with care. Then the lettering can 
be accomplished with speed. Proceed to draw a light 
line through the exact center of card, next a boundary 
or marginal line around card at least two or three 
inches from outside edge on sides and three or four 
inches from top and bottom. Next draw the horizontal 


4 YHE preparation, design and lay-out of a show 


guide lines the height you wish the lettering to be. 
Next sketch in the lettering lightly with lead pencil; 
it is not necessary to completely draw each letter in 
outline—just a light single pencil line of each letter. 

When the card is finished it is not so much the de- 
tail that counts as the EFFECT the card produces. 
Even poor letters, if properly spaced and lined up, will 
look better than accurately formed letters incorrectly 
spaced. The show cards reproduced herewith are 
11 x 14 inches or %4 sheets. The cardboard is 8 ply. 
The lettering was done with numbers 1 and 4 Drawlet 
lettering pens. 

Following are ten rules for the beginner: 

1. Be sure you are in possession of modern show 


card lettering Drawlet pens and ink. 
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2. Be sure to keep the ink as thick as cream for 
the brush, and the consistency of milk for pen letter- 
ing. A few drops of water at a time will keep the ink 
in proper working order for the pen. 

3. Be sure to keep the pattern of letters and in- 
structions before you while practicing. 

4. Never attempt lettering of any kind (practice 
work included) without first drawing the top and bot- 
tom guide lines the height you wish the letters to be. 
Light pencil lines may easily be erased with a piece 
of art gum. (Art gum may be purchased in most sta- 
tionery stores in 5c. and 10c. sizes.) 

5. Be sure to keep the thumb, first and second 
fingers well down on the handle of pen to insure the 
proper necessary purchase and control. 

6. Do not try for speed in lettering until you have 
the proper formation of each letter firmly implanted 
in the mind’s eye. A beginner should pay more atten- 
tion to the general lay-out and plan of work than to 
how quickly he can execute the lettering. Speed will 
come naturally if the above rule is observed. 

7. It should be understood that it does not require 
any special gift, talent or artistic ability to learn 
to write show cards. Most show card writers are poor 
longhand writers, and but few can draw a straight line 
without the aid of a ruler or straight-edge. The whole 
thing is simply a matter of practice and the will to do. 

8. Before attempting to form perfect letters, a be- 
ginner should become familiar with all the elementary 
strokes used in the construction of each letter. For 
example, make six each, crescent strokes, upright 
strokes, right and left angle strokes, horizontal and 
oblique strokes. 

9. Practice on newspaper. It is economical and ab- 
sorbs the ink. Use the classified ad pages which are 
comparatively free from heavy face type or illustra- 
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tions. Remember to keep the ink thick for brush work, 
otherwise the brush will not retain its flat chisel 
shape. 

10. Don’t be afraid of criticism of your first at- 
tempts at lettering. Just hand your brush or pen to the 
would-be critic; if he understands lettering ask him to 
“show you.” 

Too much can not be said of the excellent re- 
sults derived from the exercises taught in penman- 
ship in our good old school days. Practically the same 
results will occur in freehand lettering if the beginner 
will persist in the rhythmical movement exercises of 
the arm and fingers. These are the movements neces- 
sary to control the brush. Once the brush is controlled 





the lettering pen will be easier to manipulate. 
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The second instalment of the Gothic alphabet shown 
herewith embraces nine of the plainer letters from this 
alphabet. Most of the strokes are upright with the 
exception of the two horizontal strokes in the center 
of “H’” and at the bottom of “L” and the oblique 
strokes in the center of “K,” “M” and “N,” in making 
each letter. The arrows point in the direction each 
stroke should go, and the numbers at the points of the 
arrows indicate their rotation. 

The beginner will find in his first attempts at copy- 
ing these simple looking letters that he will experience 
some difficulty in keeping the upright or perpendicular 
strokes from leaning a trifle to the left or to the right. 
This may be overcome by drawing a dozen or more 
upright strokes with the aid of a ruler, then tracing 
between them with the brush, trying all the time to 
keep close to the ruled pencil line as possible. 
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Question: How can I estimate the amount of 
paint required for a given surface? 
O. N., Paris, Ill. 
Answer: As a general proposition, one gallon of 
paint will cover approximately 350 sq. ft. of sur- 
face, providing it is in sufficiently good shape for 
finishing with two coats. 


Question: In finishing a wall, how is the blend- 
ing of two colors best accomplished ?—J. O., Yonkers, 
Pee Be 

Answer: Before the last coat of color is dry, 
apply the blending color in patches or daubs and 
then work the colors together with a cloth or 
crumpled newspaper. Very artistic effects can be 
secured in this manner. 





Question: Will you please explain the meaning 
of horsepower?—W. D. J., Milwaukee. 


Answer: Just how the motor is designed to trans- 
late voltage (pressure) into terms of horsepower 
would involve in the telling more technicalities than 
intended in these columns, just as a technical ex- 
planation of a motor operated by water power might 
get us in too deep. 

In order to measure power, or the mechanical rate 
in doing work, an arbitrary term is used. 

The unit adopted for measurement is 1 lb. raised 
1 ft. in 1 minute, but as with the watt this is too 
small a figure, so that the larger value, “horsepower” 
is used, just as we commonly talk in terms of kilo- 
watts, rather than watts. “Horsepower,” therefore, 
stands for the mechanical capacity required to raise 
550 Ib. 1 ft. in 1 second, or 33,000 ft.-lb. in 1 minute 
(550 x 60 seconds). 

One horsepower is equal to 746 watts for 1 hour. 
Thus to reduce kilowatts to horsepower, multiply by 
1000 and divide by 746, or for close approximation 
increase the number of kilowatts by one-third. 


Question: How many types of files are in general 
demand among householders?—B. S., Chicago. 


Answer: As applied to the hardware store there 
are three divisions of files, machinists, saw and 
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wood. Machinists files other than mill patterns 
are usually double cut; they don’t cut as smooth as 
a single or chisel cut file but they cut faster. Mill 
files can be included in both saw and machinists file 
groups (there are many variations of mill files). In 
the saw group they are used for filing large saws, 
the knives of mowing, reaping and similar machines. 
In the machinists group they are the smooth cutting 
finishing files. 

Wood cutting files of three patterns are all the 
average hardware store will have calls for, cabinet, 
flat and half round. 


Question: What point handsaw would you recom- 
mend for use on green or wet wood?—J. B., Minne- 
apolis, Minn. 

Answer: Coarse teeth saws, 6 and 7 point in 
hand cross saws and 5 and 51% point in hand rip 
saws will work smoother and faster in wet and 
green wood than will saws with finer or more teeth 
to the inch. 


Question: Can you give us a diagram for wiring 
an electric bulb demonstration board?—R. J. K., 
Omaha, Neb. 


Answer: A very excellent lamp demonstration 
board is used in the store of The Peck Co., St. John- 
bury, Vt., and was described some time ago in Elec- 
trical Goods. We cannot do better than reprint the 
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information given at that time. This particular 
board is in the form of an eight-point star and on 
each point is placed a socket for demonstrating a 


lamp—10, 25-50-60-75-100 and 150 watt. In the dia- 
gram the common, or ground connection, is omitted. 
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Juvenile Vehicle Display by Kenneth B. Levegood for Barker, Rose & Clinton Co., Elmira, N. Y. 


Wheel Goods and Toys an All- Year Around Line 
Savs H. A. Gaines, of Elmira, N. Y. Firm 


During Rush Holiday Season From October 1 to December 30 Barker, Rose 
& Clinton Co. Average $1,000 a Week in Toy Sales—Roller Skates Very 
Active in Spring and Always Included in Juvenile Vehicle Displays 


who manages the third floor for Barker, Rose 

& Clinton Co., Elmira, N. Y. Mr. Gaines has 
under his supervision .the toy department, sport- 
ing goods section and a small department devoted 
to dog remedies, dog collars and kindred dog items. 
The Barker, Rose & Clinton toy department enjoys 
about $1,000 worth of business every week from the 
first of October to the end of December. This rep- 
resents about 80 per cent of the toy business for 
the year. 

In order to get a big holiday volume on toys, Mr. 
Gaines feels it is essential that the toys be displayed 
all year round. Folks in Elmira associate toys and 
the Barker, Rose & Clinton store when they come 
to buy toys. 


‘ks must be carried all year, says H. Gaines, 


Special Shelves 


Birthdays occur every month throughout the year 
and birthdays for young children mean toy sales. 
This store features its all-year toy stock on special 
wall shelves and displays various juvenile wheel 
goods and full size bicycles on the floor in the same 
part of the building. The photo shows this plan 
very clearly. 

Roller skates are very active in Elmira. In the 
month of February alone this firm sold 193 pairs. 
Four prices are offered. Boys’ skates sell at $1.50 
and $2 per pair. Girls’ skates sell at $2.25 and $2.50 
per pair. Skates are featured regularly in wheel 
goods window displays. Children and their parents 
come to the third floor for skates and naturally see 


the full line of wheel goods and smaller toys. 

The wall shelves are easily made and offer a good 
display plan. Ordinary shelf brackets hold one- 
inch planking about ten inches wide. The toy de- 
partment is in a corner which provides two sections 
of wall space for display. 

During the Christmas holiday season this entire 
section and additional floor space is given over en- 
tirely to toys. Large signs in the window and on 
the ground: floor announce that “Toyland is Open” 
on the third floor. 

Wide Aisles 


In selling vehicles it is usually necessary to give 
some kind of a demonstration. The toy department 
has wide aisle space to permit the prospect to op- 
erate any vehicle on the third floor. Once a child 
is mounted on a vehicle it is pretty hard for the 
parent to escape the purchase of that particular 
vehicle, so Mr. Gaines tells us. 

Barker, Rose & Clinton experience little difficulty 
in getting people to come to the third floor for toys. 
An elevator conveniently located brings them up 
and down. A uniformed attendant is always on the 
job to operate the elevator. 

Mr. Gaines finds that every day his sales of toys 
are worth while. In addition to the actual profits 
on toys themselves the firm finds that a toy depart- 
ment will bring many people into the store. Every 
holiday season the toy department brings in many 
new customers who also become customers in other 
departments. 
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| Eight-Year-Old Ohio Boy Travels 25 Miles 
On Scooter—Establishing Distance Record 











DDIE DAVIS, an eight-year-old boy of Cadiz, Ohio, has es- 
tablished what is believed to be a new world’s mileage rec- 
ord, in that he traveled 25 miles on a scooter, that well- 

known type of juvenile vehicle all good hardware stores sell. Eddie 
“‘scooted”’ from his home town of Cadiz to Wheeling, W. Va 

To reach Wheeling he had to cross four counties and cover ter- 
ritory in two States. Eddie got homesick to see his mother who 
was visiting in Wheeling. Afraid that his older sister would not 
sanction the trip, young Eddie sneaked away on his scooter. 

When the young traveler reached the Ohio River he borrowed 
the toll, 2 cents, from a garage man. Five miles out of Wheeling 
a motorist gave him a lift. The trip took exactly five hours. 

Eddie used a No. 15 Bowman Scooter made by the Geo. H. Bow- 
man Co., Cleveland, Ohio. This company has obtained the scooter 
used on the trip and will use it for exhibit purposes. Eddie has a 
new scooter and new coaster wagon bearing his own name. These 
were presents from the Bowman Co. 











Eddie Davis 
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Elmira, N. Y. Note the wide variety of juvenile vehicles. The special wall 
H. Gaines, manager of this department, finds these shelves very valuable. 


View of the all year toy department of Barker, Rose & Clinton Co., 
display shelves are easily made. 
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American Iron, Steel and Heavy Hardware 
Association Discusses Mill Competition 


Many Vital Problems Brought Out at Annual Convention in Atlantic 
City May 24-26—Steel Warehouse Men Decide to Formulate Code of 
Practice to Remedy Mill Competition Situation 


consider to be legitimate warehouse business was held re- 


M «= competition for the smaller orders which steel jobbers 


sponsible, in part at least, for present unsatisfactory condi- 
tions in the distribution of steel products out of stock, when mem- 
bers of the American Iron, Steel and Heavy Hardware Association 
discussed the subject at their annual meeting on May 24, 25 and 26, 


at Atlantic City, N. J. 


The topic came up again and again in various reports and dis- 


cussions. 


It was emphasized in the following statement by Andrew 


Wheeler, president of Morris Wheeler & Co., Philadelphia, chairman 
of the association’s iron and steel committee: 


“Many of the heavier or more de- 
sirable warehouse orders have been 
taken by the mills—that is, for direct 
shipment to customers. 
that in frequent cases, customers who 
were formerly warehouse buyers have 
learned that they can obtain their re- 
quirements for moderate sized lots from 
the mills at the regular mill price. 
This has had a most unfortunate effect 
on steel warehousing, and it is hoped 
that something may be worked out with 
the manufacturers so that orders of 
one to five tons, or even less than car- 
load lots, should find their way through 
some warehouse instead of going direct 
to the mills at the regular carload 
price, which has been the case for 
some time past.” 


Demarcation 


It was also stated by Mr. Wheeler 
that his committee has held confer- 
ences with many of the steel companies 
with a view to working out a line of 
demarcation between proper mill busi- 
ness and proper warehouse business. 
One of the larger steel companies, he 
said, has made, as a result of confer- 
ences with the committee, an exhaustive 
study of the cost of handling small 
orders by the mill. Mr. Wheeler said 
that ideal conditions prevail in the pipe 
trade, where the mills confine their 
sales to large consumers and all other 
orders are filled from jobbers’ stocks. 
Mr. Wheeler admitted that jobbers 
have sometimes reached out for what 
are properly mill orders, but said that 
this is not done to the extent that mills 
reach out for small orders that he be- 
lieved should go to a warehouse. 

Other points stressed by the speaker 
as having made competition more diffi- 
cult for the steel warehouse are price 
cutting by “small, irresponsible com- 
petitors” and importations of steel at 
prices below costs of domestic steel. 
Increasing demand for bars and other 
products cut to special lengths instead 








‘of regular stock lengths was com- 


mented upon. 
So much s80, | 


A sub-committee on relations with 


the structural industry brought in a 


report recommending that the associa- 
tion adopt a code of practice, and after 
considerable discussion this committee 
was continued in office and authorized 
to draft such a code to be presented 
to the next convention. 

T. J. Foster, chairman of the board, 
National Bridge Works, Long Island 
City, N. Y., who is chairman of this 
committee, said in his report that the 
policy of some mills of supplying any- 
one from mill stocks at the regular 
or about the regular mill price “cannot 
logically be defended.” He said that 
unless the mill charges a sufficient price 
for all material delivered from mill 
warehouse “it is cheating its stock- 
holders as well as giving away some- 
thing to one customer to the detriment 
of its warehouse customers.” The best 
method, he said, would be for the mill 
to take no small orders, but to know 
that it received its proportionate share 
of the business of the warehouses. 





T. James Fernley 





“In addition to teaching consumers 
to carry their own stock, the mills have 
opened some warehouses of their own,”’ 
said Mr. Foster. “The independent 
warehouse must therefore sell at the 
same price as the mill warehouse. 
* * * * As both the warehouse and 
the mill have been undergoing chang- 
ing conditions, it is only natural that 
bad practices should have grown up, 
and it is impossible for one warehouse 
or one mill to put an end to bad prac- 
tices; it must be done in concert, and 
it must be apparent to anyone who has 
the slightest acquaintance with the 
business that a study of the conditions 
would reveal that both the warehouses 
and the mills are guilty of practices 
that are injurious to the industry. If 
this is true, then these practices should 
be studied and an attempt made to 
eliminate them. 

The method of doing business as 
might be outlined by a committee ap- 
pointed to make this study would be 
a code of practice, and if this was 
reasonable, it should be recognized by 
all of the mills and all of the ware- 
houses trying to do business in a way 
considered safe and wise by the ma- 
jority. . You have gone a long way 
toward rectifying abuses if you can 
segregate them and point to the com- 
panies permitting abuses. At present 
there is no standard by which any 
man’s method may be gaged.” 


Competition 


Some makers of cold finished steel 
bars and shafting are competing seri- 
ously with the warehouses for small- 
lot orders, according to a report sub- 
mitted by the chairman of the cold 
finished steel committee, A. J. Lock- 
wood, of Edgar T. Ward’s Sons Co., 
Newark, N. J. Mr. Lockwood said that 
more cold finished steel can be made 
with existing facilities than can be 
sold. The mills do not want small 
orders, he said, but are obliged to take 
them. He suggested that an effort 
be made to induce the mills to charge 
an extra for small quantities, such as 
$5 a ton up to 10,000 lb. and $2 a ton 
from 10,000 to 24,000 lb. 

Bolts, nuts and rivets are also par- 
ticularly subject to strong mill com- 
petition, said W. E. Hansen, Hansen & 
York Co., New York, chairman of the 
bolt and nut committee. One com- 
pany was singled out as having been 
particularly aggressive in this particu- 
lar, although it was said that others 
also are taking small orders at prices 
below those at which warehouses can 
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profitably sell. Mr. Hansen mentioned 
an export order for bolts, amounting to 
only $18, which his firm lost to a manu- 
facturer because of a lower net price. 

In a discussion of this subject it 
was pointed out that the twist drill] 
manufacturers against whom  com- 
plaints had at one time been registered, 
had “cleaned house” and that the 
method of quoting prices they have 
adopted, if followed by manufacturers 
in other lines, would afford a solution 
of much of the competiton from manu- 
facturers that the jobbers now contend 
with. The twist drill manufacturers, 
it was explained, have a schedule of 
discounts divided into four classifica- 
tions, A, B, C and D. _ Distributors 
come under the A classification, which 
gives the highest discounts, while 
large consumers get the B discounts, 
and the C and D schedules are for 
smaller consumers, rated according to 
the volume of their purchases. 

The association elected as its new 
president, G. K. Conant, Sligo Iron 
Store Co., St. Louis, who succeeds G. 
M. Congdon, Congdon & Carpenter, 
Providence, R. I. E. McK. Froment, of 
Froment & Co., New York, was elected 
first vice-president, and H. A. Sadler, 
Sioux City Iron Co., Sioux City, Iowa, 
became second vice-president. 

The executive committee, as elected, 
consists of C. C. Dodge, George F. 
Blake, Jr., & Co., Worcester, Mass.; 
A. J. Lockwood, Edgar T. Ward’s Sons 
Co., Newark, N. J.; F. J. McNeive, 
W. F. Potts Sons Co., Philadelphia; 
A. J. Bragg, Egleston Brothers & Co., 
New York; L. C. Davenport, Weed & 
Co., Buffalo; R. H. Sanderson, E. P. 
Sanderson Co., Boston. A few months 
ago the executive committee of the as- 
sociation selected Benjamin R. Sackett 
as secretary, with T. James Fernley 
and George A. Fernley, Philadelphia, 
as advisory counsel. 


New Name Adopted 


A committee appointed at the De- 
troit convention a year ago to select 
a new name for the association recom- 
mended the American Steel Warehouse 
Association, and after considerable dis- 
cussion this name was adopted by a 
large majority, but the action later 
was rescinded in order to give all of 
the members a chance to vote. The 
secretary was instructed to take a 
referendum by mail. 

President Congdon, in his opening 
address, discussed business conditions, 
but refrained from making any prophe- 
cies, saying that such prognostications 
are “pointless and merely guesses.” In 
this connection, he added: 

“I remember going to a luncheon in 
New York two or three years ago, 
‘where addresses were delivered by the 
tresident of one of our large steel com- 
panies and by one of the editors of The 
Tron Age. One of these gentlemen stated 
it as his firm conviction that steel would 
be selling at $4 to $5 a ton more than 
the then going price within three 
months, and that the industry was in 
for a period of very marked prosperity. 
The other gentleman took exception to 
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this prophecy and gave his reasons for 
differing. What happened? 

“The steel companies all announced 
raises in prices to take effect the fol- 
lowing quarter. Everyone jumped 
into the market and bought more steel 
than they could use; they couldn’t take 
up their contracts, the mills lost the 
short-lived backlog of orders that had 
been built up, and the market sagged 
off until within a comparatively short 
time we were way below the point at 
which the boom started. 

A very similar condition arose in the 
market a year ago last winter. We 
were all told that steel bars would cost 
us 2.10c. in the second quarter; many 
companies bought beyond their re- 
quirements, history repeated itself, and 
before many months had elapsed the 
market was weak at 1.90c. By the first 
of this year it had gradually worked 
itself back to 2c., where it remained 
during the whole first quarter. 

“Personally, I am glad the mills re- 
frained this year from making their 
annual ‘ballyhoo’ about higher prices. 
The country was in no mood to pay 
higher prices; the mills evidently sensed 





George A. Fernley 


that fact and decided to let well enough 
alone. Of course, the whole thing in 
a nutshell is that we have a material 
over-capacity of steel production, so 
that when the mills are producing any- 
where near 100 per cent they are mak- 
ing an amount of steel far in excess 
of the demand. It seems to me that 
this is being generally recognized now 
and the effect is salutary.” 

T. J. Foster, National Bridge Works, 
pointed out to the members the op- 
portunity open to them to act as dis- 
tributers for steel frames for resi- 
dence construction. 

“Is there a demand for better build- 
ings,” he asked, “and, if so, how does 
it interest the steel warehouse? The 
Iron Age realized that there was a 
demand, made an investigation of the 
subject, and recently printed five ar- 
ticles on the better building of resi- 
dences.” This type of construction, 
Mr. Foster pointed out, needs a ware- 
house in each community. “We are in 
the infancy of a new type of building 
using non-combustible materials,” he 
added, “and someone must furnish the 
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experts for designing and furnishing 
the materials of construction. You 
(owners of steel warehouses) should 
occupy this field. It is worth investi- 
gating.” 

“There isn’t an economist in the 
world who doubts the stupidity of the 
Sherman law,” said Felix H. Levy, for- 
mer counsel to the Department of Jus- 
tice, in an address on “Competition and 
Cooperation.” Mr. Levy advocated an 
amendment to the Sherman law permit- 
ting agreements between producers and 
consumers as to prices. He pointed to 
the insufficiency of profits in many lines 
of industry, and said that members of 
a group of distributers who pleaded 
guilty to an agreement us to prices in 
violation of the anti-trust laws could 
show profits of only two per cent on 
invested capital. 


Price Stability 


Major A. E. Foote of the Division of 
Simplified Practice, Department of 
Commerce, illustrated by a series of 
lantern slides the work which that 
bureau has done. J. J. Hill, Jr., Edgar 
T. Ward’s- Sons Co., Newark, N. J., 
told how his company cuts down the 
overhead in the accounting department. 
W. E. Bittenbender Co., Scranton, Pa., 
showed by means of figures how profits 
often decrease as volume increases. Il. 
L. Jennings, secretary and general 
manager Lamsen & Sessions Co., Cleve- 
land, bolt and nut manufacturer, re- 
ported improving conditions in that in- 
dustry. Price stability, he said, has 
been maintained for more than a year 
and the demand is increasing. Some 
of the railroads have been shown, Mr 
Jennings said, that they can buy bolts 
and nuts cheaper than they can make 
them, and three or four have already 
discontinued the making of their own 
bolts and nuts. G. A. O’Rielly, Irving 
Bank, Columbia Trust Co., New York, 
delivered a talk entitled “The Trend 
of the Times.” 

The report of the secretary, Benja- 
min R. Sackett, dealt in detail with the 
work of the association office. 





Overweight 


In a certain butter store where I 
trade I have noticed that a customer 
never receives the amount of butter 
asked for; invariably he receives more, 
but never less. Perhaps this practice 
is a good one in the grocery business 
and we must admit that it is difficult to 
weigh out an exact amount of butter, 
but I do not think that the people, as a 
whole, like it. I am sure that when I 
ask for a pound of butter at 50c. per 
pound that is what I expect to pay, and 
not 55c. or more. 

This sort of thing is not as preva- 
lent in the hardware business, of course, 
as it is much easier to weigh most hard- 
ware items exact. But to those who do 
add to their sales by giving the cus- 
tomers more than they asked for, | 
would advise them to stop the practice. 
Most people want a pound when they 
ask for a pound, and they are not satis- 
fied where they have to pay for more. 
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Fish are sometimes painted in water 
But many a sardine is done in 


ay color. 
oil. 








(to applicant): I 
am inclined to give you the position if 
book- 


you understand double-entry 
keeping. 
Applicant: I do, indeed! At my 
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last place I had to do a triple-double- 
entry—a set for the active partner, 
showing the real profits, a set for the 
sleeping partner, showing small profits, 
and a set for the Income Tax officials, 
showing no profits.—De Laval Monthly. 





“T want to know how much money 
my husband has in this bank,” de- 
manded the lady masterfully, as she 
strode up to the cage. 

“I’m sure I couldn’t tell you that, 
ma’am,” replied the official. 

“Is that so? Well, why do they call 
you a teller, then?” 





Skeptical Lady: Can you wear this 
coat out into the rain without hurt- 
ing it? 

Fur Salesman: Madam, have you 
ever seen a skunk carrying an um- 
brella?—WSelected. 





Brown: Do you think the dead can 
communicate with us? 

Black: I know they can’t. Once I 
borrowed a dollar from a Scotchman. 
A week later he died, and I haven’t 
heard a word since. 





He was buying spring lawn and 
garden equipment, and had asked to 
see nearly everything in the store. 

“Are you sure that is all the hose 
you have?” he questioned, finally voic- 
ing his extreme disappointment. 

“Yes, sir,” the clerk answered, “ex- 
cept the pair I have on.” 





Drunk—Can’t shee a wink! 

Drunker—Wha’sha matter? 

Drunk—Got my eyshes closed. 
—Rice Owl. 





She—What color do you prefer for 
brides? 
He—White is my first choice. 


—Nebraska Awgwan. 





Prof.—Your pneumatic contrivance 
has ceased to function. 

Motorist—Er—what? 

Prof.—I say, your tubular air con- 
tainer has lost is rotundity. 

Motorist—I don’t quite— 

Prof.—The cylindrical 
which supports your vehicle is 
longer inflated. 

Motorist—But— 

Prof.—The elastic fabric surround- 
ing the circular frame whose successive 
revolutions bear you onward in space 
has not retained its pristine roundness. 

Motorist—Would you kindly— 

Small Boy—Say, mister, you got a 
flat tire! —U. of Wash. Columns. 


apparatus 
no 





A salesman of diminutive stature 
was calling on a certain buyer he had 
visited repeatedly but without making 
an impression. He felt that his size 
was militating against the respect and 
attention his sales talk deserved. On 
this occasion, therefore, he took a big 
negro with him. When told that the 
buyer would see him he marched into 
the former’s office, seated the negro 
opposite that gentleman, and _ said, 
“Now, see here. You look at him but 
listen to me.” 











“Hey—watch that match!” 

“Aw, it’s only a Ford—” 

““Yeh—but don’t make light of it!” 
—Washington Dirge. 





A charming young girlie named Min, 
Was born without any skin. 

Said she, “Oh, dear me, 

What a sight I must be!” 
And curled up and died of chagrin. 





traffic situation has become so 
acute as to call for a set of rules which 


The 


it is hoped will greatly lessen the 
undertaker’s income tax: 

1—When crossing intersections, hold 
the arms above the head, palms out, 
fingers extended and joined, to show 
the motorist that you are helpless and 
unarmed. If he still pursues you, leap 
as far as possible to either side, but 
keep the arms upraised, as this makes 
it easier for the undertaker to remove 
the coat. 

2—Carry your pockets full of tacks, 
and if a motorist runs over you he will 
not repeat the offense. 


3—Walk across the street as if you 
did not see the car. This is less likely 
to antagonize the driver and your 
chances of living are increased 7% 
per cent. 

4—-When struck by a moving vehicle, 
quickly swallow a large shot of Scotch 
or gin. This stimulant will keep you 
alive until you can make a note of his 
license number. 

5—Reduce as much as_ possible. 
Motorists hate to run over thin people 
as they are likely to puncture their 
tires on the bones. Motorists are so 
careful of little things like that. 

6—Do not cross the street. 





“Ts your husband fond of home cook- 
ing?” 
“Oh, yes, we always dine at a restau- 
rant that makes a specialty of it.” 
—Passing Show (London). 


Teacher: “I have went. That’s wrong, 
isn’t it?” 

Pupil: “Yes, ma’am.” 

Teacher: “Why is it wrong?” 

Pupil: “Because you ain’t went yet.” 





“Hey there, feller! What yo’ all run- 
nin’ for?” 
“T’se gwine t’ stop a big fight.” 
“Who all’s fightin’?” 
“Jes me an’ another feller.” 
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John M. Townley Dies 


Vice President of Townley Metal 
and Hdw. Co., Kansas City, and 
President of National Hdw. 


Ass’n, Passes Away 





John M. Townley, vice-president of 
the Townley Metal and Hardware Co., 
Kansas City, Mo., and president of 
the National Hardware Association, 
died on June 2 at the Research Hos- 
pital in that city. 

Mr. Townley suffered an attack of 
appendicitis a week ago and _ under- 
went an operation at the hospital on 
May 28. Following the operation his 
condition gradually weakened. He was 
49 years of age. 

Born Oct. 7, 1876, in Terre Haute, 
Ind., Mr. Townley came to Kansas City 
when he was 8 years old. He was the 
son of James P. Townley, president of 
the metal and hardware company, who 
survives him. 

In Kansas City, Mr. 
tended the old Woodland 


Townley at- 
school. He 





John M. Townley 


later enrolled at Cheltenham Military | some time associated with the William 


Academy, Ogontz, Pa., and Princeton 


University, from which he was grad- | 


in 1897 with the degree of with the Fisher Brass Co., Delaware, 


uated 
bachelor of science. 

Following his’ graduation from 
Princeton, he entered the employment 
of his father’s company as an order 
clerk. He went through the various 
routine jobs of checker, shipping clerk 
and traveling salesman. 

In 1900, when the old Townley Metal 
Company added a hardware depart- 
ment and became the Townley Metal 
and Hardware Company, Mr. Townley 
became a director in the new company. 

In addition to his activities in the 
business world, Mr. Townley was in- 
terested in civic problems. He was 
formerly a director in the Chamber of 
Commerce, serving from 1909 to 1912 
and from 1918 to 1920. 

He had been a member of the ex- 
ecutive committee of the National 
Hardware Association several years 
previous to his election as vice-presi- 
dent of the organization in the fall of 
1922. 
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Robert Emison 


Robert Emison, Sales M¢gr., 
Kilborn & Bishop Co. 


Robert Emison has recently become 
associated with the firm of Kilborn & 
Bishop Co., manufacturer of hardware 
and tools, New Haven, Conn., in the 
capacity of sales manager. 

Mr. Emison is a well known figure 
in hardware circles, having been iden- 
tified in an executive capacity with 
several important hardware organiza- 
tions for many years. 


Mfgr.’s Agents Established 
at Auckland, New Zealand 





Bigwood and Bigwood, manufactur- | 
ers’ representatives, Suite 212 Smith’s | 


| Buildings, Auckland, New Zealand, has 
recently been established in that city 
by Messrs. R. and L. A. Bigwood. 


senting American manufacturers of 
hardware, electrical goods, plumbing | 
material, automotive accessories and 


The new firm is desirous of repre- 


household ware. 


R. Bigwood, the senior member of 


the new firm states that he was for 





P. Horn Co., manufacturers agents, 
237 Rialto Bldg., San Francisco and 


Ohio. 





Gabriel Snubber Co. Elects 
George H. Ralls President 


George H. Ralls, formerly sales man- 
ager and general manager of the Ga- 
briel Snubber Mfg. Company, Cleve- 
land, has been elected president. He 
succeeds Claude H. Foster, now chair- 
man of the board of directors. 





Dayton Fan and Motor Co. 
Now Day-Fan Electric Co. 


The Dayton Fan and Motor Co., 
Dayton, Ohio, announces a change in 
its firm name. It will hereafter be 
known as the Day-Fan Electric Co. 

The same lines will be manufactured 
as under the old name, including Day- 
Fan radios, fans and motors. 


ol 


R. P. Van Camp Dies 


President of Van Camp Hardware 
and Iron Co., Indianapolis, 
Passes Away, May 30, Fol- 
lowing a Heart Attack 


Raymond P. Van Camp, president of 
the Van Camp Hardware & Iron Co., 
Indianapolis, Ind., died of a sudden 
heart attack on May 30, at his home 
in that city, age 52 years. He had at- 
tended to his business duties the pre- 
vious day and retired in good health 
in the evening. Early on the morning 
of May 30 he was suddenly stricken 
with an acute heart attack and died 
within a few hours. 

Mr. Van Camp was born in Indian- 
apolis in 1874, the son of Cortland Van 
Camp, now dead, and founder of the 
Van Camp Hardware & Iron Co., one 
of the largest wholesale hardware es- 
tablishments in the United States. 

His early education was obtained in 
the Indianapolis. schools, following 














R. P. Van Camp 


which he was graduated from the Mich- 
igan Military Academy, Orchard Lake, 
Mich. Later he entered Philip Exeter 
Academy, New Hampshire, preparatory 
to taking a course at Harvard Univer- 
sity. 

The illness of his father changed his 
plans and Mr. Van Camp entered the 
hardware business, working through 
the various departments of the con- 
cern to familiarize himself with all the 
details of the business. He was called 
to head the company in 1925 following 
the death of his father, and after that 
time directed its affairs. 

He was identified prominently with 
the social and civic life of Indianapolis 
and he was an ardent promoter of out- 
door sports. He was a member of the 
Izaak Walton League of America, the 
| Dallas Country Club, Dallas, Tex.; the 
Miami Anglers’ Club and the Biscayne 
Bay Yacht Club, Miami, Fla.; the In- 
dianapolis Athletic Club, the Woodstock 
Club, Indianapolis Country Club, In- 
dianapolis Casting Club and the Indian- 








apolis Gun Club. 
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Hoover Anniversary Dinner at Washington 
Attended by More Than a Hundred Editors 


Event Recently Held at Metropolitan Club in the Capital City Voted 
Most Successful by Those Present—Secretary Hoover 
Leads Round Table Discussion 


contact between the National Conference of Business Paper 

Editors and Secretary of Commerce Herbert Hoover, an anni- 
versary dinner was held recently at the Metropolitan Club iin 
Washington, D. C., and attended by more than 100 editors and in- 
vited publishers. 

It was estimated by one of the speakers that the publications of 
the editors present had an aggregate circulation of about two mil- 
lion. 

The first part of the program which followed the dinner was a 
series of snappy three-minute talks by editors and publishers who 
have been identified closely with the Washington meetings of the 
Conference. The first three speakers told “How It Happened’— 
in other words, how this memorable contact with Secretary Hoover 
was first initiated. These addresses included remarks by E. J. 
Mehren, vice-president of the McGraw-Hill Co., who presided at 
the first Hoover Conference; Fred M. Feiker, vice-president of the 
Society for Electrical Development, who helped organize these con- 
ferences; and A. C. Pearson, of the United Publishers Corp., who 
was active in their inauguration and who spoke for the publishers. 


iz commemoration of the conclusion of five years of memorable 








Three similarly snappy talks were 
then made by editors who are past 
presidents of the National Conference. 
These addresses represented a sym- 
posium on “What We Get Out Of It”— 
and summarized excellently some of 
the many benefits which business pub- 
lications derive from these periodical 
meetings with Mr. Hoover. 

The next feature of the program 
was the presentation of a testimonial 
to Secretary Hoover by President Paul 
I. Aldrich on behalf of the Conference. 
This testimonial took the form of an 





illuminated book, expressing apprecia- 
tion of the Hoover contacts and bear- 
ing the signatures of the chief editors. | 

It was evident to all present that | 
this testimonial touched Mr. Hoover | 
as probably no other gift or expression | 


could have done. The editors had an 
impressive glimpse of Herbert Hoover, 
the man, to add to their memories of 
Herbert Hoover, the statesman. The 
secretary very gracefully turned the 
compliment by expressing his own ap- 
preciation of the contacts with the 
editors. He paid the highest tribute 
to the way in which the members have 
respected his confidence, stating that 
there has not been one violation in five 
years. He remarked that none of the 
results accomplished by his department 
would have been possible to the same 
degree without the cooperation and 
uniform support of the business paper 
editors. ' 

The conclusion of the program repre- 
sented the usual round-table discussion 
led by Secretary Hoover. 





Greenberg Now New England 
Mgr. for Hart-Parr Co. 


Shafer Greenberg has been appointed 
New England district manager for 
Hart-Parr Co., manufacturers of Hart- 
Parr electric clothes washers, Charles 
City, lowa. Mr. Greenberg’s headquar- 
ters are at 303 Chestnut Street, New 
Britain, Conn. He is an active member 
of The Nutmeggers. 





New Store Opened 
at Kankakee, IIl. 


On Thursday, May 6, Philip T. Lam- 
bert opened a new general hardware 
store at 152 South Schuyler Avenue, 
Kankakee, Ill. Open house was held 





from 3 o’clock until 9 o’clock. 


Assisting in the opening of the new 
modern store, the Schuyler Avenue 
Business Men’s Club gave a banquet at 
12 o’clock noon. 


—_—_- - —_ —— 


Magazine Repeating Razor 
Co., Elects Elms Vice-Pres. 


Francis H. Elms has been elected 
vice-president in charge of sales of the 
Magazine Repeating Razor Co., 285 
Madison Ave., New York City, manu- 
facturers of the Schick Repeating 
Razor. 

Mr. Elms has been with the company 
for about one year. He was formerly 
connected with Landers, Frary & Clark, 
New Britain, Conn., having been sales 
manager of that company’s Vacuum 
Bottle Division for twelve years. 
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A. H. Willey Resigns 


Sales Manager of Cutlery Divi- 

sion, Remington Arms Co., Sev- 
ers Connection with That 

Organization Effective June 1 


A. H. Willey has resigned as sales 
manager of the cutlery division of the 
Remington Arms Co., Inc., 25 Broad- 
way, New York City, effective June 1. 

Mr. Willey joined the Remington or- 
ganization in 1918, at the time the cut- 
lery division was formed. He has made 
extensive surveys of the cutlery situa- 
tion here and abroad. 
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A. H. Willey 


Before joining Remington, Mr. Wil- 
ley spent 18 years with the Boker Cut- 
lery Co. traveling New England and 


the Central West. He was also con- 
nected with the Valley Forge Cutlery 
Co., as a director, and with the Electric 
Cutlery Co., as a salesman, prior to 
his Boker connection. In all Mr. Wil- 
ley has spent 35 years in the cutlery 
industry. 

Mr. Willey has not made any plans 
for the future other than that he will 
take a well-earned vacation and rest. 


New York Office of Albert 
Wahle Company Closed 


The Albert Wahle Co., manufacturer 
of lighting fixtures, Metropolitan and 
Morgan Avenues, Brooklyn, N. Y., an- 
nounces the removal of its New York 
office from 224 Fifth Avenue to its new 
general office and factory building in 
Brooklyn. 

The change is made in an effort to 
render to Wahle distributors and 
dealers. 


Graybar Salesmen Dine 


A general conference dinner of Gray- 
bar Electric Co. sales was held at the 
Hotel Commodore recently, at which 
P. M. Rainey, telephone sales manager 
of the company, presided. The dinner 
was one of a series of meetings ar- 
ranged for the company specialists, 
who had assembled here from all sec- 
tions of the country for a four-day con- 
ference. 
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Changes Announced in 
Pittsburgh Steel Co. 


Richard R. Harris Becomes Gen- 
eral Manager of Sales of Organ- 
ization — George W. Jones 
Appointed Manager of Sales 


A reorganization of the sales depart- 
ment of the Pittsburgh Steel Co., 
Pittsburgh, Pa., has been announced 


by Homer D. Williams, president of | 


the company. 

Richard R. Harris, general manager 
of sales for the Pittsburgh Steel 
Products Co., becomes general man- 
ager of sales of the Pittsburgh 
Steel Co. and its subsidiary com- 
panies, the Pittsburgh Steel Prod- 
ucts Co. and the National Steel Fab- 
ric Co. Each of the component com- 


panies will have a manager of sales. | 


George W. Jones, who has been ad- 
vanced to the position of manager of 
sales, will have charge of sales of semi- 
finished steel, hoops, bands, strips and 
wire products. 
who has been manager of the Chicago 
office of the Pittsburgh Steel Products 
Co., has been appointed manager of 
sales of that company with headquar- 
ters in Pittsburgh and will supervise 
sales of seamless steel tubular goods, 
including boiler tubes, oil country 
tubular goods and tubes for mechani- 
cal purposes. Edward L. Benedict, 
manager of sales National Steel Fab- 
ric Co., remains in that position. 

Mr. Harris was born in Canada and 
received his formal education at Col- 
legiate Institute, Brantford, Ont., and 
the Canada Business College, Hamil- 
ton. His first connection with the 
steel industry was in 1896, when he 
entered the employ of the New Castle 
Tube Co., New Castle, Pa., manufac- 
turer of bicycle tubing. When that 
company was acquired by the Shelby 
Steel Tube Co., in 1898, he remained 
with the latter company as a salesman. 
In 1901 the Shelby Tube Co. was 
acquired by the National Tube Co. and 
Mr. Harris was one of the three sales- 
men of the Shelby company who were 
retained. In December, 1906, he 
severed that connection to become man- 
ager of sales of the Seamless Tube Co. 
of America, the name of which was 
changed to Pittsburgh Steel Products 
Co. in 1909. 

George W. Jones, new manager of 
sales of the Pittsburgh Steel Co., suc- 
ceeds John F. Hazen, who has resigned. 
He has been affiliated with the com- 
pany since the latter part of 1908. He 
represented the company in New York 


State for two years, selling fence to | 


the retail trade. Then for a period of 
three years he was stationed in Pitts- 
burgh as assistant manager of the 
fence department. 
five years he was assistant manager of 
the New York office of the company, 
serving for ten months as manager of 
a Washington office the company main- 














Charles F. Palmer, | 





During the next | 
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tained during the war period. He was 
Chicago district sales manager from 


June 1, 1919, until April 15, 1923, when | 


he was appointed assistant general 
manager of sales with headquarters in 


Pittsburgh. He was born in Wales, 
_but was reared in _ northeastern 
Pennsylvania, where his_ parents 


located when he was a boy. 





Tucker & Co. Represents 
Kilborn & Bishop Co. 


Kilborn & Bishop Co., tool manufac- 
turers, New Haven, Conn., has recently 
appointed the Tucker Co., Ine., 75 
Murray Street, New York City, its 
representatives in the sale of the com- 
pany’s “Green Line” tools, drop forged 


New York, Pennsylvania and New 
England. 

The company is represented in Balti- 
more and the South by H. P. Kiebel, 
and in Chicago and nearby territory 
by H. Tressing. 
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McLain-Simpers Appoints 
Bethea Southern Manager 


The McLain-Simpers 
market examinations, sales analysis and 
advertising, Stock Exchange Building, 
Philadelphia, Pa., announces the ap- 
pointment of R. H. Bethea as resident 
manager in the southern territory. 

Mr. Bethea’s headquarters will be in 
the Chamber of Commerce Building, 
Greenville, S. C. 





Syracuse Dealer Buys 
a New Warehouse 


The Drennan Hardware Co., Syra- 
cuse, N. Y. has purchased the ware- 
house at 1025 North State Street, that 
city, for a consideration reported to be 
$50,000. 

This warehouse has a frontage of 
over 200 ft. on the new Oswego Boule- 
vard, 200 on North State, and 165 ft. 
on Catawba Street. 
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Sixth Anniversary of 
Philadelphia Retailers 


Affair Held in Rittenhouse Hotel 


on May 20 Proves Smooth Run- 
ning and Delights Members 
and Their Ladies 


The ladies sure made the Ritten- 
house Hotel ring with glad laughter 
and song while the Philadelphia re- 
tailers celebrated their Sixth Anni- 
versary and Ladies’ Night on May 20. 
There was a half hour get-together in 
the lobby where mutual greetings 
served to promote an excellent family 
spirit. 

At the appointed time the par- 
ticipants were led by President Harry 
D. Kaiser and President Ernest Johan- 
nesen of the Baltimore association, to 
the banquet room. A dainty fan with 
place card was tastefully provided for 
each lady, while the men were greeted 
with small straw hats bearing their 
names. 

Secretary James M. Rose, who acted 
as toastmaster, tersely reviewed the 
history of the Philadelphia association 
and introduced Mr. Johannesen. who 
is considered one of the Philly family. 


_Mr. Johannesen conveyed the greetings 
of the 


Baltimore association and 
brought out the fact that the commu- 
nity of interests between retail mer- 
chants of both cities is so great that 
there really is no distance between 
them. He referred to many visitations 
at meetings between the two associa- 


wrenches, “Star” drills, chisels, etc., in | tions and of the resultant merchandis- 


ing benefits. Mr. Johannesen_ con- 
gratulated the Philly association on 
its rapid and substantial growth into 
a leading organization. 

Hon. John M. Dervin, an attorney, 
closely associated with national affairs, 
and whe devotes a large portion of 
his time to aiding disabled unfortu- 


nates, called attention to the fact that 
_we are our brothers’ keepers and that 
through organization of sound think- 


ing business men, we each day prove 
more strongly that safety for the en- 
tire country lies in our adherence to 
the practice of interdependence. He 
called for tolerance in all things and 
a considerate patience in our transac- 
tions with those who, because of being 
reared in an environment less progres- 
sive than ours may possess a warped 
psychology. Mr. Dervin cited many 
humorous incidents in driving home his 
points that were thoroughly enjoyed 
by all. 

W. Glenn Pearce, assistant secretary 
of the PASHA, presented a choice se- 
lection of moving pictures showing 
the ladies in action during the last 
outing of the Philly merchants. These 
were received with much merriment 
and were greeted with peals of laugh- 
ter as each participant was recognized 
in the games portrayed on the silver 
sheet. 





54 
H. W. Geller Honored | 


Head of Geller, Ward and Hasner 
Hardware Co., St. Louis, Re- 





elected President of St. 
Louis Bureau 
H. W. Geller, president of the Geller, 


Ward and Hasner Hardware Co., job- 
bers, St. Louis, Mo., has just been re- 


elected for a third term as president | “ 
_bian Co. is contemplating the moving 


of the St. Louis Convention and Pub- 
licity Bureau. 

This is, in itself, quite an honor, as 
the Bureau is an organization with 750 
members in St. Louis, comprising the 





H. W. Geller 


biggest and most influential men in the 
city, and is responsible for bringing 
many thousands of visitors and many 
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fine its activities to the control of real 
estate holdings, including industrial 
plants. The Columbian Vise & Mfg. 
Co. will continue the manufacture of 
vises and drop forge steel clamps for 
the automotive industry. Dan. C. 
Swander formerly with the Standard 


Parts Co., Cleveland, and later man- 
ager of the spring and bumper plant 


of the Eaton Axle & Spring Co., Cleve- 


land, has been elected president of the 


| 
| 


! 


new company. H. F. Seymour is vice- 


president, A. V. Cannon, secretary, and 
H. M. Hitch, treasurer. The Colum- 


_of its plant to new and larger quarters. 


| 





Bridgeport Brass Increases 


H. Allen Faust’s Territory 


H. Allen Faust, 915 City Center 
Building, Philadelphia, Pa., who has 


been covering the State of Pennsyl- 
vania, including the Philadelphia dis- | 
trict and a portion of southern New 


Jersey as salesman of brass pipe and 
tubular plumbing goods for the Bridge- 
port Brass Co., Bridgeport, Conn., has 
had his territory increased by the addi- 
tion of Maryland, West Virginia and 
the city of Washington, D. C. 





Window Display Association | 


Has Interesting Program 


What promises to be one of the most | 
interesting and contributive sessions of | 


the 1926 Philadelphia Convention of 


the Advertising Clubs of the World is 


that of the Window Display Association 
on the morning of June 22. 


millions of dollars to St. Louis each | 
vear. 

During the preceding year Mr. 
Geller’s work as president of the 


bureau has been so outstanding that 
it was a unanimous vote of the forty- 
five members of the board of directors 
that he should continue in office for 
the coming year. 





Manufacturers Ass’n Office At 
342 Madison Ave., N. Y. C. 


Charles F. Rockwell, recently elected 
secretary and treasurer of the Ameri- 
can Hardware Manufacturers’ Associ- 
ation, has established headquarters at 
342 Madison Avenue, New York City, 
which is the Canadian Pacific Building. 





| pany, formerly located at 2524 Farnum | 


Columbian Vise & Mfg. Co. 
Organized in Cleveland 


The Columbian 
Cleveland, has been organized by men 
who have been affiliated with the 
Columbian Hardware Co., to take over 


the manufacturing business that has | 


director of merchandising, 
Farm Unit, Chicago; and Samuel C. | 


Frank C. Kenyon, Jr., of Congoleum- 
Nairn, Inc., will act as chairman, and 


among the well known exponents of dis- | 


play who will deliver addresses are: 
Herbert W. Hess, Ph.D. of the Uni- 
versity of Pennsylvania; B. J. Parsons, 
Standard 
Dobbs, former president Coca Cola 
Company. 


-_ 


Timken Promotes Gilmore 


came manager of the St. Louis Branch | . ~~ 
_United States were necessarily limited, 


of the Timken Roller Bearing Service 
& Sales Co. Mr. Gilmore’s promotion 


follows several years’ sales experience 
with this company under the direction | 


at 2240 Douglas Street. 
vice stocks for authorized distributors | 


Vise & Mfg. Co., | 


been conducted by the latter company. | 


The Columbian Hardware Co. 


will | 


continue its organization, but will con- | 


of Frank J. Lemper, manager and dis- | 


trict supervisor of the Chicago branch 
The Omaha Branch office of the com- 


Street, now occupies larger quarters 
Complete ser- 


will be maintained as in the past. The 
management will continue under the 


direction of A. D. Hackim. 


The new home of the Los Angeles 
Branch of the Timken company will 
be at 1361 South Figueroa Street, 
moving to this location from 1241 
South Hope Street. 
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Theodore Robson Dies 


First Vice-President of Standard 
Varnish Works, Passes Away 
at His Home in London, 
England 


Theodore Robson, first vice-president 
of the Standard Varnish Works, 443 
Fourth Avenue, New York City, died 
recently at his home in London, Eng- 
land, at the age of seventy-four years. 

In 1870 Theodore Robson, his father, 
and brother founded the Standard 





Varnish Works, which under their 


| guidance grew rapidly as a local con- 
| cern. 


Periodical European trips re- 


' sulted in the building up of so large a 


a 





Theodore Robson 


volume of export business that it be- 
came necessary to have one of the 
'members of the firm establish an office 
in Europe. 

| Accordingly, Theodore Robson moved 
there, and from that time he was con- 


| tinuously active in extending and in- 


creasing the European business for the 
Standard Varnish Works. His vision, 
foresight, and indefatigable energy, 
coupled with a real sense of humor, 
resulted in the company enjoying a 


very large export business and in the 


establishment of offices in Gothenburg, 


_Sweden, and the erection of factories 
Effective May 22, H. E. Gilmore be- | 





in Berlin, Germany, and Milan, Italy. 
Although Mr. Robson’s visits to the 


hi& counsel was ever an important fac- 


tor in the transaction of the business. 





Correction of Error 


D. S. Brisbin, Columbus-McKinnon 
Chain Co., Columbus, Ohio, gave a 
very interesting talk at the recent At- 
lanta convention. In connection with 
the report of this talk a cut of Mr. 


_Brisbin was used. The caption under 





the cut incorrectly gave Mr. Brisbin’s 
business connection as that of the 
U. S. Chain & Forging Co. To pre- 
vent any misunderstanding we take 
this opportunity to make this explana- 
tion as Mr. Brisbin is connected with 
the Columbus-McKinnon Chain Co. 
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Carriage Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EX PLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On % inch bolts, 2 inches in length, let us assume you buy at a 60 per cent discount, and that you 
wish to sell at 33% off list. You would find the 2 inch column and run along until you were under the 3314 off list 
discount, which in this case would be 140—your selling price. Should you on the same number have a quantity 
order, you could quote 40 or 50 off list by the same nethod. In this case the quotations would be 126 and 105 


respectively. List prices are per 100. 


CARRIAGE BOLTS—(% inch diameter) — 




















































































































| a DISCOUNTS 
| Length List | os ere A 
| | 5 10 | 20 | 25 | 33% | 40 | 50 | 60 
| 1s 190 | | 181] 4171 | 152] 143] 127 | 14] 95| 76 
ee 210 TS 200 | 189° ~ 168 | ~ 158} 140 | 126| 105] 84 
2g | 230] 219 | 207° “st | 73 | 153 y | 138 415 | 92 
3 | 230 238] 225] 200/ 188| 167/ 150] 125| 100 
3's | 270 | 257 | 243 | 216 203 | ‘180 | 162 | 135 | 108° 
- 290 276 | 261 | 232] 218| 193] 174| 145] 116 
46 ~—«| «810° | 295 279 | 248 | 233| 207| 186] 155] 124 
as a “330 | 316 | 297 | 265 | 248| 220] 198| 165] 132 
<_< 350 | “333 | 315 | 280| 263| 233] 210! 175| 140 
6 | 370] 352 333 296 | 278 | 247 | 222! 185] 148 
 6~=—| «465 || «(442 | 419] 372 | 349] 310] 279] 233] 186. 
ue 485 iz 461 | 437 | 388 | 364| 324] 291] 243] 194 
“715 505 | 470] 455| 404 | 379 | 337] 303 | 253] 202 
8g "525 | 1 | 473 | 420° ~ 395 | 350 315 | 263} 210 
“stg | 343] 518] 491 | 436/ 409] 363| 327] 273] 218° 
9 ~~ | «3565 | 587 | 509] 452'| 424 377 | 339 | 283 | 226 
914 BRS 556 | 527 | 468 439 | 390 | 351 | 293 | 234 
10 605 | 575 | 545 | | 484| 4541 404] 363] 303] 242° 
ant: 4 | 613 | 581 | 516- “aa | 430 | 387 | 323] 258° 
| 12 | 685/ 651 | 617 | 548 | 514 | 457° q 411 | 343 274 | 
} 13° ~ | 725] 689 | 653 | 580 544.| 4841 435 | 363 | 290 | 
| 14 | 765] 727] 689 | 622 | 574 | 510} 459° 59) | 383 | 306 
| 15 805 | 765 | 725 | 644 | 604] 537 | 483 | 403 | 322 | 
| 16 45 | 803 | 761 | 677 | 634 | a 565 | 507 | 423 | 338 | 
a7))—~|s885 | 841 797 | 708 | "664 | | 590 | 531 | 443 | 354 | 
I is | 9251 879| 833 | 740| 694 | 617 |: 555 | 463 | 370 | 
| 19 =| 965! 917 | 869 | 772 | 724 | 644 | 579 | 483 | 386 | 


: : “ w= | |] 
20) LO05 955 905 SOD 754 670 603 | 503 ; 402 


CARRIAGE BOLTS—(7/16 inch diameter) 



























































| | DISCOUNTS 

Length List | sian oF ie? abi RN eee tile codec 
| d | 10 |; 20 25 3314 40 50 |, 60 

114 250 | 238 | 225; 200) 188| 167 150| 125, 100 
9 | 975 | 26 » | 48 | 220 ‘ 07 184 165 138 q 10 
il an “300 "285 ~ 270 | 240 | 225 200 180 150 120 
3 ~~ | 325] 309] 203] 260| 244) 217) 195! 163 | 130 
3% =| 350 333 | 315 | 283 | 263) 233) 210/ 175 | 140 
~a | 375 | 356 | 338 | 300} 282 | 250) 295| 188 | 150 
4'5 100 380 360 | ge (267 ; 240° “200° | “16 
- 5 sity | “425 | 404 383. ¥ 340 | | 319° ’ 285 255 | 213 170 
5% | 450! 428| 405 | 360° 338 300, 270 | 225. 180 
bia 6 ng 475 | 451 | 427 | 380 | 356 3 17 . 285 | 238 | “190 
64% «| «(575 | 547] 518 | 460 | 432 | 384° ED 288 230 
- 4 | “600 ~ 570 | 340 | 480 | “450° 400 | 360 : 300° 240 
"7% | e25| S04 | 563| 500/469 417 375 | 313) 250 
sg | 650| 617| 585| 520] 488| 433 | 390| 325, 260 
’ 34 ‘; 675_ 642° 608 | 540 | “507 | 4: 50 | 405 338 | 270 
9 700 | 665 | 1 420) 350° 280 
"954 | 725) 680 | 653 | 580| S44) 481| 495) 303) 200 
10 ba 750 713 | 675| 6 600 | 563 300 : 450 375 300 
— 1 es | "800 ~ 760 | 720 | 640° | 600 | 534 | 480 100 | 320 
12 ~| 850 | gos | 765 iz 680 | 638 | 567 ] 510! 425) 340 
13 - | “900° | 855 | $10 | 7: 20 | 675 600 | 5 10 450 360 
i | 950 | 903° | 855 | 760) 713) 633 | 570 | 475 | 380 
| 15 | 1000 | 950 | 900 | 800) 750 667; 600 500 400. 
| 16, : | 1050 | 999 | 945 | 840 788 700 | 630 525 420° 
| 17 | 1100 | 1045 | 990 iz | SAO 825 734 660 | 550 $40 
| 18° | 1150 | 1093 | 1035 9: 20 $63 767 690 575 160 
| 19 | 1: 200 1140 | 1080 966 900 SOO) | 720 600 ts) 
20 { 1250 | 4187 | 1125 | 1000 938 833 750 625 500 











This is the eighth installment of a complete 


Copyrighted 1926 by Hardware Age 


series of bolt prices, to be published weekly. 








Why Sherman Said It 


ENERAL SHERMAN is reported to have said 

that he knew a great deal more about war, 

military strategy and military history than General 
Grant knew. 

“But,” he added, “I’ll tell you where he beats the 
whole world. He doesn’t care a damn what the enemy 
does out of his sight, but it scares me to beat hell.” 

There’s something in that. 

General Grant spent none of his time worrying 


about what his competitors were doing. He con- 
centrated all his activities and energy on what he 
wanted to do himself, and—well, he won the war. 

The answer to the whole situation can be summed 
up in the reply Lincoln once made to some prig who 
complained that General Grant was a confirmed 
whisky drinker. ‘Find out,” said Lincoln, “the brand 
he drinks, and I’ll send a barrel of it to each of my 
other generals.” 
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Experience and Judgment on Common 
Problems Universally Exxchanged 
in American Business 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


WO English engineers who recently toured the United States 

have issued an interesting booklet called “The Secret of High 

Wages,” in which they say one of the reasons for the high 
standard of wages, living conditions and general prosperity in this 
country is that American business almost universally exchange ex- 
periences and judgments upon common problems to a degree mark- 
edly in advance of that in their own country. 


This exchange of information and | 


experience is the outstanding ac- 
complishment of the development of 
trade associations, according to Nathan 
B. Williams, Associate Counsel, Na- 
tional Association of Manufacturers. 
In bringing out this point in an ad- 
dress before the thirty-ninth annual 
convention of the Heating and Piping 
Contractors National Association at 
Washington on June 2, Mr. Williams 
said that this exchange of information 
bids fair, carefully handled and wisely 
conducted, to greatly improve the ma- 
terial success of the units of American 
business. It also is a means, he said, 
to “develop understanding, promote 
morale and efficiency in every human 
unit connected with industry, and, let 
us hope, so improve public relations 
that the time will come when dema- 
gogic attacks upon taxpaying Ameri- 
can business will be so rare from semi- 
statesmen as to quickly consign such 
individuals to merited retirement.” 

Mr. Williams said that years of ex- 
perience and much study has convinced 
him that there are four essential types 
of associations of primary importance 
to every business institution engaged 
in production or manufacture. There 
are likewise, he said, other associations 
and organizations primarily made up 
of those engaged in wholesaling, re- 
tailing, transportation, finance and 
insurance, as well as sundry organ- 
izations interested in civic and com- 
munity problems. 

It was declared that the primary 
group of associations have many points 
of contact but no conflicts. The classi- 
fications and definitions by Mr. Wil- 
liams were interesting and illuminat- 
ing. 

They were given as follows: 

1. Local associations of employers. 

2. The trade associations of parti- 
cular industries. 

8. State associations 
turers. 

4. A national association of manu- 
facturers. 

Local association of employers, 


of manufac- 


in 


brief, were described as always having 
purely local problems. 


A trade associ- 





ation of a particular industry was said 
to be of equal importance in that such 
an association is concerned with the 
common problems of the particular in- 
dustry represented, while State associ- 
ations, briefly, were declared to have 
before them State problems of pro- 
ducers. 

The wide range of problems of Na- 
tional associations of manufacturers 
was described in this picturesque lan- 
guage: 

“Such an organization is devoted 
to problems of national scope and 





extent, affecting alike industrial de- 
velopment and industrial production, 
whether it be of shoes, ships, or seal- 
ing wax and embracing manufacturers 
of every kind and class known to the 
alphabet of production from abacus, a 
modern calculating machine,’ to 
zythum, an ancient brew.” : 

Such associations, it was asserted, 
have an enduring and permament place 
in the industrial structure. Their com- 
bined activities, Mr. Williams said, fill 
a fundamental need and redound to the 
stability and permanence of social and 
political institutions of the country. 

“Trade associations are tools of in- 
dustry—we might say edge tools—they 
are certainly useful tools,” declared 
Mr. Williams. “And they must be kept 
in condition in order to perform their 
proper and useful functions. They are, 
like all tools, subject to misuse. We 
do not, however, forbid housewives 
from using carving knives in their 
kitchens because some time some long 
suffering woman, maddened by the 
derelictions of her husband, suddenly 
determined to use her carving knife 
upon him instead of upon the family 
roast.” 

Mr. Williams praised the plan of 


oe 





“certified heating” employed by mem- | 


_bers of the association as a trade mark 
indicating good service and quality 
goods. 

Manufacturers, jobbers and_ users 
of wrought iron and steel pipe, valves 
and fittings expect a saving of several 
million dollars annually will result 
from the adoption of a simplified list 
of these products determined upon at 














a recent conference with the Division 
of Simplified Practice, Department of 
Commerce. The recommendations ap- 
proved dispose of 762 specified sizes of 
valves and fittings and 18 sizes of 
pipe. Production, according to the 
standards agreed upon, will become 
effective Sept. 1 of the present year 
but the effective date for spot stock 
will be Jan. 1, 1927. George D. Mc- 
Ilvaine, Pittsburgh, of the National 
Pipe and Supplies Association, told the 
conference that he was amazed at 
present losses to jobbers in the indus- 
try, especially on valves and fittings, 
due to the slow turnover of sizes elimi- 
nated. Edwin P. Covey, Youngs- 
town Sheet & Tube Co., declared that 
a survey covering 1923, 1924, and 1925, 
showed that of the tonnage produced 
by his company less than one-third of 
1 per cent was in the sizes dispensed 
with. 





Ten thousand chain store systems, 
with a total of approximately 100,000 
retail outlets, represent the growth of 
this method of selling in the United 
States. This is the estimate given by 
Paul H. Nystrom, in a revised study 
of chain stores published by the 
Domestic Distribution Department of 
the Chamber of Commerce of the 
United States. Seventy-five chain 
grocery stores organizations operate 
about 50,000 stores. The total volume 
of all chain organizations, it is esti- 
mated, must be considerably in excess 
of $3,000,000,000. The statement is 
made that it does not seem to be an 
exaggeration to estimate that about 9 
per cent of all goods sold to consumers 
in this country pass through chain 
stores. 





Greater tariff protection for the 
Australian enameled and aluminum 
ware industry is being asked, accord- 
ing to a report received by the De- 
partment of Commerce from Assistant 
Trade Commissioner J. B. Foster, Mel- 
bourne. One South Australian firm 
which manufactures these articles states 
that these two lines, for which exten- 
sive plans had been laid down, have not 
made the headway expected because of 
inability to meet overseas competition. 
It is stated that if extra protection 
were granted, rapid development would 
take place in the Australian industry. 
American hammers, planes, rules, 
levels and saws are reported to have 
enjoyed good sales during the spring 
in Victoria. 
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Resale Price List on Inch Mesh Poultry Wire 


Compiled for HarpwarE AGE by M. M. Godschalk 


In Full Rolls of 150 Linear Feet. 


List Price as Per Latest Standard List. 
This Chart Also Gives Amount of Square Feet Per Roll 

















































































































| 
| DISCOUNTS 
Inch Sq. Ft. Gauge of ce | 
Mesh Roll | Wir 7 cd | | 
a ania | = | 3314 40 40/5 | 40/10 | 50 | 50/5 | 50/10 wo 
12” 150 19 630 | 420 378 258 341 315 | 300 | 284 | 252 
| 20 495 | 330 297 282 268 248 236 224 198 
am , henrnniion 
18” 225 | 19 906 | 604 544 517 490 453 143 408 362 
| 20 712 | 475 427 406 385 356 338 321 285 
24” 300 | 16 2558 | 1706 | 1535 | 1458 | 1382 | 1279 | 1215 | 1152 | 1023 
| 18 1403 | 936 842 800 758 702 667 632 561 
| 1 1155 770 683 658 624 578 549 521 462 
| 20 GO 606 545 518 491 454 432 409 363 
30” 375 | 16 3052 2035 1831 1739 1648 1526 1450 1374 | 1221 
18 1674 1116 1004 954 904 837 795 754 670 
19 1379 920 826 785 744 690 656 621 550 
| 20 1083 722 650 618 585 542 « 515 488 433 
36” 450 16 3488 2326 2093 1989 1884 1744 1657 1570 1395 
18 1913 1276 1148 1091 1034 957 909 862 765 
19 1575 1050 945 898 851 788 749 710 630 
20 1238 826 743 706 669 619 589 558 | 495 
| i 
42” 525 | 16 4069 2713 2441 2319 2197 2035 1934 1832 | 1628 
18 2232 1488 1339 1272 1206 1116 1061 1005 | 893 
19 1838 1226 1103 1048 993 919 864 828 735 
| 20 1444 963 866 823 780 722 686 650 578 
_ - ee — 
48” 600 | 16 4650 3100 2790 2650 2511 2325 2209 2093 1860 
18 2550 1700 1530 1454 1377 1275 1212 1148 1020 
19 2100 1400 1260 1197 1134 1050 997 945 840 
20 1650 1100 990 941 891 825 784 743 | = 660 
60" 750 16 5813 3876 3488 3314 3140 2907 2762 2617 | 2325, 
18 3188 2126 1913 1819 1722 1594 1515 1435 | 1275 
| 19 2625 1750 1575 1497 1418 1313 1248 1192 | 1050 
| 20 2063 1376 1238 1172 1115 1032 981 929 | 825 
72° 900 | 16 6975 4650 4185 3976 3769 3488 3314 | 3140 | 790 
| 18 3825 2550 2295 2130 2066 1913 1818 1722 | 1530 
19 3150 2100 1890 1796 1701 1575 1497 1418 | 1260 
| 20 2475 | 1650 | 1485 | 1411 1337 1338 | 1176 | 1115 | 990 
| | 
Copyrighted 1926 by Hardware Age 


To use this list, first ascertain your cost. 
Example: For instance, poultry wire is bought at 5 0/10 off list and you wish a margin of about 50% 


Then decide the percentage of profit you wish to add. 


above 


cost, use column 33 1/3; or if you want to add only 1/3 above cost, use column 40%, ete. 











Coming Hardware Conventions 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 Mar- 
ket Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 





Raleigh, N. C., June 8, 9, 10, 1926. A. 
R. Craig, secretary, 717 Commercial 
Bank Building, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
Biloxi, Miss., June 21, 22, 23, 1926. Guy 
Nason, secretary, Chamber of Com- 
merce, Columbus. 

NATIONAL RETAIL HARDWARE ASSO- 


_ 





CIATION, CONGRESS, Claypool Hotel, In- 
dianapolis, Ind., June 21, 22, 23, 24, 
1926. Herbert P. Sheets, secretary, 
130 E. Washington St., Indianapolis. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 
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General Market News | 





Seasonable Hardware Is Active— 
Jobbers Reported Very Busy— 
Collections Only Fair 


important wholesale hardware market centers. 


y important x hardware merchandise is selling actively in all the. 
There are more requests for rapid deliveries than 


are very busy. 


has been experienced in eight or nine years. 
that retail stocks on the average are very light. 
Individual orders do not appear very large 


ing a satisfactory demand. 


Jobbers generally 


This is said to indicate 
Staple lines are hav- 


but aggregate business being done is considered encouraging. 
Retailers find business very good on warm days but say that con- 
sumer demand is not very heavy and that this buying follows the | 


weather very closely. 


Dealers are not as busy as jobbers nor are they | 


as optimistic according to reports received. 


Collections are again causing trouble. 
collections were easier. 


ports indicated that 


For several weeks credit re- 
In the past ten days, 


however, collections are said to have been slow. 





1926 Business Compares Fa- 
vorably with 1925, Says 
Surpless 


In the vast majority of industrial and 
commercial lines, present activity com- 
pares favorably with that of a year 
ago, says Oliver B. Surpless, of Sur- 
pless, Dunn & Co., manufacturers’ 
agents, New York, N. Y., in a recent 
statement regarding business condi- 
tions. 

“In analyzing the business’ and 
general industrial situation,” says Mr. 
Surpless, “it seems clearly established 
that liquidation has run its course; it 
is true that during the very recent pe- 
riod purchasing has been of a dimin- 


ished volume, but I am sure that this | = 
More Activity Reported 


has reflected nothing more serious than 
seasonal conditions. However, it has 
brought about a greatly decreased 
quantity of goods on the shelves of re- 
tailers in all lines of textiles, hard- 


ware, etc., and yet we find that bank | changes in the steel situation in Pitts- 


burgh and nearby territory. 


clearances report a continued increase 
indicating that the consumer is using 
a tremendous quantity of goods. 

“In the vast majority of lines indus- 
trial and commercially the present rate 
of activity compares very favorably 
with that of a year ago; such compar- 
ison indicates that business in general 
registers above the 1925 level. 

“Another favorable indication is the 
report of April net operating income of 
Class 1 railroads, which continue to 
show a steady betterment over the 
same month of a year ago, and this in 
the face of high maintenance charges. 

“During the last few days the steel 


industry evidenced a slight advance in | 
of its activity in that consumers are 


prices on certain products, and in the 
other industries there is an indication 
that a firmer price level is being estab- 
lished; we will also add the day is past 








when the wise manufacturer will load 
up with large surplus stocks. This in 
itself should help to strengthen the 
price base. 

“It is clearly evident that no general 
depression exists in the business world, 
and present conditions actually warrant 
the belief that none is in prospect. The 
situation in matters financial indicates 
that we should be fully reassured, and 
with a continuance of easy money and 
crops of normal volume and the fact 
that the foreign situation is headed 
even though slowly toward a more sub- 
stantial financial structure, especially 
with the French fiscal reform a step 
nearer, it is positively no time for pes- 
simism or forebodings as to:the fu- 
ture.” 


in Pittsburgh Steel Market 


The last week of May, in a general 


way, has not been productive of marked 


General 


_business probably has increased slightly, 


but there has been no change worthy of 
note in the rate of plant operations. 


| Pipe, particularly for oil and gas well 


ket. 


use and for pipe lines, still stands out 
as the most active product in the mar- 
Railroad buying of rolling stock 


is lacking, but there is enough demand 
for rails and track accessories to give 


a fair amount of satisfaction. 


Reports 


about demands from the automotive in- 
_dustry vary, but on the whole suggest 


a continued desire 


on the part of 
builders and parts makers to avoid 
large inventories. 


The tin plate market has lost some 


well supplied and lately have not been 
specifying freely enough to make nec- 


essary quite as heavy a production as 

















the mills recently were getting out. 
The American Sheet & Tin Plate Co. 
has made no announcement about tin 
plate prices for the third quarter and 
last half of the year and seems to have 
abandoned, temporarily, at least, the 
policy of formal price announcements 
unless a change is to be made in the 
price. 


Distribution Important Prob- 


lem, Says Alvin E. Dodd 


“Business has so increased its pro- 
ductive capacity that it is becoming 
more and more apparent that its great- 
est problem is to find the most effec- 
tive way of disposing of the goods,” 
Alvin E. Dodd, manager of the Domes- 
tic Distribution Department of the 
Chamber of Commerce of the United 
States, said recently. 

“Unfortunately, our knowledge of 
distribution does not measure up to our 
knowledge of manufacturing. While 
many facts concerning it are known, 
the outstanding and accusing fact is 
the great mass and importance of the 
unknown. 

“One man estimates that the total 
annual retail sales of consumer goods 
amount to twenty-five billion dollars, 
while another man exactly two blocks 
away sets the figure at forty billion 
dollars, and each of them regards his 
own amount as very close to the ac- 
tual. The difference, fifteen billion dol- 
lars, is fairly representative of the ex- 
tent of the twilight zone in which in- 
dustry is groping its way. 

“Distribution is in a transition stage 
today. We are too near it to obtain a 
correct perspective of it and a clear 
vision. We recognize the wholesale and 
the retail functions with measurable 
distinctness, but even they are inclosed 
in spheres more or less misty, which 
prevent an accurate measure of their 
dimensions or of the internal changes 
which are taking place. 

“Methods of distribution of im- 
mense importance and wholly different 
from other methods are appearing al- 
most like mushrooms but with the 
sturdy nature of the oak. Wholesalers 
are becoming manufacturers; retailers 
are combining successfully to perform 
the wholesale function for themselves, 
and wholesalers are establishing their 
own ‘chains’ or retail stores. Depart- 
ment stores are forming into ‘chains,’ 
and undoubtedly other changes are in 
progress which will excite our amaze- 
ment when they are recognized. 

“Much of this is due to the need for 
wider and greater distribution brought 
about by the increased productive fa- 
cilities born of the demand for mili- 
tary supplies during the war. It has 
been estimated that these additional 
facilities amounted to about one-third 
of those existing in 1914. They af- 
fected nearly every industry in the 
United States and represented a cap- 
ital investment probably greater even 
than the one-third increase in physical 
ability to manufacture.” 
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N. Y. Jobbers Very Active— 
Retail Sales Not Heavy 
—Local Collections Are Fair 


ARDWARE jobbers in the New York territory are very busy han- 
dling rush orders; special requests and shipping regular orders 


of seasonable and staple merchandise. 


Individual orders are not 


large, but the aggregate business being done is considered satisfactory. 

Local wholesalers say they have never had so many requests for rush 

deliveries, indicating that the average retail stock is fairly light. 
Retailers in this section find business fair, but say that varying 


weather is largely responsible. 


Consumer buying is following the 


weather closely. On warm days business picks up, but on the colder 
days there is an easing off on retail sales. 


Collections locally are only fair. 


For a time they were showing very 


definite improvement, but in the past ten days many complaints are be- 


ing reported by local distributors. 





N. Y. Wine Press Prices 
Quoted by Jobbers 


New York hardware jobbers have an- 
nounced prices on wine presses and 
crushers. There has been very little 
demand for these items, but it is be- 
lieved that there will be a good volume 
of business done in July. 


JOBBERS’ ay agin As gee TO RE- 
TAILERS, F.O.B. NEW YORK: 

Boss line of wine presses, ag 1, 
wg No. 2, $7.50; No. 2%, $10; No. 

. $12. 75, and No. 4, $16.25, all prices 
aa each. 


Same with hinged tub, No. 1, $7.80; 
No. 2, $8.60; No. 2%, $11.15; No. 3, 
$14, and No. 4, $17. 30, all prices” are 


ch. 
5 Handy Crusher, $6 each. 


Metal Screens Are Active 
in N. Y. Territory 


Local hardware jobbers report an ac- 
tive sale of metal adjustable screens. 
Prices given below are representative 
of local wholesale quotations. Stocks 
are apparently satisfactory. 


JOBBERS’ ay ph hee TO RE.- 
TAILERS, F.O.B EW YORK: 

Metal frame Stamae screens, with 
galv., 14 mesh wire cloth; adjustable 
widths 20 to 37 inches; 16 in. high, 
$8 per dozen; with frame 20 in. high, 
$10 per dozen; 24 in. high, $12 per 
dozen; 28 in. high, $14 per dozen. 

Same, a widths, 24 to 45 in.. 
20 in. high, $12 per dozen; 24 in. high, 
$14 per dozen, and 28 in. high, $16 
per dozen. 

Same, with bronze wire cloth, 16 
mesh, adjustable widths, 20 to 37 in., 
16 in. high, $12 per dozen; 20 in. 
high, $14 per dozen; 24 in. high, $16 
per dozen; 28 in. high, $18 per dozen. 

Same, adjustable widths, 24 to 45 
in., 20 in. high, $16 per dozen; 24 in. 
high, $18 per dozen, and 28 in. high, 
$20 per dozen. 


Jobbers Report G Good Sales 
on Ice Cream Freezers 


On the warmer days ice cream freez- 
ers sell actively, report New York hard- 
ware jobbers. Prices are firm in this 
section. Stocks appear adequate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 





Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each: 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 


$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each: 15 qt., $17 each, and 20 at., 














$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 


$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2 at., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 aqt., each. 


These are list prices and are sub- 
ject to a dealer’s discount of 50 per 


cent. 

Auto-Vacuum Freezers. — 
$3.33 net; No. 2, net; No. 3 10.5 33 
net, and No. 4, 36. 67 net. These net 


prices to dealers show a discount of 
334% per cent off list. 

Acme Freezers. — Bright, galv., 
tapered, 2 aqt., per dozen; same 
size, enameled- galv., $10 per dozen; 
4 at. size, enameled- galv., $18 per 
dozen, and 1 qt. size, Junior enam- 
eled, $4. 80 per dozen. These are net 
prices to dealers. 


Arctic Freezers. *s ww $4; 2 at., 
$4.60; 3 qt., $5.55; $6 80; 6 qt., 
$8.00; 8 qt., $11 1.10: * 19 ma $14. 80; 12 

$16.65; 15 qt., '$23.30.. These are 


ist prices. Jobbers quote dealers’ dis- 
count of 50 per cent off this list. 





National Lead Announces 
Protection Against Decline 


Effective May 20 the National Lead 
Co. makes the following announcement: 

Until further notice we will protect 
jobbers and dealers, against loss for 
stocks on hand, by reason of any reduc- 
tion in our prices of White Lead, Red 
Lead, dry and in oil and Litharge, in 
100 lb. kegs or smaller packages for 
a of four months from date of | 
sale. 

Dry products in packages larger 
than 100 pounds net not included. 

Claims for adjustment must be made 
within fifteen days after the reduction 
has been announced by us. 


Nail Situation Unchanged— 
Prices Vary Ten Cents 


There has been a real effort to main- 
tain the keg price on wire nails to 
$3.45, but some distributors continue to 
sell at $3.35. The demand is steady. 
Stocks are satisfactory. 

Wire brads are selling actively in 
packages. These are quoted at 70 and 
5 to 70 and 10 per cent off list. 
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Wire Cloth Sales Good—_ 
Prices Show Range: 


A range of price on wire cloth is 
still evident in the New York hard- 
ware market. The demand for this 
line is very good at the present time. 
Stocks are not heavy but as yet no 
shortage is expected. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 


Wire, cloth, copper, 14 mesh, $5.00 
to $5. 25; 16 mesh, $5.50 to $5.75. ‘ 
1 


Bronze, - mesh, $5.50 to $5.75; 
mesh, $6.00 t $6.25. 
Galvanized, °12 mesh, $2.30; 14 mesh, 
$2.40 to $2.50; 16 mesh, $3.05 to $3.15. 
These prices are per 100 sq. ft. on 


sizes 22 in. to 48 in. For smaller 
sizes add 15c. per 100 sq. ft. 


Active Demand Continues 
for Sash Cord in N. Y. 


The active demand for sash cord 
continues in the New York hardware 
market. On the lower grade cord 
prices vary somewhat but on the higher 
priced lines prices have been fairly 
firm. Stocks may be considered satis- 
factory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 





Samson Spot, No. 8 to 
No. 12, 65%c. to 66c. per Ib.; Phoenix, 


same numbers, 36c. per lb.; Sachem, 
same numbers, 3lc. per Ib., and 
Aetna, No. 8, 26%4c. to 27c. per Ib. 

No. 7 is 1c. per lb. higher, and No. 
6 is 3c. per Ib. higher. 


N. Y. Demand Consistent 
for Screws, Bolts, Nuts 


There has been a consistent but not 
heavy wholesale demand for such staple 
items as bolts, nuts and screws. Prices 
quoted herewith are representative of 
local offerings. Stocks are apparently 
adequate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Bolts and Nuts 
Machige bolts, % by 4 and smaller, 


40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list, larger and 


longer, 40 off list. 
Stove bolts, 80 and 10 off list. 
Lag screws, 50 and 7% off list. 


Screws 
Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 


Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round: and Oval Head, 
72% per cent. 

These discounts apply to 
list of June 24, 1922. 

EXTRAS—20-10-15 per cent. 


revised 


N. Y. Wholesale Prices 
on Crab Nets and Traps 


New York hardware jobbers have an- 
nounced prices on crab nets and crab 
traps. Traps are quoted at $7.20 per 
dozen and nets at $4.25 per dozen. 
There has not been much demand for 
either of these items. Business to date 
has been light. The season for these 
two items comes early in July as a 
rule, with sales very active along the 
Jersey and Long Island shores. , 
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HARDWARE AGE 





June 10, 1926 


Seasonal Weather Stimulates Chicago Business 
Staple Items Active—Prices Unchanged 


(Chicago office of HARDWARE AGE) 


| tionally good. 


The bass season will 


LTERNATING days of soaking rains and warm sunshine dur- | open soon. The demand is large for the 
ing the past couple of weeks have had a very stimulating | higher grades of all kinds. 
effect on business in the agricultural sections in this terri- 


tory. 


everywhere dealer buying is of the hand-to-mouth variety. 
eral tone of optimism is developing and the outlook is considered | 


City business, however, is still somewhat backward and 
A gen-. 


much brighter than a few weeks ago. 
Crop prospects are now looked upon as very good, aithough plant- 


ing is everywhere from two to four weeks late, but with reason- | 


ably good growing weather this handicap can be overcome. 

The slowing down of building has much to do with the slack city 
business, and the indications are that high labor costs will mean a 
curtailment of much of the construction work that was contem- 


plated earlier in the year. 


Steel mills in the Chicago district are 


now operating at about 88 per cent capacity, a very slight decrease 


for the week. 


The demand for steel is, however, somewhat ahead 


of what is usual for this season of the year. 
Collections are somewhat better than a month ago, especially in 


the rural territory. 
AUTOMOBILE ACCESSORIES.—Sales 


are seasonably good, showing a steady 
improvement as the vacation period ap- 
proaches. 


We quote 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each: Champion X, 45c. 





trom jobbers’ stocks, 


-9.. 
oot. 


each; Champion Blue Box line, 
each: A. C. Titan, 58ec. each; lots of 
100, 5S6e. A. C. Special Ford, 44c. 
each. 

Spot Light. — Anderson, No. 5280, 
$6.50. 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps tose, 1%-in., eylinder, 

ede. 

Chains.—Non-skid, dozen pair lots, 


33% per cent discount. 
Tires and Tubes.—30 x 3%, 
cord tires, 5 regular 


oversize 


$12.55 each: cord, 


$8.60 each: gray inner tubes, 30 x 
3%, $1.80 each; red inner tubes, 30 x 
3%, $2.25 each. 


BOLTS AND NUTS.—tThere is a good 
steady demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, cut 
thread, 50-5 per cent discount: small 


machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount: lag screws, 


60 per cent discount. 
BUILDERS’ HARDWARE.—tThe de- 
mand is below earlier expectations, as 
labor conditions cause 
postponement of building. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 


per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keved, front door 
sets, $3.25 per set: cylinder front 


door sets, $7.50 per set. 
CHAINS.—Sales are reported as very 
good and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: -in. proof coil 
chains, $8.50 per 100-lb.: Henso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, 


2.75 per doz. 


considerable 


COPPER RIVETS AND 

Prices remain unchanged and sales are 

fair. 
We stocks, 


quote from jobbers’ 
and 


f.o.b. Chicago: Copper rivets 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 


. PIPE.—Prices remain unchanged. Or- 


ders are in good volume. 
We quote from jobbers’ stocks, 
f.o.l.. Chicago: 28-gage single bead 
lap joint gutter, 5-in., $4.50 per 100 


ft.; corrugated conductor pine, 3-in., 
$4.80 per 100 ft.: plain ridge roll, 
lt,-in., $4 per 100 ft.; corrugated con- 
ductor elbows, 3-in., $1.51 doz. 


ELECTRICAL AND RADIO MER- | 


CHANDISE.—The demand for elec- 
trical goods is very good. Sales on 


radio B batteries is holding up espe- | 
| firm. Sales are in satisfactory volume. 


cially well. ' 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. 
ber-covered wire, $7.50 
in 1000-ft. lots, $7.25; 
cords, $14.25 ner 1000 ft.; in 1000-ft. 
lots, $13.65; %4-in. brush brass key 
sockets, 154ec. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, = 12ce. 
each: dry cells, boxes of 50, 32c. each; 
less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries 


No. 14 rub- 
per 1000 ft.; 
No. 18 lamp 


No. 766, $1.40 each: No. 767, $2.62 
each: No. 770, $3.33 each: No. 772 
2.62 each; No. 486, $3.85 each. 
Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 
Loud Speakers.—Western Electric. 


No. 522W, list. Discount, 30 


per cent. 


$2.50 


FIELD FENCE.—Sales are holding up 
very well, although it is rather late in | 
the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 


rods; 2158-6-141%4, $48.98 per 100 rods. 


FILES.—Prices are unchanged and the 


demand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 


per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—Sales are excep- 





BURRS.— 





| quiet, except 
| grades. 


GALVANIZED WARE.—Sales are ex- 


ceptionally good and prices are un- 


| changed. 


from jobbers’ stocks, 
Standard galvanized 
after-made tubs, No. 1, $6.35; No. 2, 
$7.00: No. 3, $8.25; 10-qt. galvanized 
after-made pails, $2.20; 12-qt., $2.45; 
l4-qt., $2.75: 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz.; 
l-bu. galvanized baskets, $6.25 doz. 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Orders are showing an im- 
provement, as the summer season ad- 


vances. 


We quote 


f.o.b. Chicago: 


\We quote from jobbers’ stocks, 
f.o.b. Chieago: Garden hose, good 
quality, molded hose, ‘%-in., 124¢. 
per ft.; %-in., 14%ec, per ft.; 5-ply, 
good quality, wrapped, 4e-in., 9%c. 
per ft.; %-in., l%c. per ft. Lawn 
sprinklers, Rail King, 28 doz.; orig- 


inal fountain sprinklers, $8 doz.; 


Rainbow, 38-in. high, $24 doz. 
GLASS AND PUTTY.—tThere is a 
fairly good volume of business. Prices 
are firm. 


jobbers’ stocks, 

Single strength A, 
bracket, 85 per cent discount; 
» strength A, 34 to 40-in. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 per 
cent discount: double strength A, all 


quote from 
(thicago: 


sizes, S82 per cent discount: double 
strength B, up to 4 in., S87 per cent 
discount; balance, 85 per cent. Putty, 
pure grades, $3.75 per 100 lb. com- 
mercial, $3.40 per 100° Ih, 


HATCHETS.—The demand is’ more 
on the popular priced 
No change in price is noted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12 50 doz.: first qual- 
itv hatchets, No. 2 broad, $16.40 doz.: 
medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLED HAMMERS.—Prices are 


jobbers’ stocks, 
quality, 16-0z. 
doz.; Maydole, 
doz.; 16-0z. machinist ham- 
first quality, $9.20 doz.: Com- 
grade, 16-oz. nail hammers, 


We from 
f.o.b. 
nail 
$12.60 
mers, 
petitive 
$6 to $8. 

HANDLES, AGRICULTURAL.—There 

is a good steady demand. Prices are 

unchanged. 


We quote from 
f.o.b. Chicago: 

Hay Fork Handles. Straight- 
checked and bored, best grade, 4%- 
ft.; $4.50 doz.; 5-ft., $5.50 doz.; XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
41%4-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%%-ft., $7.50 doz.: 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 


quote 
Chicago: Firs* 
hammers, $12 


jobbers’ stocks, 





ft., $5.75 doz.; XX, bent 4%-ft., $4.50 
doz.; 5-ft., $5.50 doz.; X, bent, 4%- 


ft., $3 doz.: 5-ft., $3.40 doz. 


Manure Fork Handles.—Bent,. best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.;: 4%- 


ft, $4.40 doz.; bent, 4-ft., $2.60 doz.; 
4%-ft., $2.95 doz. 


Garden Hoe Handies.—XX, 4%- 
ft., $3.45 doz.; 4%-ft., $2.40 doz. 

Garden Rake WHandies.—XxX, 5%- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 
Shovel Handies.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 


$3.90 doz.; D handle, best grade, $7.95 
doz.; X grade, $6 doz. 
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Spade WHandies.—D handles best 


grade, $7.75 doz.; grade, $6 doz. 
HANDLES, TOOL.—Orders are being 
placed in a satisfactory volume. Prices 
are firm. 


We quote from 
f.o.b. Chicago: 

Axe Handiles.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 


jobbers’ stocks, 


Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 


hickory, $1.80 doz. 
HINGES.—tThere is a seasonably satis- 


factory demand. Prices are unchanged. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Heavy strap hinges, 

in bundles, 4-in., $1.03; 5-in., $1.42; 

6-in., $1.60; -in., $2.70; 10-in., $4.30 

per doz. pairs; extra heavy T hinges, 

in bundles, 4-in., $1.56; 5-in., $1.66 

6-in., $2.08: 8-in., $3.56; 10-in., $5 10 

per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
still rather backward, due to the un- 
seasonable weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qat., 
$4.85 list; 2-qt., $5.65 list; 3-qt., $6.75 
list; 4-qt., $8.25 list; 6-qt., $10.45 list; 
8-qt., $13.50 list; 10-qt., $18 list; 12- 
qt., $21.55 list; 15-qt., $25.60 list; 20- 
qt., $33.20 list; $42.60 list; 
Arctic, 1-qt., $4 list; 2 $4.60 list: 
3-qt., $5.55 4-qt., $6. '80 list; 6- 
qt., $8.60 list; g- qt., $11.10 list. All 
the above less 50 per cent discount. 
Alaska, 1-qt., $2. 95 list; 2-qt., 

3-qt., 4-qt., $3 

$6. 30 list; $8.20 list; 
$10.75 list; 12-qt , $14 list; 15-qt., 
$17 list; 20-qt., $21.50 list. A discount 
of 20 and 10 per cent on all above 





prices. 


LAWN MOWERS.—The demand 
picked up remarkably with the recent | 
heavy rains in this territory. 


We quote 
f.o.b. Chicago: 

Lawn Mowers.—1l16-in. ball bearing, 
5-kKnife, 11l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 101%4- -in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9Y-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-kKnife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-kKnife, S-in. wheels, $5.85 


from jobbers’ stocks, 


has | 


} 











each, 
NAILS.—The demand 
prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: Common wire 
$3.15 per keg base. 

PAINTS AND OILS.—Both turpentine 
and alcohol show a drop of 5 cents. 
Other items remain unchanged. 

We quote 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 89e. 
per gal.; 5 barrel lots, S6c. per gal. 


is normal and 


stocks, 
nails, 


from jobbers’ stocks, 














Linseed Oil.—Boiled, barrel lots, 
Y2c. per gal.; 5 barrel lot, 89c. per 
gal. 
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 haetemencemaaes —Barrel lots, $1.00 per 
” tenes Alcohol.—Barrel lots, 
40c. per gal.; steel drums extra $6, 
returnable. 

White Lead.—100-lb. kegs, $15.25; 
500-Ib. lots less 10 per cent; 50-Ib. 
kegs, $7.90; 25-lb. Kegs, $4; 12-Ib. 
kegs, $2.10. 

Shellac.—(4%-lb. cuts) white, $2.60 
per gal.; orange, $2.30 per gal. 


English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 
b. 


PYREX WARE.—tThere is a slight in- 
crease in the demand, due to the June 
weddings and anniversaries. 


Tlec. per 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles. — Round, 
No. 622, $12 doz. ; No. 628, $14 doz.; 
Oval, No. 63 $12 doz.; No. 6338, $14 
doz. Shallow "beat No. 642, $12 doz.: 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.: No. 
209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
ROLLER SKATES.—Prices are firm 
and the demand is fairly yood. 
We 


jobbers’ stocks, 
Union roller skates 
per pair; for girls, 
Chicago roller skates 
per pair; for girls, 


quote from 
f.o.b. Chicago: 
for boys, $1.40 
$1.50 per pair. 
for boys, $1.30 
$1.40 per pair. 
ROOFING PAPER. Sales are 
usually good and prices are firm. 
We 
f.o.b. 
faced 
square; 


un- 





from jobbers’ stocks, 
Best grade slate sur- 
prepared roofing, $2.30 per 
best grade tale surfaced, 
$2.65 per saquare; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red _ rosin 
sheathing, $57 per ton. ; 


ROPE.—Sales are very good at the 
present low prices. 


quote 
Chicago: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No, 1 Manila Standard 
brands, 25'%c. per lb.: No. 2 Manila, 
244%ec. per lb.; No. 1 Sisal, 17%c. per 
lb.; No. 2 Sisal, 1614c. per Ib. 





‘SOLDER AND BABBITT 





| 
| 
| 
| 
| 
| 


SASH CORD.—Jobbers are urging the | 


buying for future needs at the present 
prices, said to be the lowest in the last 
ten years. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 per 


doz. hanks. 
SASH PULLEYS.—Prices are firm and 
the demand is active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.: bar- 
rels, 54c. doz.; No. 105, 52e. doz.; 
barrels, 48c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS. — Sales, though late in 
starting, have swung into an active 
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stride, and the season is expected to 
show normal totals. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: tr on Doors: No. 
_— 2-8 x 6-8 35 doz.: No. 296, 2 
x $24. 55 Pome No. 311, 2-8 x 6-8, 
$29, 30 doz. Window Screens, No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—The demand is very good. 
Prices are unchanged. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 
screws, 7742-20-10 per cent new list; 


75-20-10 per cent 


round head blued, 
75-20-10 per 


new list; flat head brass, 
cent new list; round head brass, 
2144-20-10 per cent new list. Jap- 
anne, 70-20-10 per cent new list. 
METAL.— 
*rices show no further change and sales 


are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $41 per 100 lb.; medium 45- 
55 solder, $40 per 100 Ilb.; tinners’ 
40-60 solder, $39 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $13 


per 100 Ib. 
STEEL SHEETS.—Sales 
good and prices are firm. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 
WIRE PRODUCTS.—tThere is a nor- 
mally active demand and prices are un- 
changed. 
We 


are fairly 


jobbers’ stocks, 
black annealed 


quote from 

f.o.b. Chicago: No. 8 
wire, $3.06 per 100 lb.: No. 9 gal- 
vanized plain wire, $38.00 per Ib. 
Catch weight spool galvanized cattle 


or hog wire, $3.85 per 100 Ib.; _ rod 
spool galvanized hog wire, $3.: per 
spool. Polished fence staples, “$250 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq: ft.; 12-mesh galva- 
nized wire cloth, $2 per 100 sq. ft.: 
14-mesh bronze wire cloth, $5.75 per 
100 sq. ft. 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.15 per 100 sq. ft.; 14-mesh, $2.55 
per 100 sq. ft.; bronze, 14-mesh, $6 
per 100 sq. ft.; lo-mesh, $6.60 per 100 
sq. ft. 


Galvanized Poultry Netting.—57'2-5 
per cent discount; galvanized after- 


made poultry netting, 524-5 per cent 
discount. 
WRENCHES.—Prices are firm. The 
demand is normal. 

We quote from jobbers’ stocks, 
f.o.b. ae: Agricultural wrenches, 
60-10 per cent discount: Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford® Master Service 
Set, $14. 85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver Set, 
$3.40; No. 900 Square Socket Set, 
$3.70. All Snap-On Wrenches less 
40 per cent. 








HERE have been songs written about the different 
kinds of smiles, the different kinds of tears, and 
the different kinds of kisses, and from experience I 
would say that there were many kinds of each. 
never heard of a song about Thank You, but I believe 
there should be one and that all men behind the 


counter should learn to sing it well. 


There are many kinds of “thank ygou’s” 
There is the rea! 
there is the half- 


is the mechanical 


over the counter of retail stores. 
honest-to-goodness “Thank You,” 
and-half “Thank You,” there 


Thank You 


I have 


“Thank You” and the “Thank You” 
has no meaning at 

It would certainly 
what kind of “thank you” that every 1 
magazine used and to be able to classify them. 
sure that there are far too many of us fellows be- 


that you know 


all. 
be interesting to know just 
sader of this 
I feel 


hind the counter who have acquired the habit of 


handed 


the mechanical or automatic “thank you.” 
two words have to be spoken many times during 

day and it is a very easy matter to allow ourselves 
to forget the value of them when completing a sale. 


Those 
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¢ Still Active in New England— 


Prices Unchanged—Collections Fair 


is not expanding. 


ITTLE change is noted in hardware conditions. 


(Boston office of HARDWARE AGE) 


Retail buying 


It now develops that most of the shelf 


hardware jobbing houses did better last month than break 


even with May, 1925. 
ever. 
quirements. 
dise. 


Being belated, each individua! order is conservative. 


It was a slight gain with each house, how- 
Current buying represents the retailers’ belated spring re- 
It is confined to the more standard lines of merchan- 


Small 


amounts of stocks are taken and less attention is given to variety. 
Most everybody wants goods the minute they are ordered. Until 
the last few days we have not had more than a few days when 


weather conditions were seasonable. 


It has generally been rainy 


or blustering during days and unusually cool nights. Farm and 
garden crops have not matured properly. The farmer and garden 
owner therefore have put off purchasing merchandise they other- 


wise would have invested in. 


Jobbers report difficulty in interesting many retail dealers in 


goods that will be needed next fall and winter. 


To be sure forward 


bookings are in order, but there has unmistakably been a tendency 
in recent years to postpone buying of fall and winter goods as long 


as possible. 


Current demands for mill supplies are quite broad, but 


competition among retailer and jobber is keen, consequently the sit- 


uation is not as sound as it might be. 
steady yet rather limited demand. 


hardware in general there is a 


For iron and steel and heavy 


Consumers and retailers are confining purchases to actual require- 


ments. There is no inclination 


to anticipate wants. Collections 


so far this month have been somewhat disappointing to jobbers. 


AUTOMOBILES (TOY).—tThe retail 
trade continues to order toy automo- 
biles, but the average order placed with 
jobbers is a conservative one. 


We quote from Boston jobbers 
stocks: 

Automobiles. — Toy, Dodge, $4.50 
each net; Ace, $5.20; Velie, $7.10; 
Hup, $8.80: Hudson, $8.50; Wills Ste. 
Claire, $11.40; Nash, $11.55; Jewett, 
$14.21; Overland, $14.67; Stutz, $13.26; 
Oakland, $20.55; Pac kard, $28.05; 
Page sport, $34.39; Fire Captain, 
$7.26: Hook and ladder, $9.75; dump 
and auto tow, $21.12. 

BATTERIES.—Battery sales of all 


kinds are remarkably good for this time 
of the year. It is believed by many 
that 1926 will witness a remarkable 
comeback in motor boating. In that 
event the consumption of dry cell bat- 


teries should be still further aug- 
mented. 

We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 60, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M 
$1.97; No. 1662M, $2.34. In less than 
barrel lots. No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 


Radio.—Dry cell in packages of 50, 
No. 7111, 29c. each net, No. 6, in lots 
of less than 12, 40c. each net; in lots 
of 12 to 50, $35. 22 per 100; in larger 
lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 
$1.60 each net; 8 units to the barrel, 
$1.98 and $2.34 each. 
BICYCLES AND TIRES.—Although 
there is no snap to buying, a goodly 
number of bicycles and tires were placed 
by the jobbing trade during May. It 
is confidently felt that June will see a 
big improvement in sales. 





— 


We Boston jobbers’ 
stocks: 


Bicycles.—Men’'s 20-in., $30.50 each 
net; 22-in., $30.50; arched bar, $31.25: 
motor bike type with double bar, 
5 —= 20-in., $32.75; boys’, 

) 

Bicycle Tires.—Guaranteed, $4 per 
pair net; Thomproof, $4.25. 


BOTTLES.—Vacuum bottles are sell- 
ing, but ina small way. Business from 
now on will, in all probability, show 
steady expansion owing to the opening 
of the vacation season. 


quote from 


We quote from Boston jobbers’ 
stocks: 

Botties.— Vacuum, brown, pints, 
$1.50 each list; Black, pints, $1.50; 
Green, half-pints, $1.50, pints, $1.75, 
quarts, $2.75. Nickel plated, plain, 
pints, $2.75; quarts, $4. Corrugated, 
nickel plated, pints, 2.25; quarts, 
$3.25. 


Discount.—25 and 10 per cent. 

CAN OPENERS.—tThere appears to be 
a better market for can openers of all 
kinds. Some of those retail dealers in 
Boston, who have been making window 
displays the past week or two, are hav- 
ing excellent business. 

We quote from Boston jobbers’ 
stocks: 

Can Openers.—Edlund line, house- 
hold sizes, with bracket, $2.25 each 
list; hotel size, $5. Household size 
with wall bracket, $2.25 each list, 
hotel size, $5. 

Discount, 33% per cent. 

Wales self - adjusting, 
style, $4 per doz. 


CARTS AND WAGONS.—Filling in or- 
ders for carts and wagons are being 
placed by retail dealers. Jobbers’ sales 
so far this year are well in excess of 
those for the corresponding period of 


turntable 





1925. 
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We quote from Boston jobbers’ 
stocks: 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list; No. 102. 


ook No. 103; $3.75; No. 104, $4.50; No. 
$5. 


105 

Kiddie 
No. 605; 
$11.75. 

Kiddie Karts. ee _ 
each list: No. 202, $4: No. 
No. 204, $6: No 205, $7. 

Pedal Kars. —Two in carton, No. 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.50; No. 155, $6.50; No. 114. 
$3.50. 

Kiddie Skooters.—Two 
No. 801, $4 each: No. 802, $5; 
802B, $6. 


CLOCKS. 
reports a somewhat more active public 
interest in clocks, particularly alarm 
styles. Most retail firms, however, have 
enough stock on hand to care for cur- 
rent needs. 


to carton, 
No. 606, 


201, $3 
203, $5; 


Koasters.—One 
$10.50 each list; 


in carton. 
No. 





We quote from’ Boston jobbers’ 
stocks: 

Clocks.—Alarm, New Haven styles, 
Tell Tale, black face, radium dial, 


$1.90 each net; Tom Tom, white dial. 
in cases of 34, $2.10; th radium 
dial, $2.75; Tidy Top, white dial in 
cases of 50, $2.10; with radium dial, 
$2.75 Waterbury styles, Thrift, in 
cases of 50, 75c. each, net: Rela ay, 
alarm, in cases of 25, $2. 15; Vigilant. 
white dial, in cases of 50 $1.29: 
with radium dial, $2.14. Westclox 
styles, American, in cases of 48, 99c. 
each net; Sleepmeter in cases of 48, 
$1.32; Jack-O-Lantern, radium dial, 
in cases of 48, $1.98; Bluebird, in 
cases of > $1. 15; Blackbird, in cases 
of 48, $1. 65: Big ‘Ben, in cases of 24, 
$2.15: Baby Ben, $2.15. 


COD LINES.—More life is noted in 
the market for cod lines, yet business 
could be better. The market for this 
product naturally is more or less lim- 


ited. 
We quote from Boston jobbers’ 
stocks: 
Cod Lines.—Tarred, No. 2, $1.10 per 
doz., net; No. 4, $2. 20: No. 6, $3.30. 


DRAIN PIPE CLEANERS.—Jobbers 
report some belated spring buying of 
drain pipe cleaners, mostly from retail 
dealers serving the so-called summer 
trade. 


We quote from Boston jobbers’ 
stocks. 
Drain Pipe Cleaner. — Economy 


in 1 lb. net cans, 
$2.75 per doz.; in 


Plumber cleaner, 
in lots of 3 doz., 


lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 
Same, in 2 lb. net weight cans, in 


lots of 2 doz, $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.: and in lots 
of 12 doz.; $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1-lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1-qt. cans, 
$3 each: in ™%™ doz. lots, $2.50 each: 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 


EGG CARRIERS.—So far this spring 
there has been quite a liberal movement 
of egg carriers out of jobbers’ stocks. 
It is believed most retailers have turned 
over their stock at least once, and some 
of them twice. 


We quote from Boston jobbers’ 
stocks: 


Egg Carriers. — New model egg 
crates, metal, capacity 1% doz., 88c. 
each net; 2 doz., $1.05; i” pol $1.23; 
4 doz., $1. 40; 6 doz.,$1. Regal, ca- 
pacity 15 eggs, 14c og net; 0 eggs, 
26c.; 50 eggs, 47c.; 100 eggs, 84c. 
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and Summer Screen Cloth 
Sales Are Profitable 


He is here! The persistent, annoying, danger- 
ous mosquito—carrying disease germs—spoiling 
the pleasure of pleasant summer evenings. 

With thousands of home-owners putting new 
screens on windows and porches in order to bar 
out this pest, it is no wonder that hot-weather 


screen sales are so easy. 

There is a generous margin of profit for the 
dealer in Apex Electro Zinc Coated Wire Screen 
Cloth. Apex is a dependable brand of wire screen 
cloth that you can conscientiously recommend to 
your best customers. It is heavily zinc-coated 
after weaving and then finished with a protective 
coating of long oil varnish—a process which gives 
it the durability to stand up under exacting con- 


ditions. 
Distributed by Jobbers 


If your jobber cannot supply you, write us, and we 
will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: 
Factory: 


Old Colony Building, 
Hanover, Pa. 


Chicago, Il. 
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15 doz., 
crates, 


capacity 
shipping 


fillers, 
Poultry 


a 
cach. 
$1. 68 eac h 


ELECTRIC APPLIANCES.—Somebody 
has said that electric motors in the 
United States are doing as much work 
every day as could be accomplished by | 
170,000 000 men and women. There | 
seems little doubt but that we are living 
in an electrical and gasoline age. It 
also seems probable that the electrical 
appliance field has not been scratched, 
and that the retail hardware dealer is 
the logical outlet for such appliances. 
Some retail dealers, keen competition 
notwithstanding, report flattering sales. 


We quote from Boston jobbers’ 
stocks: 

Hair dryers, Nos. 1 to 7, $7.10 each 
net; No. 8&8, $6.60; cheaper models 
$3.50 to $3.75. Vibrators, $3.75 and 
$5.50. Beaters, $3.75. 


FANS.—One hot sticky day last week 
did much to bolster up the local mar- 
ket for electric fans. Quite a few retail 
houses suddenly remembered they had 
not bought their summer supply. 


We quote from Boston jobbers’ 
stocks 

Fans.—tTKlectric, Polar Cub, Junior, 
H-in., In lots of less than 12, $3 
each, net: 12 or more, $2.85; S-in., 
less than 12, $3.20; 12 or more, $3. 
Senior, oscillating, 10-in., less than 
6, $7 each; six or more, $6.64: sta- 
tionary, less than Six, $4.60; six o1 
more, $4. 30, 


(GARBAGE CANS.—Orders for garbage 
cans, particularly the underground va- 
riety, continue to be taken by jobbers 
each day. Business is not as good as it 
was a month or two ago, however, most 
of the retail trade having covered then 
We from 
stocks: 
Garbage 
xround, No. 1, 
side, $9.50 each list; 
steel outside, $11.50; 
steel outside with 
$13.50; No. 6, 18 x 24-in., steel out- 
side with cast iron top, $17; No. 50, 
17% x 24-in., concrete outside, cast 
iron top, $15.50; No. 60, 20% x 24-in. 
concrete outside, cast iron top, $19. a). 
Discount, 334. per cent. 


GRASS HOOKS.—Some buying 
grass hooks is noted by jobbers. There 
is no snap to things, yet business un- 
questionably is better than heretofore. 


quote Boston jobbers’ 
Cans.—-Sexton line, under- 
17 x 19% in., steel out- 
No. 2, 18 x 25 in., 
No. 7 1b x 24 in. 
cast Iron top, 


We quote from fjoston = jobbers’ 
stocks: 

Grass .Hooks.—Lawn King. $6.50 
per doz. net: Little Giant, $5.25: Re- 
liance, $3; Brier Kdge, $4.75: Hand 
Made, $4; Perfection, $4.38. 

k EGS.—Although the average retail 


dealer is inclined to hold off on placing 
orders for goods that will be needed in 
the late fall and winter, he is not hesi- 
tating in covering on kegs. There seems 
to be little doubt in his mind that kegs 


will sell late in 1926 if nothing else 
does. 

We quote from Boston jobbers’ 
stocks: 

Kegs.— maktite line, varnished and 
sealed, 5-gal., $1.35 each net; 10-gal., 
$1.80; 15-gal., $2.05; 20-gal., $2.30; 
2o-gal., $2.80; S0-gal., $3; 50-gal., $4. 


LAMPS.—A slight improvement in the | 


movement of lamps out of jobbers’ 
stocks is reported. Sales are somewhat 
behind last year, however, presumably 
because certain retail dealers carried 
over stock. 
We «quote 
stocks: 
Lamps.—Gasoline, opal shade, 
each net; tan tinted shade, 
tinted shade, $7: 
$6.50; Flemish brass 


jobbers’ 


$6.25 
$7; green 
half frosted globe, 
fringe, $9: an- 


from Boston 
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tique gold, $9.25; bracket lamp, $6.75; 
De Luxe, $14. 

Lamps. — Bryan-Mash line, pear 
— type, clear, 100 wt., 45c. list; 
150 wt., 60ce. Pear shaped _ type, 
white, 100 wt., 50c. Pear shaped 
type, white bowl, enameled, 100 wt., 
50c 150 wt., 65c. Daylight, blue 
giass, 100 wt., 75c. 


LANTERNS AND GLOBES.—Belated 


buying of lanterns and globes is re- 


ported by jobbers. The average retail- 


ers’ order received, however, concerns a 


comparatively small amount of mer- 


_chandise. 


Boston jobbers’ 


$8 


We from 
stocks: 
Lanterns.—Oil, Monarch, No. 
per doz. net; with ruby globe, 7 7D; 
Blizzard, No. 2, $13; D-Lite, $13: 
Little Wizzard, “$8. 50. Mill lanterns, 
$24.75 in lots of three dozen; Beacon, 
$31.50; Driving, left hand, $17.50; 
roadster, wagon, left hand, $17.25. 
Gasoline, No. L327, $5.25 each net; 
No. L427, $6: poultry house lantern, 
$7.50. Hy-Lo, $7.50 per doz. net. 
Globes. — Blizzard, Fitza!l, 
than five doz., and in five doz. 
sO88 


locknob....... $1.2 25 


quote 


less 
lots: 
Five Doz. 
$1.10 

1.15 


Blizzard, 
Delight 
Delight, ruby : ule aeae ‘os 3.2 
Little Wizzard 1 
Junior Blizzard 1.05 
LUNCH KITS.—Here again a slight 
improvement in the demand for mer- 
chandise is visible. Most retailers, how- 


) 3.00 
» 1.00 
} 


ever, are ordering cautiously. 

We quote from Boston jobbers’ 
stocks: 

Lunch Kits.—No. 324, $2.50 each 
list; No, 400, $3; No. 425, 2.50, Uni- 
versal line, No. 310, $2.25 each list; 
No. 320, $3. 25: No. 410, $3. 

Discount, 25 and 10 per cent. 


MOPS.—Although lacking pep, there 


is a steady flow of mops out of retail- 


ers’ and jobbers’ stocks. The general 


mop situation appears to be a healthy 
one, 


indications being for a continued 
demand at steady prices. 


We quote 
stocks: 

Mops.—)'’Cedar 
dles, No. 
$&: No. 9, 
ory duster, 


from Boston jobbers’ 


line, without han- 
Yr doz. net: No. 4, 
. $6; No. 16, $6. 
No. 9%, $12; hand'es, $3 
per doz. extra interchangeable ; 
1, $15 per doz, list: No. 2, : 
5, $15: No. 6, $21. Floor, No. 22, 
each. Hand, No. 44, $6 per 
Clothes No. 51, $4.20 doz. Discount, 
3314 per cent. Liquid Veneer, “ham- 
pion, $12.80 per doz. net; Victory, $8; 
Jiffy, treated, $4.80; dry, $4.80. , 

Cotton Mops. — Eureka line, 9%-Ib. 
twine, $3.50 per doz.: 12-lb. twine, 
$4.50. 


RADIO SETS.—There was a time when 
it was said there were seasons when 
radio goods could and could not be sold. 


That time apparently has passed into 




















history. At least sales by jobbers have 
suggested no such thing as season so 
far this year. The Thorola interests, 
heretofore making speakers, have gone 
in for radio sets. Retail dealers are al- 
lowed 5 per cent of the amount of their 
Thorola purchases for advertising pur- 


poses provided they spend an equal 
amount. 
We quote from Boston jobbers’ 
stocks: 


Radio Sets. — Amarid, neutrodyne, 
5-tube, $60 each, list;, discount 40 per 
cent. Crosley, model 4-29, 4-tubes, 
$29 each list; model 5-38, 5-tubes, $38: 
discount 3314 per cent. No. RFL 60, 
5-tubes, $60 list: RFL 75, 5-tubes, $75 
list; discount 40 per cent. Thorola, 
5-tube sets, No. 57, $60 each list, 
No, 58, $125, No. 59, $185. Discount 
40 per cent. 

Speakers.— Thorola, 
list, No. 9, $20, No. 12, 
40 per cent. 


SASH CORD.—With home construc- 
tion on the increase there is a some- 


No. 
$15. 


4, $25 each 
Discount 
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what better demand for all kinds of 
sash cord. 


quote Boston jobbers’ 


from 
stoc 


Sash Cord. — Sampson spot, No. 7, 


67c. a Ib. net; Nos. 8, 9 and 10, 66c. 
Acme, No. 6, 7. No. 7, 44c.: Nos. 
8, >. 10 and 12, 43c. Berkley, No. 


ld 


SCREW HOOK HINGES.—Retail deal- 
ers are filling in stocks of screw hook 
hinges. The aggregate weekly business 
placed with Boston jobbers is satisfac- 
tory, they report. 


We quote from Boston jobbers’ 
stocks: 
Screw Hook Hinges.—No. 821,6-in., 
I5c. per pair net; 8-in., 17¢c.; 10-in., 
93c.: 12-in., 27c.; 14-in., 37c.; 16-in., 
40c.; 18-in., $he.: 20-in.. 5ie.; 22-in., 
59c.: 24-in., 72c.; 28-in., 78c.; 30-in., 
82. 
TOILETS.—More life is noted in the 


demand for toilets, yet business could 
hardly be called anything but fair. 


We quote from’ Boston jobbers’ 
stocks: 

Toilets.—FEureka, chemical, $7 each 
net: dry chemical, $4.88 per doz. 
packages net, liquid, $1.35 a gal. 

WASHING MACHINES.—Jobbers are 


making a big drive on washing ma- 
chines, but they admit orders are com- 
ing in slowly. 
We 
stocks: 
Washing 
wave, $99 


quote from Boston jobbers’ 
sea 


“Dollie 


Machines. — 
each list; No. noe. 
type, $94 each list. Discount 331 
per cent. Horton line, No. 40, n- 
per, $112 each net: white enameled, 
$119: No. 34, $92.75; No. 33. $63. 

lroners. — Horton line, No. 3, gas 
heater, $101.50 each net; electric 
heater, $108.50. 


WRENCHES.—So far this year the 
movement of wrenches out vf jobbers’ 
stocks has been larger than it was in 
1925. Demand involves all styles, sizes 
and makes. 


We quote from Boston jobbers’ 
stocks: 

Knife and Steel Handle. — Coes 6- 
in., $15 doz.: 8-in., $18; 10-in., $22; 
12-in., $28; 15-in., $38; 18-in., $48; 
21-in., $58. 

Key Model.—Coes, 28-in., $18 each; 
86-in., $38; 48-in., $84. Discount of 


40 and 10 per cent off list is allowed 
on the above wrenches. 

e Wrenches. —Stillson, Trimo. 
Walworth and Pexto, 65 per cent off 
list. 

Miscellaneous. — Dropforged 
wrenches, 55 per cent discount; 
Westcott, 25 per cent discount: agri- 
cultural wrenches, 60 per cent off 
list. 

We quote f.o.b. factories 


Snap-on Wrenches. i 50, Radio 


and Electrical Set, $4: eg 101, Mas- 
ter Service Set, $15. No. 202. 
Heavy Duty Set, art No. 404, 
flexible Socket Set, $8.75: No. 505B, 
Screw Driver Blades, $3.40 All 
Snap-on Wrenches ry 40 per cent 
f.o.b. Boston, No. set. square 
socket, $3.70. No. 303. Ford Master 
Service Set, $14.85. 


Reducing 


Hiram was not feeling well. So he 
went to the doctor. 
Suy a car,” said the doctor, ‘‘and 


get out more. You ought to take 
off a lot of flesh.” 

Speaking of the results obtained by 
this prescription, Hiram said: “I 
vot a car and got more. I got out 
six times in one block and took off 


flesh in four different places. Once 
I got through the windshield. That 


seemed to take off the most flesh.” 
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Slide the doors 


on the inside 


They have to work—the building stands still 




















OUR doors—like the pistons in a motor—are the working part of the 
garage. And door efficiency is almost entirely a question of hardware. 


That’s why Slidetite Door hardware is so universally used in equipping garage 
doorways. Its use insures doors that work right and stay right. 

Wich Slidetite the doors slide and fold against the wall, inside; not exposed 
to rain and strong winds; nor, bothered by ice 
and snow. Slidetite equipped doors operate 


“i YM) YL , easily and surely and close as tight as the front 


SSSSTOSEOTESSTEES ce 


a | door of your house. 


Slidetite is the most practical hardware for 
doorways, containing from two to ten doors 
and any widch up to 30 fect. Regardless of 
width, the opening is unobstructed when 





doors are open. 


3.(0. 











doors inside—Slidaside is the correct hardware. 
Doors so equipped slide around the corner, flat 
against the at 

Slidaside can be used for two car garages by 
sliding doors to both walls, and is adaptable to 





any garage, regardless of distance from jamb to 
side wall. aeneiait | AURORA, ILLINOIS, U.S.A. 
Both Slidaside and Slidetite equipment provide New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orteana 


Chicago Minneapolis KansasCity Los Angeles  SanFrancisco Omaha Seattle Detroit, 


for an entrance door—does away with expense of 
RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg / 


a Separate entrance. 


Largest and most complete line of door hardware made 


Montreal - 
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Hardware Business Fair in Pittsburgh— 
Seasonal Items Active—Prices Steady 


(Pittsburgh office of HARDWARE AGE) 


holding up in good fashion with hardware jobbers in this dis- 


\ LTHOUGH the volume of business in strictly seasonal lines is 


trict, none of them professes to be at all satisfied with the 


total amount of business done. 


This observation probably is ac- 


counted for by the fact that the inevitable comparison is being made 
between current business and that at this time in other recent 
years, and the selling season having been curtailed by the very late 


advent of spring, the comparison is rather unfavorable. 


A fair 


statement is that business is as good as could be expected under the 
handicap set up by the late spring. 

There is not much to complain about over the way camping sup- 
plies, galvanized ware, ornamental fence, screen wire cloth and 
screen doors and windows are moving, and there is a fairly good 


business in garden and lawn supplies. 


No important price changes 


are noted and the general tone of the market is quite steady. Re- 
tailers continue the policy of buying close to their actual need, 
firm in the belief that no diffculty will be encountered in getting 
supplies as promptly as wanted when they are wanted. Collections 
in the hardware trade are still only fair. 


AUTOMOBILE ACCESSORIES. — A 
good deal of business in alcohol for fall 
delivery is being booked at prices rang- 
ing from 38c. to 41c. per gallon by local 


jobbers. Business in regular automo- 
bile supplies, however, still is very 
quiet. 
Prices from jobbers stocks, f.o.b. 
Pittsburgh follow: 
Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.; lots of 50 to 99, 55c.; lots of 


100 to 200, 5ic.; lots of 300 or more, 
A. C. plugs, No. 1075, for Ford 
lots of less than 10, 49c.; lots 
lots of 50 to 99, 42c.; 
lots of 300 or 


47c.; 
cars, 
of 10 to 49, 44c.; 
lots of 100 to 200, 39c.; 
more, 37c. 

Motor Meters.— Standard makes. 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 
— lots of 20 or more, 40 per cent off 
ist. 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 


~ “aia Falls No. 145, $3.75 
eacn. 
Pumps.—Anthony line, $2.20 each. 
Chains.—Single pairs, 30 per cent 


off list; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over 
40 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 


—Retailers are rather cautious about | 


purchases, as there is no sign of any 
shortage of supplies and there is an im- 
pression that prices will be marked 
down when the present guarantee 
against a decline expires, or soon after- 
ward. 

Dealers’ prices on tires and tubes 
handled by hardware dealers follow: 

Fabric Tires 


Non-Skid Gray 
Size Fabric Tubes 
30 x3 Cl $7.80 $1.80 
30 x 3% Ci 8.90 2.05 
Cord Tires 
| Heavy 
Regular Duty Gray Tan 
Cord Cord Tubes Tubes 
30x 3 Cl $9.75 “ 80 $2. 35 
30x 3% Cl $9.95 * = 2.05 2.50 
EE ts. S.S. 11.85 
32x 3%S8.S. bg 2.45 3.00 
31x 4S8.S. 15.50 18.70 3.00 3.70 
32x 4S8S.S. 17.15 21.40 3.20 3.75 














Heavy 
Regular Duty Gray Tan 
size Cord Cord Table Tubes 

33 x 458.8. 17.75 22.05 3.25 3.80 
34x4S8.S. 18.50 22.75 3.30 4.00 
32x 4% S.S. 28.1 4.30 

33 x 4% S.S. 28.90 4.40 
34x4%S8.S. 29.55 4.60 

35 x 4% S.S. 30.40 4.65 
36x 4% S.S. 31.20 4.85 

33 x 5 S.S. 37.60 5.65 

35 x 5 S.S. 39.00 6.05 

Truck Cords 
Size Tan Tubes 

32x4% $35.50 $4.30 

33 x 4 36.25 4.40 
| 34x4 37.15 4.60 
30 x 5 42.00 5.15 
33 x 5 45.30 5.65 
34x 5 46.45 5.75 

35 x 5 47.60 6.05 
32x 6 71.85 9.65 

| 36x 6 79.85 10.90 
34 x7 106.05 13.25 
38 x7 118.00 14.75 
40x 8 152.50 17.75 


Balloon Tires 
To fit 20 in., 21 in., 22 in., 23 in. Rims. 


Gray 

Size Ply Casings Tubes 

29 x 4.75-20 in. 4 17.90 3.55 

29 x 4.40-21 in. 4 $13.85 $2.95 

30 x 4.75-21 in. 4 18.65 3.70 

29 x 4.95-20 in. 4 20.5 3.70 

30 x 4.95-21 in 4 21.15 3.75 

31 x 4.95-22 in. 4 21.80 3.80 

30 x 5.25-20 in. 4 23.45 4.00 
31 x 5.25-21 in. 4 24.15 4.10 
30 x 5.77-20 in. 6 30.85 4.70 
32 x 5.77-22 in. 6 32.80 4.85 
33 x 5.77-23 in. 6 34.85 4.90 
33 x 6.00-21 in. 6 32.80 5.70 
32 x 6.20-20 in. 6 35.50 6.25 
33 x 6.20-21 in. 6 37.95 6.55 
| 33 x 6.75-21 in. 6 40.85 6.70 
| 34 x 7.30-20 in. 6 46.25 7.60 


| AWNING HARDWARE. — Good de- 
mand for this line still is reported by 
local jobbers, who quote: 


Kye ends, % in., $5 per 100; % in., 
$8; clamps, % in., $6. 50 per 100: % in., 
$8: hinges, $3.50 per 100. 


BARROWS.—Sales are fewer, but the 
movement still is comparatively good. 
Jobbers quote: 


Tubular, $6.25 to $9.50; concrete or 
mortar, $5.75 to $6.75; steel tray, $4 
? Reet railroad, $2; garden, $4 to 


BATTERIES.—There is a pretty con- 








stant demand for batteries and the vol- 
ume of sales is only slightly smaller 
than it was when the nights were long 
and the use of radio sets extensive. 
Flashlight batteries now are beginning 
to get some call. 


Jobbers’ quotations to. retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
a RR eee, $1.05 $0.97 
EO re 1.22 1.14 
> eer 1.32 1.22 
i re 1.40 1.30 
re 2.62 2.44 
ee ears. 2.62 2.44 
i ee eee e eg Ghee 3.33 3.00 
Me tec nedvates 42 .39 
Tk See cnengtieeceed .40 .35 
No. 6 dry — ignition type, unit 


packages, 32c. each: broken, 3é6c. 

Flashlight.—-No. 935, 94%4c. each; No. 
No. 790, 22¢. No. 705, 

. 750, 18c.; No. 751, 24¢c 

os ae Shot.—No. 1461, $1.70; No. 1662, 
BOLTS, NUTS AND RIVETS.—Prices 
out of jobbers’ stocks are perfectly 
steady. Demands are moderate and 
close to the actual requirements of buy- 
ers, but the primary market is firm and 
there is no room for any change in re- 
sale prices. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed, 
square, tapped, in 5-lb. boxes, %& in., 
o, per 100; 5/16-in., $14; Rie in., $11; 
%-in., $10; %-in., %-in., $8; %- 
in., $7.50; rivets, small anaeonn and 
tinners, 60 per cent off list. 


CAMP STOVES.—In common with 
other articles required for automobile 


_ touring and camping parties there is a 





growing demand for camp stoves. Job- 


bers quote: 


Coleman, No. 9, $6.25 each; No. 2, 
$8.50; Justrite, No. 161, $7.67: No. 252. 
$5.67; Kampkook, No. 3, .67; No. 
4, $7.15: No. 7, $6.00; No. 10, $9.75. 


CARPET SWEEPERS.—tThere is al- 
ways some demand for full sized carpet 
sweepers and they are really regarded 
as a staple line in this area. Jobbers 
quote: 

Grand Rapids, japanned, 
doz.; nickeled, $48; Universal, 
Standard, $36. 

Toy sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 

CONDUCTOR PIPE.—Business has 
been improving very steadily in the past 
few weeks and some of the loss of early 
spring business is being regained. 
Prices are holding at recent levels. 
Jobbers quote: 

Galvanized, 3 in., No. 28 gage, $5.35 
per 100 ft.; copper, 16 oz., 3 in., $23.75 
per 100 ft. in lots of 100 ft. or more; 
small lots higher. 

ELECTRIC FANS.—tThe stimulus of 
hot weather is lacking, but at that a 
fair amount of interest is being shown 
in electric fans. Jobbers quote: 
Polar Club, black, 6-in., each, 


44 per 
$42; 


in 
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For satisfied customers— 
Sell Perfection Wicks for Perfection Stoves 


other wicks cause trouble 
This article tells why 


€< . 
| WANT a new wick for my Perfection Stove.” 


That’s the way most women buy wicks—without spe- 
cifying a particular wick. But dealers who want to 
keep their customers satisfied always sell genuine Per- 
fection wicks—marked with red triangle—for all Per- 
fection and Puritan Stoves. 


For Best Results— Perfection Wicks 


Most important, Perfection wicks give the best results. 
The cotton used in them is chemically treated to free 
it from the gummy and glutinous substance inherent 
in raw cotton. Without this treatment the oil would 
clog in the wick, and feed slowly. 


Perfection wicks are woven according to our special 
formula to exact specifications of width, diameter, and 
thickness. That’s why they are most effi- 
cient in drawing up a steady supply of oil. 
The Perfection wick container has 1190 
holes, perforated at a standard spacing 
angle. This is so the wick raising mecha- 
nism will track perfectly. Wicks not 


: ; : 1190 holes i 
perforated like Perfections are likely mation. 
to wear out the teeth of the wick raiser. tion Wick 


container 
True to ©1000 of an Inch 


Skilled inspectors with delicate tolerance gauges meas- 
ure the height of each wick container, seeing that it 
does not vary more than 4 oothofan inch. They are even 
more particular about the diameter which can only vary 


For Good 
Profits 





+ PERFECTION OIL STOVES: 


64 oooth of an inch. This extreme care isgiven . 

the carrier so that it will fit perfectly in the [ 
wick tube. Other wicks not so accurately 
made cause trouble by sticking or binding. 


Going Through Fire 
The Perfection Wick receives a special 
fiery treatment. It is seared and bevelled 
by five hot lames—to make it ready for 





the consumer’s immediate use. Wicks are 
: 4 ‘ seared and 
The wick top is chiselled at a 30 degree jevelled 


angle. Perfection engineers have found 

that this bevel allows just the right amount of air 
space between wick and flame spreader for complete 
burning of the kerosene. The part exposed above the 
metal carrier is perfectly rounded by special ironing 
machinery. 


You can readily see why Perfection wicks only, because 
of their accuracy, should be sold for Perfection Stoves. 
They are ‘‘made to order” to fit Perfection Stoves 
exactly. Other wicks cause trouble. 


Sell only genuine Perfection wicks—marked with red 
triangle—for all Perfection and Puritan Stoves. Keep 
your customers satisfied. 


PERFECTION STOVE COMPANY 
Formerly the Cleveland Metal Products Company 


7609 Platt Avenue, Cleveland, Ohio 
In Canada, the Perfection Stove Co., Lid., Sarnia, Ont. 


For Quick 


Turnover 
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lots of 12, $2.85: &-in,. $3.26, in lots 
of 12, $3; 10-in. stationary, $4.60, in 
lots of 6, $4.35, oscillating, $7, in lots 
of 6, $6.64. 


GALVANIZED HARDWARE CLOTH. 
—Jobbers report sales to be very steady, 
although hardly up to those of this 
time last year in volume. They quote: 


24 to 48 in. widths, %-in. mesh, 
$4.25 per 100 sq. ft.; %-in. mesh, 
$4.50; %-in. mesh, $4.75. 


GALVANIZED WARE.—A steady de- 


mand is noted for various items under | 


this heading. Prices show no change. 


Jobbers quote: 
Washtubs. — With wringer attach- 
ment, No. 22, $8.50 per doz.;: No. 23, 
$10; without wringer attachments, 
No. 2, $7.75; No. 3, $9. 

Pails. —W ater, 12 qt., $2.65 per doz.; 
14 qt., $3: fire, 12 qt., $4; cement, 14 
qt., $10; chamber, 10 qt., $7.20; 12 qt., 
$8; well buckets, 10 qt., $4.50. 

Refrigerator Pans.—No. 2, $4. 
doz.; No. 3, $6; No. 4, $7.50. 

Garbage Cans.—Cans with lids, 


DO per 


curity, No. 1, $3 each: No. 2, $3.50; 
No. 3, $4; Hercules, No. 171, $3; No. 
ISI, $3.25; No. 191, $3.60. 


GARDEN IMPLEMENTS.—Fair activ- 
ity still is reported in these lines and 
noted for 


especially good demand is 
plows. Jobbers quote: 
Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rake, 14-tooth, $9 per doz.; 
spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 
$12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz. 
Hose.—In 250-ft. reels, ‘2-in., 10c. 
per ft.;: %-in., 10%c.; %-in., llc.; in 
o0-ft. lengths, tec. per ft. higher; 


$6 a doz. 
$6 per doz.; 
$8.10; 


(gem spray nozzles, 
Sprinkling Cans.—4 qt., 


 qt., $6.60; 8 qt., $7.70; 10 qt., 
12 t., $10; 16 qt., $12.60 
Hose Reels.—Victor, $1.75 each: No. 
’. $2.60: Reeleasy, $1.35. 
Piows.—Geneva No. 2, $5 each; 
leader, No. 2, $3; No. i, $3. 


HOUSECLEANING SUPPLIES.— 
The demand has lost some of its recent 
snap, but there still is some buying and 
jobbers call business fairly good. They 
quote: 


Mops.—O-Cedar, 33'; per cent off 
list; Star cotton, 20-o0z., $7 per doz.; 
24-02Z., $8.40; 30-02., $10.80. 

Chamois Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6: 14 x 18 in., 
$7.50; 15 x 20, $9.2 

iacnnestdhdanane paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70: 4-Jb. 
cans, $3; 8-lb. cans, $6; Old English, 
l-lb. cans, S85e.; 2-lb. cans, $1.70; 
i-Ib. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40: Old Eng- 
lish, pints, 75ec.; quarts, $1.40. Deal- 
ers’ discount, 33% per cent. 

Sponges. — According to size and 
quality, $2 to $9 per doz. 

Wall Cleaners. — Smoky City and 
(‘limax, $1 per doz. cans: Verfection 
paint cleaner, $3 per doz. 


Step Ladders.—Standard full rodded 


ladders, 28c. per ft.; extra, 46c. per ft. 
Fioor Polishers. — Johnson's elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer: hand, $3.75 
each; Old English, $2.60 each 
Carpet hs ee — Justrite, $1.10 
doz. ; No. 4, $1.20. 
ICE CRRAD FREEZERS.—Warmer 
weather is stimulating the desire for 


ice cream and in turn for freezers, job- 
bers reporting a much improved move- 
ment as compared with a few weeks 


ago. 

Alaska Freezers.—1l-qt., $2.95 each; 
~-qt., $3.45 each; 3-qt., $4.10 each; 
t-qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12-qt., 
$14 each 15-qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1-qt., 
$5.35 each; 2-qt., $3.90 each; 3-qt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
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which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers. — 2-at., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each, and 10-qt., $18 each 
These are list prices and are subject 


to a dealer’s discount of 50 per cent. 

Blizzard.—i-qt., $4.65 each; 2-qt., 
$5.50; 3-qt., $6.50; $8; 6-qt., 
$10; 8-qt., $13; ; subject to 
a discount of 5 7% per cent. 
Lightning.—1-qt., $4.65 each, 2-qt., 
$5.50; 3-qt., $6.50; 4-qt., $8; 6-qt., $10; 
8-qt., $13; 10-qt., $17; 12-qt., $21; sub- 
ject to a discount of 55 per cent. 

Arctic.—l-qt., $4 each; 2-qt., 
3-qt., $5.55; 4-qt., $6.80; 6-qt., 
8-qt., $11.10; subject to a discount of 
50 per cent. 


KEGS (WOODEN).—There is _ begin- 
_ning to be a demand for kegs for wines 
_and beverages, although the making of 
them is still some time off. Prices are 
slightly higher than they were a year 
ago by from 5 to 15c. Jobbers quote: 


Red White White Oak 
| Oak Oak Charred 
5 walion ..... $1.20 $1.35 $2.40 
10 gallon ..... 1.65 1.75 2.75 

15 gallon ..... 1.90 2.15 3.15 
20 gallon ..... 2.15 2.30 3.60 


LAWN SUPPLIES.—The call for roll- 
|ers has practically ceased, but there is 
still a fair demand for mowers and 
other lawn supplies. Jobbers quote: 


Mowers. — Plain bearing, 8-in. 
wheels, 12-in., $5 each; 14-in., 
ball bearing, 9-in., wheels, 
$7.75; 16-in., $8; supreme ball bearing, 
1}-in., wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., $12. 

Mower Oil Cans.—Tinned, straight 
or bent spouts, $1 per doz.; copper 
plated straight or bent spouts, $1.50 


per doz. 

Rollers.—No. 2 size, $8.50 each; No. 

. $10; No. 5, $12.50; No. 7, $15. 

Hedge Shears.— Western, 8-in., $1.25 
per pair; 9-in., $1.40: 10-in., $1.60: 
Disston, 8-in., $1.75; 9-in., $1.90; 10- 
in., $2: ladies’ shears, Western, 85c.: 
Disston, $1.10. 

ORNAMENTAL FENCE.—tThe desire 


_to improve the looks of the lawns still 
is strong, and there is accordingly a 
good demand for ornamental fence. | 
_Jobbers quote: 

Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.:; 42-in., $8.25; 
gates, 36 in. x 36 in., $2.70 each. 

PAINTING SUPPLIES. — Turpentine 
has dropped slightly, but the price of 
linseed oi) has stiffened a little. Other | 
items are at recent prices. Business | 
continues good, but the record of sales 
for the year to date shows a loss as 
compared with the same time last year. 
A late spring is the reason. 

| Prices to retailers: 

mixed paints, best 
lower grades, 


grades, 


Ready 
$2.50: 


$3.10 per gal: 


white lead, 15%4c. per Ib. in 100- lb. 
| lots, 10 per cent less in lots of 500 
lb. or more and an extra 4 per cent 


less in lots of a ton or more: turpen- 


tine, 99c. per gal. in barrel lots: raw 
linseed oil, 12.3c. per Ib. in barrel 
lots. 


SCREEN DOORS AND WINDOWS.— | 


If all hardware items were moving as 
well as screen doors and windows there 
would be little cause for complaint 
about hardware business. Jobbers 


quote: 


Doors.—Standard makes, 2 ft. 8 in. 
x 6 ft. 8 in. plain walnut stain, $18 
per doz.; varnished natural colors, 
$24.25. 

Windows.—Hardwood oiled frame, 
No. 1233, 12-mesh black wire cloth, 
$3.40 per doz.; No. 1533, $3.85; No. 
1833, $4.20: No. 2433, $5; No. 2437, 
$5.50: metal frame, 18-in., $5.50; 24- 
in., $6.40. 


SCREEN WIRE CLOTH.—Tempera- 
tures are rising and flies are appearing, 














. 
issuing new prices based on the higher 


‘prices recently announced by manufac- 
turers. 
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with the result that there is a strong 
urge to set up protection against the 
| pests and a very brisk demand for 
| screen wire cloth. Jobbers quote: 


re 


mesh, $5.75. 

SHEET STEEL.—Mill prices are still 
weakening and if all makers are not 
naming prices about $2 a ton lower 
than they recently regarded as the reg- 
‘ular market prices, they are at least 
meeting competition. Local warehouse 
prices are beginning to match the re- 
cession of mill quotations before an- 
other week goes by. Warehouse busi- 
ness is fairly good, but not nearly up 
to the volume of a year ago. 


Prices out of Pittsburgh ers 
stocks: Galv. flat, No. 28 gage, $5.50 
to $5.60 base ape 100 lb.; corrugated 
No. 28 gage, 2\%4-in., $4. 74 per square; 
one pass aa rolled black, No. 28 
gage, $4.25 to $4.35 base per 100 Ib. 
Armco ingot iron galvanized flat, No. 

28 gage, $6.25; Toncan — | galva- 

nized flat, No. 28, gage, $6.35; all for 

lots of one to nine bundles. 
SWINGS.—Increasing demand still is 
noted for porch and lawn swings as 
the weather continues to become more 
'favorable to their use. Jobbers quote: 

Lawn, $8 each; porch, hardwood, 4- 

ft.. $6 to $8 each; 5- 7 to $10; 
6-ft., $8 to $12; springs, 30c. to 40c. 
per pair: chains, 45¢c. to 80c. per set 
and $1.85 to $2.25 per 100 ft. 


| WEATHER’ STRIPS. — Jobbers 


| Black, 12-mesh, $1.80 to $1.90 per 
100 sq. ft.; 12-mesh, $2.25. Galva- 
nized, 12-mesh, 2.25. 3ronze, 14- 


jobbers’ 











are 


| 
The new jobbing prices are: 
Wood and felt, %-in., $1.80 per 100 
3 %4-in., $3; a es 4 felt, ana 
$2.40: %-in. het y 3.25: a 
rubber, “iy-in., $2.40; %-in., $8.25; 
in., ° 
“WINDOW GLASS.—Demand is fairly 
‘good, but it does not equal the ability 
‘of manufacturers to supply and conces- 
sions from regular quotations still are 


Prices to retailers: 


in. 


common. 

Single strength, A and B, 84 per 
cent off list; double strength, A, ‘4 
| per cent off list; B, 86 per cent off 
list. 
WIRE PRODUCTS.—Demands_ upon 


the jobbers are better than they have 
been at any time this spring and as 


| prices have become very well estab- 


lished, retailers are buying with a little 
more confidence than is observed when 


‘there is any doubt about price main- 
| tenance. 
| We 


quote from Vittsburgh jobbers’ 
stocks: 


Fence Wire: 


(per 100° Ib.) Annealed Galvanized 
No. 6 to 9 gage......$ $3.00 $3.45 
a Wil 66 nednee Sen ee enw oe 3.05 3.00) 
WS: cg dawetoadtne eet 3.10 3 55 
i Terr Teri a Ct 3.65 
a. My 6ccwenh 6s 600 4ee eee $.80 
Se Sr? 6 ex eh dane soveuen 3.35 4.00 
kL. 6userh sae eta ven ee 4.25 
3 et aaeers 4.45 
Barbed wire (per 80-rod spool): 
SS ee ee $3.00 
DO, cet vesuseeeesvneneees 3.20 
SS i ere Tee 3.20 
| SoU TOT ccc cewescesccsivecess 4 3.50 
| 2-point cattle (special) ......... 2.25 
Field: Woven wire fence (per 100 
| rods: | 
DEEPER. secnsdeeedbisbbectdsrav eee $39.00 
ee OP bi waetkttesns td ctcasevee des 54.75 
Poultry: 
me; Sade bees te ewe bane 0Oen $35.60 
et Se pisekbdaeedewehebeeseess 43.00 
eS ae ee ee ee eee 48.50 
Steel Fence Posts 
.. ocawives 666 ébe bhases eon 50c. each 
i Se parte et Tr re ee, Sreeee0lC 
RE Se ae ee ee 65c. each 
Bright nails base per keg, $2.95 to 
$3.00. 
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The GRISWOLD 





Reversible Steel Spindle Damper is the 


original Griswold “American” Dampet-.... 
highest improved....the most used damper today 


Solid cast iron plate, 
with patented reversible 
feature; so no top side, 
bottom side: no front or 
back-—spindle can’t go in 


™ 


“Tong. 
Nickel plated ferrule, 
protects spring: insures 


Sturdy grip long life of damper. 









handle, 
Pressure 
insures a 
positive lock. Once 
inserted, spindle 
won't budge. 


This noteh curves 

down to catch hump 

if spindle is inserted 
from left. 


Most buyers simply ask for “American” 
Dampers. “American” is the famous Griswold 
name for the first steel spindle damper. Gris- 
wold perfected the first steel spindle damper. 
Griswold perfected the first removable spindle; 
the first coil handle; the first reversible spindle. 
The Griswold “American” Damper is the first 
damper manufactured to embody these 
patented features. Many imitation dampers 
are brought out in an effort to reduce the 
tremendous lead that Griswold has main- 
tained always in the damper business. 

The Griswold “American” Steel 
Spindle Damper is reversible. It installs 
itself right and at once. In to stay. Posi- 


Reg. U. 












8. 







One-piece non-break- 
able steel spindle. 


Sharp point that wil! 
pierce any stovepipe 





This notch curves up 

to catch hump if 

spindle is inserted 
from right. 





Putented 


tively locked. Any one of its sizes sells itself, 
by name. There are sizes + to 9 inches, in- 
clusive, or a 3-inch size without the reversible 
feature. Also furnace pipe sizes, [4 to 18 
inches inclusive. If your dealer can't supply 
you, write us now for bulletins and prices. The 
Griswold Mfg. Co., Erie, Pa., U.S. A. 


Makers of Extra lintshed Cooking Utensils in Cast 
Iron and Aluminum, (Vaffe Irons, Food Choppers, Ke- 
versible Stove and lurnace Pipe Dampers, Fruit Presses, 
Mail Boxes, Bolo and other Portable Bake Ovens, Gas 


Hot Plates, Electric Ilafle Bakers and Electric Hot 
Plates. 
ot of, LHE LINE THATS FINE AT CookiInGc TIME 


GRISWOLD 
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Business Improves in Cleveland Territory 
Seasonal Items More Active—Prices Firm 


‘Cleveland office of HARDWARE AGE) 

ARDWARE sales in this district show a little improvement 
H and are quite satisfactory. Retailers report a fair volume 

of business, although the volume is rather irregular from 
day to day, being affected by the change in temperature conditions. 
The spring season has been very backward and much of the seasonal 
business that is now going to the retailers usually comes out a few 
weeks earlier. 

Among seasonal items that are in good demand are refrigerators 
and lawn mowers. Builders’ hardware has become quite active in 
Cleveland, following a dull period when local building work was 
held up by a strike. Automobile tires are in good demand, although 
retailers are buying sparingly because of continued talk of price re- 
ductions. The most active item in sporting goods is indoor base- 
balls. Fishing tackle is not yet showing much life. 

Prices are steady and firm on most lines of merchandise and there 
are few price changes. Weldless wire chains have advanced. Previ- 
ous prices on these were regarded as quite low. Sheet prices have 
declined and the lower prices on galvanized sheets have resulted in a 
decline on corrugated roofing, but there has been no change in 
other products made of galvanized sheets. Double action hinges 
have declined about 10 per cent. Prices have come out for weather- 
stripping for next season, these being about the same as last year. 
AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tire sales have improved 
materially and are now very satisfac- 
tory. However, there is still talk of 
lower prices and for that reason retail- 
ers are buying from hand to mouth. 
Spark plugs are moving in good vol- 
ume. Jobbers have commenced to re- 
ceive orders for stoves, cots and chairs 
and other camping outfits. 

Cleveland jobbers quote Mansfield 





— packages and $1.40 for small 
ots. 
Eveready B batteries, No. 486, 
$3.58 each for unit packages and $3. 85 
each for smaller lots. 
No. 6 ignition type dry cell batter- 
les, 32c. each. 


BOLTS AND NUTS.—The demand is 
holding up very well. Prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 


tires f.o.b. Cleveland, 30 x 3% in. 

regular cord, $9.95; heavy duty over- list; carriage bolts, large and small 
size, $12.65; 32 x 4 regular cord, cut threads, 45 and 5 per cent off 
$17.50; heavy duty, $21.40; 34 x 4% list; stove bolts, 75 and 10 per cent 
heavy duty oversize, $29.50; balloon off list; hot pressed nuts, $3.90 off 
tires, 29 x 4.40, $13.85; 30 x 5%, list; small rivets, 65 and 5 per cent 
$23.45; 32 * Fe 8o:" gss.60; Ton tubes, off list. 

+ ae 0; 32 x 4, $3.75; 34 x ; 


present. Many retailers have not 
bought heavily and are waiting to see 
what the prospects will be for good 
crops. If crop conditions are favorable 
they are expected to place additional or- 
ders. 

Cleveland jobbers quote first grade 


29'x 4-40, "$2.95; 30 x 5%, $4; 32 x 6.20, 
$6.25. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4ic. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 


50c. each for over 100 binder twine at $6.98% per bale, 50 Ib. 
AXES.—The demand which has been £ross f.o.b. Cleveland, and $6.87% 
: 4 : f.o.b. Chicago or Auburn, N. Y. 
slow for some time, shows a little more 
BUILDERS’ HARDWARE. — Local 


life, which is noticeable in an increase 
in orders for fall shipment. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 


black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 


sales have been very good the past 
week or two, following a long period of 
inactivity when building work in Cleve- 
land was held up by a strike. A price 


Se8.; Soe, aeeee, ~_e ooo reduction of approximately 10 per cent 
$20 per den.: 8c. ane ter aunen has been made on double action hinges. 


lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Owing a slowing down 


'CORRUGATED ROOFING.—tThis is 
now moving in good volume. The price 
has been reduced 14 cents per square, 


PIPE.—These are moving in good vol- 
ume. There is no change in the dis- 
count. 


Cleveland 
trough and conductor pipe at 77 per 
cent off list in crate lots delivered. 


FANS.—Jobbers’ orders so far this sea- 
son have been rather light. 
Cleveland jobbers quote Polar Club 
fans, 6 in. Jr., each; 8 in. Jr., $3.20 
each; 10 in., stationary, $4.60 each; 


10 in. oscillating, $7 each. Prices for 
dozen lots are slightly lower. 


GALVANIZED WARE.—The demand 
is fairly good. Sales of sprinkling cans 
have been heavy. Prices are unchanged. 
Jobbers quote f.o.b. Cleveland; Sprin- 
kling cans, 4 qt., $5.90 per doz.; 6 qt., 
$6.65 per doz.; 8 qt., $8 per doz.; 10 
qt., $8.75 per doz.; 12 qt., $12.50 per 
doz.; 16 qt., $13 per doz.; galvanized 
pails, 10 qt., $2.60 per doz.; 12 qt., 
$2.80 per doz.; 14 qt., $3.15 per doz.; 
16 qt., $3.80 per doz. 
GARDEN HOSE.—Retailers are buy- 
ing quite freely. Prices are unchanged. 
Cleveland jobbers quote % in. dou- 


ble braid molded hose 10c. per ft.; 
same in higher grade, lic. per ft. 


GLASS BAKING WARE.—The demand 
is rather slow. 


jobbers quote eaves 


Jobbers quote f.o.b. Cleveland: 

Casseroles, round or oval, qt., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates, 8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

Bread Pans, No. 212, 60c.; No. 214, 
9ic 

Utility Dishes, No. 231, 67c.; No. 
232, 

Tea Pots, , cups, $1.67; 4 cups, $2; 


6 cups, $2.3 


GAME snaibes-sOaten for fall ship- 
ment have so far been very light. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.: No. 1, $1.38 per doz.; No. 1%, 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump traps, No. 0, $1.59 per 
doz.: No. 1, $1.83 per doz.; No. 1%, 
$2. 83 per doz. ; No. 2, $4.38 per doz. 


HANDLES.—tThe demand is fair, being 
about normal for this season of the 
year. 


Jobbers quote f.o.b. Cleveland: 

Axe “—. —No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz. ; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 7, 90c. per doz.; finest growth 
oe gl $1.50. 

Handles. 


Fork 
m.. a and bored, XX, 4% f 
per doz.; 


5 ft., 
4% ft., $4. 15 per doz.; , $5. 
os. xk bent, 4% ft., $2. 90° per doz.; 
$3.20 per doz 
aialee Fork andies. —Bent, XX, 
, $3.90 per doz.; 4% ft., $4. 25 per 
doz.: X, bent, 4 ft., $2.80 per doz.; 
41, ft., $2.90 per doz. 
Garden oat + ie —XxX, 4% ft, 
$3.30 per doz.; No. 1, 4% ft., $1. 50 per 


doz. 
Garden Rake Handies.—XX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 


— + sha ight, 
» $a. 75 


Shovel _Handies. — oe pattern 
_ 2 $5.90 per doz.; X, 4% ft., 
$3.75 ay ety D handle, $5. 60 per 


doz 








in the demand for radio batteries, that 
usually somes at this season of the 
year, sales have fallen off. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 


Reading matter continued on page 72 


this being a reflection of lower prices on 
galvanized sheets. 


Cleveland jobbers quote No. 28 gage 
corrugated roofing at $4.20 per square, 
f.o.b. Pittsburgh. 





EAVES TROUGH AND CONDUCTOR 


HOSE 
move in good valume. 





Spade Handles.—X grade, $5.40 per 
do 


REELS. — These continue 


Cleveland dealers quote Donley No. 


to 
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Investi gate— this 


source of extra income 


Sash Chain for bungalows, 
houses, apartment buildings 


Yy F YOU have not already done so, investi- 


Stronger gate the sales possibilities of ‘““ACCO’’ 

- No. 8 Sash Chain. Hardware dealers every- 

Can’t fray where are finding that it pays to push this 
wy 












of Attachment 
chain and that it builds a steadily increas- 


Outlasts ing repeat business because of the satisfac- 
building tion it gives. 
7 ‘““ACCO” No. 8 Sash Chain can be used for 


Costs no more ° any opening for which the sash is equipped 
per Opening with cord pulleys. It will actually cost no 





For one-hole sash. These coil 






springs provide a strong grip P 
that cannot tear loose. Sup- than cord more than cord—in some cases, much less. 
extra cost, %-inch, %-inch ~y No waste to chain—100 feet hang at least 






and l-inch. Simply slip coil 
into end link, as illustrated 
above, give it aturn and in- 
sert in sash with thumb. No 
hammering necessary. 


No. 2 






Easier to install seven openings, while cord hangs only five. 


Pg ouge™ Carpenters work quicker with ““ACCO” 
elps you se Chain—it is easily cut to required length. 
Y The attachments slip on in a jiffy. 


ACCO: 
No.8 Sash Chain 
—fits any cord pulley 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ont. 


District Sales Offices: Boston, Chicago, New York, Philadelphia 
Pittsburgh, San Francisco 


Largest Manufacturers of Welded and Weldless Chains and Makers of the famous 
WEED Automobile Accessories 


MAIL COUPON BELOW 
for prices and full particulars 






For two-hole sash. These 
hooks are supplied with every 
100 feet of chain at no extra 
cost. Simply drop chain 
through bore in sash, slip 
hook onto end link and draw 
hook into lower hole tight. 
Cannot come loose. Same 
hooks attach to sash weight. 












AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Conn. 
Gentlemen: Please send me full particulars regarding ‘‘ACCO”’ No. 8 Sash Chain. 


My jobber’s name and address is 





4 PROOUCT OF TH 
My Name ; AMERICAN 
y CHAIN COMPANY. Inc 
in business 
for your safety 
ec 


Address 








72 
2 hose reels at $1.75 each; Reelezy, 
$15.85 per doz. 
ICE CREAM FREEZERS.—tThe de- 
mand is holding up well. 
Jobbers quote f.o.b. Cleveland: 
Lightning Freezers, 1 qt., $2.10; 2 
qt., $2.50; 3 qt., $2.95; 4 qt., $3.60; 6 
qt., $4. 50: § qgt., $5.85; 12 qt., $9.45; 
White Mountain Freezers, : qt., $2.40; 
2 qt., $2.80; 3 qt., $3.35; qt., $4.10; 
6 qgt., $5.20; 8 qt., $6.75; 13 qt., $10.75. 
Auto Vacuum Freezers, 2 qt., $4; 3 
qt., $5.33; 4 qt., $6.66. 
NAILS AND WIRE.—The demand con- 





tinues rather dull. 
have good stocks. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 
lots. 

Jobbers quote as _ follows from 
stocks: 

Nails.—Less than car lots, $3 per 
keg: No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $3 per 
l”n0 Ib.; cement coated nails, $2.40 per 
100 Ilb.; polished fence staples, $3.70 
per 100 Ib.; galvanized fence staples, 
$3.95 per 100 Ilb.; miscellaneous nails 
and wire brads, 70 and 10 per cent off 
list. 

Barbed Wire.-—-8 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American special hog 
Wire, $2.50 

PAINTS AND OILS.—Local demand is 
light, as Cleveland painters are still on 


strike, 
good stocks. 


Mixed paints, 
grade, $3; lO pel 


best 
cans. 


regular shades, 
gal. for 1 gal 


(sutside white, $3.50 per gal. in 1 gal. 
ans 

Turpentine in bbls., $1.02: less than 
bbl., $1.17 per eval 

Linseed oil in bbls., 90c.; less than 
lolol $1.05. Boiled, 3c. extra per gal. 
White lead, in 100 Ib. kegs, 15'4c. per 
ib; in 50 and 25 Ib. Kegs, 15% per 
ib.; in 12% Ib. kegs, 15%c. per Ib.; in 
MO Tb lots, 10 per cent discount: 
other prices are net, 

POULTRY NETTING AND WIRE 


CLOTH. 
is about over, 
of small orders. Prices are firm. 

jobbers quote poultry 
and 7% per cent off list; 


Cleveland 
netting at 50 


valvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
black, $1.85 per 100 sq. ft.; galva- 
nized, $2.95 to $2.10 per 100 sq. ft. 





| 


_— = 


Retailers generally 


Retailers in other sections have 


Heavy buying tor the season 
but there is a fair volume 


HARDWARE AGE 


POULTRY SUPPLIES.—tThere is still 


some demand for these, although buy- 


ing for the season is pretty well over. 


as follows: 
$18.75 per 


Cleveland jobbers quote 
Thermic fountains, 2 gal., 


doz.; 3 gal., $24 per doz.;: 5 gal., 
$25.50; Feed troughs, Delphos, No. 12, 


$1.60 per doz.; No. 18, $2 per dozen; 
No. 24, $2.50 per doz.; Delphos Cylin- 
drical feed troughs, $8 per doz. All 
Round drinking fountains, $4.40 per 
doz.; Mason jar fountains, Star type 
without jar, S80c. per doz.; 1 qt., bot- 
tom fill, $2.50 per doz.; 2 qt., $3.15 
per doz.; 4 qt., $3.75 per doz.; Leg 
bands, American size, $3.10 per thou- 
sand; aluminum leg bands, $3 per 
thousand; Mediterranean, $2.85 per 


thousand. 


PREPARED ROOFING.—Asphalt roof- | 


ing is in good demand. Recent prices 
are holding. 


Cleveland jobbers quote slate sur- 


face roofing at $2.10 per roll; common 

grade smooth surface roofing at $1.25 

per roll: high grade smooth roofing at 

$1.60 per roll. 
REFRIGERATORS.—The demand for 
these has been quite active recently. 
Many retailers were slow in placing or- 
ders earlier in the season. Factory 
stocks of some makes have become bad- 
ly broken. 


ROLLER SKATES.—Buying is about 


over for the spring season. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 

('nion skates, Nos. 4 and 5, $1.42 
per pair; No. 6, $1.55 per pair; No. 3, 
ball bearing, 85c. per pair. 


ROPE.—The market is firm at the re- 
cent price reduetion. The demand is 


‘fair. 


best grade 
per Ib. for 
per Ib. for 
154c. per 
shipment 


Cleveland jobbers quote 
of manila rope at 25%¢« 
factory shipment and 26c. 
stock shipment. Sisal rope 
lb. factory and l6c. for 
from stock. 


SLEDS.—Orders for fall shipment have 
commenced to pick up a little. 
Cleveland jobbers quote sleds as 
follows: Flexible Flyers, 33% per cent 
off list f.o.b. Cleveland and 35 per 
list, f.o.b. factory. Lightning 
32-in.., $12.50 per doz.: 34-in., 
doz.; 36-in., $16.35 per doz.; 


cent off 
(yuider. 
$14.25 per 


eit | 
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40-in., $18.40 per doz.; 45-in., $22.25 


per doz.; 58-in., $26.15 per doz. 
STEEL SHEETS.—A weakness in mill 
prices has resulted in a decline in job- 
bers’ prices. Galvanized sheets are 
moving in good volume. 

We quote from jobbers’ stock f.o.b. 

Cleveland: Galvanized sheets, 28 gage, 
| $5 to $5.10 per 190-Ib. 
| SHOVELS.—Business is fair, but or- 
‘ders are confined mostly to current 
needs. Prices are unchanged. 


Jobbers quote shovels f.o.b. Cleve- 
land: No. 2 fourth grade $10 per doz. 
| in full bundles; No. 2 third grade $12 





per doz.; solid shank shovels, Syca- 
more, $12 per doz.; Ruf-nek, $14.15 
per doz. 


SCREEN DOOR GU ARDS.—tThese are 
‘moving quite well. 


Cleveland jobbers quote No. 28 and 
32 Donley sereen door guards at $6 
per doz. sets, three in a set. 


SCREEN DOORS AND WINDOWS.— 
A good volume of business has devel- 
oped recently. 


'SPORTING GOODS.—Jobbers report a 
‘heavy demand for indoor baseballs. 





| Other baseball goods are moving fair- 


ily well. 


Fishing tackle is not active, 


‘STOVE ACCESSORIES.—The demand 
'has been fair, but has quieted down 


somewhat. 


Jobbers quote f. 0. b. factory: Stove 
pipe in crates of 25 lengths, Security 
blued 28 gage 3-in., $2.85; 4-in., $3; 
5-in., $3.46; 7-in., $4. 05. 

— Security blued corrugated 
28 gage 3 in., $1.02; 4in., $1.14; 5 
in., $1. 25: 6 in., $1.38; 7 in., $1.88; all 
per dozen 

Stove boards in full box lots, paper 


lined, square, 26 in., $7.35 per doz.; 

28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45: same, wood lined, 24 in., 
$11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50: 30 in.. $18, and 33 in., $21.30; 
oblong, wood lined, 18 x 24 in., $9.95 
per doz.; 18 x 30 in., $12.50; 20 x 30 
in., $15.10; 24 x 26 in., $16.65; oblong 
paper lined, 18 x 24 in., $6.45; 18 x 30 
in., $8; 20 x 30 in., $9.45; 24 x 36 in., 
$10.10. 

Coal hods, galvanized, 17-in., $4.75 
per doz., for open models; 18-in., 
$5.30 per doz.; 17-in., closed with 
funnel, $6 per doz. 





Elephant plants tree on the Sesquicentennial site of the Save the Surface Home, the joint educational exhibit being erected by the paint and 
varnish industry of the country under the auspices of the Philadelphia Paint, Oil and Varnish Club. Photograph above shows the tree in place. 
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Summer Convenience Winter Comfort 
In cold weather, removal of screens is readily et- 


During the warmer seasons, when flies and other 
insects must be kept out, this Win-Dor Operator % &£ fected without tools, and Win-Dor Cam-Action 
automatically opens, closes and positively locks & @ “Bolt-Fasts” are used to draw the casement tight 
the casement in any position through the screen. S # shut at top and bottom. So tight is the joining 
Yet with Win-Dor “Snap-in, snap-out” Screen 4 secured by this wonderful bolt that a piece ot 
Hardware, the screen can be instantly removed paper placed between sash and frame cannot be 
when it is necessary to wash the windows and as removed once the bolt is seated. The nose of the 
easily replaced when the washing is completed. «3 bolt is tapered, finds its socket readily. Once the 
=e nose has entered the socket, the large handle is 


Tey Ree 
OTE EMG ARTE soy 0 
ess BS 


The cost of Win-Dor Operators plus Screen zo 
Hardware is no more than the cost of installing : 2 turned flat against the sash and cam-action with 
old-fashioned stays and the hinged screens neces- eS a 3%” draw takes place. The casement is thus 
sary so that thestays can be reached.Combination hd z closed that last eighth-inch that keeps out’ wind, 
Win-Dor “Bolt-Fast” cannot drop into opening 2 rain and cold. 
and interfere with operator. ig 5 

& % 


gre 


The guaranteed equipment which insures 
all-season casement satisfaction 




















_ ae mo 
Reh hy ee eat REO i ERLE ES Pe y. Below are shown te three Nafip, MT NR RG Ah oe apa te yale SER Seer 
= if a 6=—s pieces of a set of Win-Dor “A. . ae adnate ee ae oe 
ped em mere — - eee Screen Hardware. Asetcon- “% ; Fea 
ae | ncaa tua sists of two clip-handles, top A EX 
a ae. ne angle plate behind which ‘ ey 
As it MS screen is held and necessary SS 
ws be screws, 25c up, per set. at 
ies oI 
pe ¢ CS RRA  TIE Ss PE LIAN, Lag te Oe — — _ ane 
Bee erties Se eS Po eke bens eam | 


Detail illustration of Bolt-Fast and strike 





This is the Win-Dor Standard Surface 
Operator shown above. It is furnished in 
all standard hardware finishes and re- 
tails from $2. Readily attached, simple 
in mechanism, durable. 





plate. Note generous handle and eccen- 
tric tapered nose that allows for the cam- 
action draw when handle is turned flat 
against sash. From 75c each. 


Send for complete illustrated catalog and prices 


in<Dor 


CASEMENT HARDWARE 


THE CASEMENT HARDWARE COMPANY : 402-A North Wood St., Chicago, U.S. A. 


CASEMENT HARDWARE HEADQUARTERS 
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Haidwire Trade Improves in Northwest— 
Retailers’ Stocks Sufficient—Collections Slow 


(Minneapolis office of HARDWARE AGE) 


ing May was fairly satisfactory to the hardware dealers, 


J ite ates in the Northwest tributary to the Twin Cities dur- 


although not up to the high marks that they had set, men- 


tally, as their goals. 


Taken on the whole, however, the amount of 


business was fairly representative for the time of year and the 


other conditions. 


May ended with a season of good weather, which brought the 
first heavy wave of automobile tourists into Minnesota, the Land of 
Ten Thousand Lakes, into Wisconsin, with its excellent fishing, and 
into the Dakotas with their natural wonders of landscape. So, 
with the fishing season open, and outing business well under way, 
dealers are entering into their summer trade. 


Collections have been lagging, due to tax payments. 


Prices are 


still very stable, showing few changes during the past few weeks. 


AXES.—Sales are normal, with ample 


stocks on hand. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 


sae axes at $16 per doz. and 
double bit base weight axes at $21.50 
per doz. net. 


BOLTS.—Demand is fair, with stocks 
well filled. Prices show a slight change 
as to machine bolts. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
47% per cent; machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Sales are normal, with stocks 
well assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—tThere is 
a steady and consistent demand for fin- 
ishing hardware. While building is not 
up to the mark of last year in many of 
the communities, there still is a very 
good trade and a fair volume of ma- 
terial moving out. Stocks are in excel- 
lent condition. 

CARPET SWEEPERS. — Call for 
sweepers is fairly good, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: 
Carpet Sweepers, American Queen, 


$54 per doz.; -Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17-in., $60 per 
doz.; Parlor Queen, $56 per doz.; 
Princess, $50 per d0z.; Universal, 
nickeled, $46 per doz., and jap., $42 
per doz. 


Toy sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and ‘Junior, 

1 doz. cartons, $16 per doz. Little 

Helper, $2 per doz. 
CHURNS.—Demand for churns is fair, 
with ample stocks from which to draw. 
Sales show a slight increase over those 


of a month ago. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 


churns at 35 per cent from list. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.— With construction 
work at a fair level there is a demand 
for this class of goods. Stocks are well 








filled and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per doz., net. 


FIELD FENCE.—Call for field fence 
has been very good during the past 
few weeks. This work usually follows 
the spring planting, and demand im- 
proves at that time. Stocks were ready 
for the call. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate 
type of fence at $30.04 ner 100 rods 
with other sizes and weights in pro- 
portion. 


FILES.—Sales are fairly good, with 


stocks well filled. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Sales in this 
line are running at a normal level. 
Stocks are being kept up to a good as- 
sortment. Sprinkling cans have been in 
demand. Prices have not changed. 


We from jobbers’ stocks, 

f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.45; heavy tubs, No. 1, $1 2 60: 
No. 2, 
qt. nails, ; 
$3 .40; stock pails, 16 qt., 
, $5. 50 per dozen, net. 


GLASS AND PUTTY.—Sales are fair, 
but show a decline since the high point 
this spring. Stocks are still fair, but 
graded down to a lower point for the 


quote 


$5, "and 18 


summer _ trade. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Small 
tool sales are still very good. Demand 
holds pace with the construction work. 
Home owners are in the midst of spring 
repair work and are buying. Prices are 
steady as last quoted. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Maydole, No. 11% 





nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz., net. 
HOSE.—tThe first rush of the season 
brought good business in lawn hose, but 
more precipitation generally over the 
Northwest has reduced the demand. 
Still, this so far has been a very good 
year in this line. Stocks are in good 
condition and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, Ra 
in., 3 ply, $8.25; Leader, % in., 5 
$9 50; ¥% in., 5 ply, $10.75; Good Luck ‘ 
5% in., 6 ply, $10.75; Bull Do es ae 5B _ 


7 ply. 14; Riverside, molde ne 
sanek 14; % in., black $12. ‘Oe ba 
xy in., $14. 50; % in., $14 per 100 ics 


net. 
ICE CREAM FREEZERS.—Demand is 
fair, with stocks filled for the heavier 
trade of the summer. Prices are firm 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
Alaska Freezers.—1 qt., $2.95 each: 


$3.45 each; 3 qt., $4.10 each; 4 
$5 each; 6 at., $6.30 each; 8 qt., 
$3. 20 each; 10 qt. $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1l1-qt.. 
3.35 each; 2 qt., $3.90 each; 3 at., 
4.65 each; 4 qt., $5.70 each; 6 at., 
$7.25 each; 8 qt., $9.35 each; 10 at., 
$12.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 uat., 
$5.65 each; 3 = $6.75 each; 4 aqt., 
$8.25 each; 6 $10.45 each; 8 at., 
$13.50 each; — 10 qt., $18 each. 
These are list prices and are subject 
to a dealer’s discount of 50 per cent. 


LANTERNS.—Sales are at an even 
rate, with stocks well filled. There is 
a certain demand from the contracting 
trade for lanterns to guard street ob- 
structions. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
= ag tubular lanterns, $13 per doz., 
n 


LAWN MOWERS.—Demand is good, 
with stocks in readiness for the call. 
This is the height of the selling season 
for mowers. Prices are firm, as last 


ras 


quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 


styles A and C mowers at 35-5 per 
cent; Style E, 40-5 per cent; style K, 
35 per cent, and Riverside ball bear- 
ing, $8.75 each, net. 


MILK CANS.—Call is fairly good, 
with chances for betterment as the sea- 
son advances. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.60; 8 gallon, $3.10 and 
10 gallon, $3.20 each, net. 


NAILS.—Sales are showing some im- 
provement as building operations im- 
prove. Stocks are fairly well filled, but 
in some instances need filling in. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Demand for oil heat- 
ers still continues to be good. As 


Reading matter continued on page 76 
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Quickly, quietly, the motor on 
the new Elliott-Fisher sends 
the carriage gliding back and 
forth over the flat writing- 
surface. All the operator does 
is strike the keys. } 


Perfected! 


A new Elliott-Fisher Machine that is automatic and electric! 


All present features have been retained — 
electricity has been added 


OW power does what hands once Thenew Elliott-Fisher Automatic Electric 





did. Zip... zip... quickly, quietly 
... the motor on this accounting machine 
sends the carriage gliding back and forth 
over the flat writing-surface. All the 
operator does is sttike the keys. Elec- 
tricity does the rest. 

This new machine, known as the Auto- 
matic Electric, is the latest triumph of 
Elliott-Fisher engineers. In perfecting it, 
they have retained all the exclusive Elliott- 
Fisher features which have been proved 
by years of experience. Nothing has been 
lost. Electricity has been added. 


is simple in construction without any 
complicated attachments. It has the 
extreme durability for which Elliott- 
Fisher machines have always been 
noted. 

Would you like to see the new Auto- 
matic Electric—see what it does and how 
it can be used in your accounting depart- 
ment? Say the word and we'll be glad 
to arrange for a demonstration. Just 
write—Elliott-Fisher does the rest — just 
right. Elliott-Fisher Company, 342 Madi- 
son Avenue, New York, N. Y. 


Some Elliott-Fisher Automatic Features 


1. Automatic Carriage Return Right and 6. Automatic Column Tabulation. 10. Automatic Decimal Spacing. 
7. Automatic Accumulation of Column 11. Automatic Proof of Balance Written 
Totals. —Star Signal. 


2. Automatic Carriage Return Forward 
and Back. 


3. Automatic Line Spacing. 
4. Automatic Circuit Breaker. 


5. Automatic Starting and Stopping of 
_ Electric Motor. 


8. ee ay ay ee a 12. Automatic Audit Sheet. 
eutral for Cross Balances simulta- . nalts 
neous with Automatic Accumulation 13. Automatic Combination of Related 
of Column Totals up to 29. 
9. Automatic Elimination of Computa- 
tion in any column position desired. 15. 


Records. 
14. Automatic Carbon Feed. 
Automatic Alignment of Forms. 


Eiliott-lhisiher 


AUTOMATIC ELECTRIC 
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stated, this is the season for the sale of | ROPE.—Sales are normal, with some 


this article and dealers are recognizing | 
it. Stocks are well filled and prices 
steady. 
We 
f.o.b. 
japanned 
and No. 
$5.32 each, 


PAINTS 
side painting is in full progress. 
mand is good in a retail way. 
are well filled and prices are firm. 
There is a wonderful opportunity for 


jobbers’ stocks, 
No. 12 oil heaters, 
steel, $3.66 each, 
polished steel, 


quote from 
Twin Cities: 
polished 
016, nickel 
net. 


De- 


Stocks | _“. “oe 
_ prices remaining unchanged. 


| 


AND WHITE LEAD.—Out- | 


the retailer to reap a harvest in this | 


line. Observe the thousands 
painted buildings—there is the field. 
We stocks, 
f.o.b. First grade house 
paint at gallon, in 1 gallon 
cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net 
PAPER.—Building paper 
a fair rate. Stocks are well filled, and 
prices are firm. 


quote from jobbers’ 
Twin Cities: 
$2.80 per 


stocks, 


We quote from jobbers’ 
fob. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 ewt., and tarred fell at $5.85 
cwt., net. 


PUMPS.—Demand for pumps is grow- 
ing over the Northwest. A better water 
supply is the ambition of every farmer, 
and dealers are beginning to see the 
market opening. Stocks are well filled, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 449, 
plain spout windmill force pumps, 
§-in. stroke, $6.85; adjustable stroke, 
$7.50: No. 495, underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6 ft. set length, 
$5.25 each, net. 

PYREX OVENWARE. Ss are nor 





mal and even. 
with prices steady. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: No. 113 casseroles, 
at $1.17; No. 197 casseroles, $1.17; No. 
402 pie plates, 50c.; No, 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 23 
utility pans, 67c.; o 12 tea pots, 
$1.67: No. 24 - a pots, $2, and No. 36 
tea pots, $2.33 each, net. 

Kk EGISTERS._Call for registers is 


fairly good. Stocks are in good condi- 
tion, with prices unchanged. 

We 

f.o.b. 


isters 


from jobbers’ stocks, 
Wrought steel ree- 


from lists 


quote 
Twin Cities: 
at 40 per cent 


’ § NHE other day, the entrance committee of Harvard 
University announced that, beginning next fall, 

the number of undergraduates in the freshman class 
would be reduced from fifteen hundred to one thou- 
that applicants must be among the first one- 
classes as regards scholarship in 
preparatory schools and that they must submit photo- 
graphs of themselves along with their applications. 
Laugh as we may, the world bases no small part of 
its judgment of men upon their appearances. 
may stick our tongues in our cheeks and laugh up our 
figuratively at the tailors who tell us we 


sand, 
seventh of their 


sleeves 


should wear the clothes which give us the 


dollar look,” but there is undoubtedly considerably 


sagacity in their advice. 
And, if our oldest university judges applicants upon 
their personal appearance, then of how much even 
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Stocks are well filled, | 


of un- | 


is selling at 


indication of the coming demand for 


rope for haying. Stocks are well filled, 


| with prices steady. 
We quote from 
f.o.b. Twin Cities: 
rope at 26%c. Ihb., 
grade sisal rope at 18c. 


jobbers’ stocks, 
Best grade manila 
base, and best 
Ib., base. 


SAN DPAPER.—Demand is fairly good, 


due to construction work and painting 
operations. Stocks are well filled, with 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream, and garnet, 

No. 1, $16.50 per ream. 
SASH CORD AND WEIGHTS.—Call 
for cord and weights shows the influ- 
ence of building operations. Stocks are 
kept in good condition, many mer- 
chants still working on orders of sash 
cord placed last fall. Prices have not 
changed. 
We 





from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb., and second grade at 
37l%c. Ib.: cast iron sash weights at 
$2.10 cwt., net. 


SCREEN DOORS AND WINDOWS.— 


quote 


Demand for screen doors and windows 


| shows 


improvement with the approach 


of the insect season. Stocks are well 


_ filled and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Commo. screen 
doors, 2-8 x 6-8, $1.63 each: fancy, 
2-S x 6-8, $2.44 each; Sherwood ad- 
justable window screens, 24 in., $6.40 
and Wabash extension, 24 in., $5.20 
per dozen, net. 

SCREWS.—Sales are fairly good, with 
stocks well filled. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-10 per cent; flat 
head, japanned, 72%-10 per cent: 
round head blued, 77%-10 per cent; 
flat head brass, 7T7i%-10 per cent; 
round head brass, 75-10 per cent from 
lists. 

SOLDER.—Demand is even and nor- 
mal. Stocks are well filled. Prices 


are slightly changed. 


from jobbers’ stocks, 
Warranted half and 
Ilb., and strictly 


We quote 
f.o.b. Twin Cities: 
half solder at 40%c. 
half and half solder at 39%%e. Ib., net. 


STEEL SHEETS.—Stocks are _ well 
filled, with demand holding steady, with 
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perhaps a slight increase. Prices are 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 


base (28 ga.) and 


sheets at $5.60 cwt., 
base. 


black steel sheets at $4.35 cwt., 
TIN.—Call for sheet tin is fair, having 
developed slightly with building opera- 
tions. Prices are firm as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 23, 
8 lb. coating roofing tin at $15.25 per 
box. 


TORCHES.—Demand is showing some 


increase. Stocks are well filled, with 
prices holding firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7.08; No. 48, qt., 
$7.48; No. 49, qt., $8.54: No. 52. at., 
(flat), $6.96 each. Turner Standard 
line, No. 8, qt., $5.33; No. . 8. 
$5.76 No. 22, qt., $6.53; No. 30, qat., 
$6.91; No. 38, qt., $5.76; No. 39, qt., 
$6.05; No. 9: 2" qt., $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 
$5.25 each Turner firepots, No. 53, 
$7.20; No. 63, $7.97; No. 66, $10.18; 
No. 76, $7.13; No. 34, $8.67 each, net. 

WHEELBARROWS .— Sales to con- 
tractors are normal for the season. 


Home owners are buying to some ex- 
tent. Prices have not changed. 


We stocks, 

f.o.b. Twin Cities: Barrel tray fully 

bolted wheelbarrow, $37 doz.; No. 2 

tubular, $7.33 each, and No. 1 garden 
each, net. 


barrows, $6.25 
WIRE CLOTH.—Demand shows a good 
increase with the approach of fly time. 
Stocks are well assorted and prices are 


quote from jobbers’ 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, i2 x 12 
mesh, $2.35 per 100 sq. ft. base; 
galvanized, 14 x 14 mesh, $2.70 per 
100 sq. ft. base, and 16 x 16 mesh, 
$3.10 per 100 sq. ft., base. 


WIRE. —Fence wire is meeting with a 


| wether demand as the season advances. 
| Stocks have been in readiness for the 
'trade for some time. 


Prices have not 


changed: 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire at $3.01 per 80-rod spool; painted 


per 80-rod spool; 


hog wire at $3.22 
galvanized cattle wire at $3.21 per 


SO0-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt.; and galvanized 
smooth wire No. 9, $3.70 cwt. 


Looking the Part 


greater 


We 
smoke stacks. 


“million 
latter, they 


in the sales person! 
the importance of this matter by requiring that their 
women sales people shall dress in black and white in 
order to make a uniformly neat appearance. 
a trans-Atlantic liner was put into service equipped 
with Diesel engines which require no smoke stack but 
it was soon found that the public associated smoke 
stacks so inseparably with steamship power that it 
was essential to equip this boat with two imitation 
The mere fact that one of them is now 
used as a ventilator and the other to house an elevator 
makes little difference to the traveling public. 
connote power and speed and efficiency. 
In other words, the boat had te look the part; and so, 
too, must every one else to be successful, the man or 
woman who sells merchandise being no exception. 


importance must be a similar consideration 


Most dry goods stores appreciate 


Recently 


To the 

















June 10, 1926 HARDWARE AGE 77 


Are You Selling the Right Rope 
By the Right Method? 


By right rope we mean Plymouth Manila—the 
one brand known to practically all rope cus- 


tomers for more than a century. 











By right method we mean the Plymouth plan. 
the modern way, by the FOOT—not by the 


POUND. 























9 eRe 
[Deal's Schedl forRtiing Phmoath Rope by the fost las : | 
The rope buyer invariably asks for a certain 
Revised January 192% Reverse Card for Selling Tables 10-38 
CJ aie Oe Ok kk OR oe BK wk ak number of feet—not so many pounds. Here is 
Faves aria] Base guent Sues] Sued SUBS" Ea eS’ gai gaa" eave; GatY' Gost’ gue 
Per aner |e seu[-tee vive (ure tsa var iage ase vae{ van ese where the Plymouth Dealer’s Schedule for re- 
sar rear] Be] Bast pas paet noe) ser] -a0-—so0 nest -seet-ste teas oe : 
— Wie eet eer gest eer ott torah ener Sest-eoa erst gi tailing Plymouth Rope by the foot saves you the 
p— et Set Set eee eee ear wae eer coer cart east eae ee 
ef pee vae Tet ree gant gar eat Seri epel rece {veeeicte bother of weighing the rope and also enables you 
| te | 678) 1096 10.66 t007 | 1: 67 12. 2.79 1340 19.71 1401 | 1402) 1680 
ive 1 73 | 2.08 2 a1 3.60 ® 8 1663 6.67 | 16.66 | 17.26 e e ° 
p—faer— ere Capa ret noee teres coer eeee cae fs Tea to determine selling price at a glance. 
—— Fn —| se eae tees pec {ghey (ahas une gear cnr [anaes ner en P 
in basieeeeinnindaeaei Whether the customer wants 5 feet of rope or 
THESE FIGURES APPLY To purmount OPE ONT. DO NOT ATTEMPT rape pmo ~ e 
, 500 feet, you can tell him exactly how much the 


rope will cost before it is cut. The prices are 
given for lengths of 100 feet, which makes it a 
simple matter to figure the price on varying 
lengths and offer a definite quotation on any 


size and length of Plymouth Rope. 


Thousands of dealers are selling Plymouth Rope 
by the Foot. They know that Plymouth’s yard- 
age and uniform quality enable them to success- 


fully meet price competition and afford them an 











extra profit on every sale. Are you? 


Ask your Jobber to have one of these Price 


Schedules sent you—or write us direct. 


PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. 
Welland, Canada 
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Augustus F. Shapleigh 
the Founder 


on its back cover an announcement of the 

sixty-second anniversary of Shapleigh Hard- 
ware Co.’s Diamond Edge trade mark. That an- 
nouncement marked the observance of an event in 
the business life of that great wholesale hardware 
organization, such as few concerns can boast of. 
A short history of the trade mark and the firm it 
represents should therefore prove of interest to our 
readers. 

The Shapleigh Hardware Co. was founded in St. 
Louis, Mo., in 1843 by Augustus F. Shapleigh. For 
eighty-three years it has prospered and progressed 
and is today an outstanding wholesale hardware 
distributing company. Present officers of the firm 
are A. L. Shapleigh, chairman of the board; R. W. 
Shapleigh, president; W. G. Yantis, vice-president; 
A. Wessel Shapleigh, treasurer; L. Matthews, Jr., 
secretary; E. L. Johnson, assistant secretary. These 
officers and R. H. Ogle, C. E. Hill, F. E. Smith, J. S. 
Driscoll, and G. A. C. Woolley, Jr., form the com- 
pany’s board of directors. The executive committee 
is comprised of A. L. Shapleigh, R. W. Shapleigh 
and W. G. Yantis. 

The trade mark, Diamond Edge is the family 
name which distinguishes an extensive variety of 
tools and cutlery, the distribution of which is con- 
trolled by the Shapleigh Hardware Co. Originated 
in 1864 and patented in 1888, Diamond Edge is said 
to be the first established trade marked line of its 
kind in the United States. 

In commemoration of the sixty-second anniver- 
sary of its trade mark the Shapleigh Hardware Co. 
has printed a very attractive folder, containing the 
picture of Augustus F. Shapleigh, the founder, and 


T= May sixth issue of HARDWARE AGE carried 


Feature Programs 


N connection with window and interior displays of radio it is a good idea to use a show card on which 
you call attention to the broadcasting of some special sporting event or some interesting feature on the regu- 
lar programs. Let people who haven’t radios know what they are missing. The average American is no 
longer interested in radio solely for the sake of the novelty of the thing. The various musical, sporting and 
political events are what interest him, and the more you tell him about these the more you are boosting your 


radio sales. 


Reading matter continued on page 80 


Kighty-Three Years of Prosperity is 
Record of Shapleigh Hardware Co. 


Concern founded in St. Louis in 1843 by Augustus F. Shapleigh has 
grown and prospered—Is today an outstanding figure in wholesale hard- 
ware distribution—Celebrates 62nd Anniversary of Trade Mark 








a fac-simile of the patent granted on Diamond 
Edge, by the United States Government. The folder 





TRADE-MARK. 
A. F. SHAPLEIGH HARDWARE COMPANY. 
CUTLERY AND EDGE TOOLS. 
No. 15,905 Registered Sept. 25, 1888 























/ 
Photographic reproduction of trade -Mark registered 
in U. S. Patent Office. 











Reproduction of second page of patent granted to A. F. Shapleigh 
Hardware Co., now operating as Shapleigh Hardware Co. 


is printed in three colors and includes a little story 
on the organization and distribution policies of the 
firm. 
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Hartford Balloon 
Cords 
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Do Your Tires Speak Well 


VERY time a hardware dealer sells a 
E tire his business reputation is at 
stake. 

If the tire gives satisfactory service, he 
has so much extra good will for everything 
else he sells in his store. If he sells in- 
ferior tires, the word soon gets around 
that his store is not reliable. 

The dealer who handles the Hartford 
Line of Tires and Tubes has nothing to 
worry about in this regard. 

His tires boost his store because they 
give the kind of service that means satis- 
fied customers. In fact he makes new 
customers constantly because of the 
honest value in Hartford Tires and 
Tubes. 






Hartford 


' Hartford Heavy 
Service Cords 


_~ 
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of Your Hardware Business 


Car owners like to go to a dealer who 
has exactly the right tire for their partic- 
ular needs. The Hartford line is complete. 


The makers of Hartford Tires and 
Tubes see to it that Hartford quality is 
high. They also watch costs of manu- 
facture and distribution so that the Hart- 
ford dealer can profitably compete with 
other tires. 


Hartford Tires are distributed through 
the leading Hardware Jobbers of the 
country —an indication both of economy 
in distribution and of the high regard of 
this line in the jobbing field. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway 


New York City 






Hartford Cords 
(High Pressure) 
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Hartford “‘H” Tread 
Clincher Cords 
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“Phere;s where the glass 
falette “Stock will go!” 
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| Glass Department 
solves the space problem 


OOK around your store for about six 
feet square of space that isn’t 
paving satisfactory dividends. By con- 
verting such “‘dead wood”’ into a live 
glass department you attract a host of 
customers to your store who formerly 
passed you by. 





Just bear in mind that home owners as 
well as carpenters, painters and build- 
ers need glass all year round. The 
neighborhood store that serves them 
with a good quality glass is bound to get 
the rest of their hardware business too. 


“Se BEST 9=" 


is not only the best in name but in 
strength, flatness and clearness also. It’s 
the type of honest merchandise that 
builds confidence. 





SOLD AND DISTRIBUTED BY LEADe« 
ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 


AMERICAN WINDOW GLASS (5) 
Renee 


AMERICAN WINDOW GLASS 


Worlds Largest Producer of Window Glass he 











CO. 






HARDWARE AGE 


| pendent. 








GENERAL OFFICES: PITTSR''RGH. PA. .P8ANCHES IN PRINCIPAL CITIES 





June 10, 1926 


Exit the Sphinx 


HE old order changeth. In every kind of en- 
deavor, the Biblical truth comes home to us, in 
practical ways, that the human family is inter-de- 
That is so in international relationships; 
it is also true in business relationships. The sphinx 
is a mighty bad business symbol. The business man 
who thinks he can succeed on the basis of aloofness, 
of secrets, of refusing to share with his competitor 
the knowledge he gains and to receive from them, 
in turn, what they learn, is chasing rainbows. On the 
one hand, we have the makers of Beecham’s pills who 
refused to patent their article because that would 
necessitate the recording of their formulae. 
When they sued a competitor who appropiated the 


_ Beecham name, they carried the matter to the Supreme 
Court only to find the contention of the defendant 
upheld, that, since he re-discovered the secret formula, 


he had a right to the only designation by which the 
product could be identified. On the other hand, we 


have the Palmolive Company endowing a fellowship 


at a prominent university for the maintenance of 
classes open to any who can qualify for them for the 


study of improved methods in the soap industry in 
_ general. 


Peculiar as it may seem, this world is so constituted 
that, in the long run, real progress and real protec- 
tion are far surer when the cards are laid on the table, 
face upward. The day of up-stage or back-stage 
whisperings has passed; and the public judiciously 
rewards those business men who play the game fairly 
and squarely. 


June Brides 


T was decided a long time ago that a day in 

June was a pretty rare thing, but there are go- 
ing to be twenty-six business days in June this year 
and, unless all indications are wrong, the June 
bride will not be at all rare. 

With the usual scores of June weddings coming, 
it behooves store owners and men behind the counter 
to begin to think of supplying the many gifts that 
will be needed. Of course, the windows should be 
used to invite customers to buy wedding presents. 
But, it isn’t the brides who do the buying—that comes 
later; it is to the friends and relatives of the young 
couples to whom we must make our appeal, and to 
whom we must sell. 

A salesman can usually tell a gift shopper and, 
having that advantage, I think it would be well for 
us fellows to make a little study of the many useful 
and necessary articles carried in our store that the 
brides would appreciate. If we will but give this 
a little thought and look over our stock with wed- 
ding presents in mind, I am sure that we will be 
able to make a great many more suggestions and 
more sales to the buyers of wedding presents. 

A hardware store is an ideal place to buy pres- 


_ents and during the month of June is a mighty good 


time to concentrate on the June bride, or rather on 

the sale of wedding presents for her, so let’s go 

right after it and get our share of this business. 
W. D. M. 
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An Analysis That Boosts Sales 


(Continued from page 40) 
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ployees boosters for the business instead of wage- 
earners? Are you paying them enough—too much? 
What educative program can you adopt which will 
make them more valuable for 1926? 

Fifth, what about your window displays? Do 
they attract attention—draw crowds—excite curi- 
osity in passers by? Is your store arrangement 
conducive to shopping—does it add zest to buying? 
How can you create a more attractive environment 
for 1926? What interior sales signs, slogans, pic- 
tures, mottos and decorative effects can you employ 
which will lend an eager shopping atmosphere? 
What did you do successfully along this line last 
year? How many new ideas did you put into exe- 
cution—how many were successful? Based on your 
inventory for 1925, how can you profit for 1926? 

Sixth, is the problem of service, thé crowning 
point of business success in the hardware business, 
without which you have but the framework or husk. 
Was the quality of your merchandise up to stand- 
ard? How many lines did you not carry which the 
customer asked for? Of how many were you “just 
out”? How much repeat business did you get last 
year because your hardware was up to standard? 
How much business never came back because qual- 
ity was below normal? How about your delivery 
service? Did you fulfill promises? How many cus- 
tomers complained? 

Concerning complaints of every character, do you 
know the names of the customers—for a single dis- 
satisfied customer that won’t come back is just that 
much business lost for the year? Have you a report 
on what happened, how the breach was healed, what 
was done in each case? If you have, now is a good 
time to study and analyze these complaints. Find 
out if you lost or kept the majority of customers. 
Your 1925 inventory ought to show up some of these 
things, and if it does not, row is the time to begin 
keeping track of every failure to deliver 100 per cent 
in service. Such data will enable you to prevent 
similar recurrences and enable you to make 1926 a 
“no-complaint” and “complete-satisfaction” year. 

And last some self-analysis. How much has 1925 
meant to you in a business way? Was it a suc- 
cessful year and how much did you personally con- 
tribute to its success? Have you done everything in 
your power to develop and advance your business? 

By taking stock of what happened and using those 
valued experiences to guide you, your inventory- 
taking will be time well spent, and by getting ag- 
gressively behind your problems in this way you can 
forge ahead. What if you should find the past year 
one of outstanding greatness, don’t be deceived, for 
you can still make the coming year the most profit- 
able in history. 

There is an unlimited field of progress ahead, and 
if you chart your course and base your future 
achievements on the inventory of past accomplish- 
ments, each succeeding year will be the guiding star 
for a pyramid of sales-success which no competition 
can wreck nor winds of adversity destroy. 
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responsibility 
—your profit 


This straight-from-the-shoul- 
der guarantee is given to 
every buyer of Ney equip- 
ment. We guarantee all Ney 
goods to give satisfaction to 
the user. 


There is no quibbling—no 
two ways to take this guar- 
antee. It is a simple, straight- 
forward pledge from men 
who are confident of the dol- 
lar for dollar value they put 
into the goods they make. 


This guarantee is one of the 
biggest business assets of the 
dealer who sells Ney equip- 
ment. It is his word of 
honor to his customers—a 
force that adds to his reputa- 
tion—a business builder and 
a definite aid in building 
steady profits. 


Original 
Genuine 


AYING 
TOOLS 


Standara Everywhere 














Hay Forks 
Stalls Pull : dise Carriers 
; Merchandise 
Hay Carriers Steel Hoists 





Hay Carrier Steel Track and Fixtures 3arn Door Hangers and Tracks 










Porch Swing Chains Vire Stretchers 
Automatic Water Bowls Weldiess Chain 
Pens Tie-Out Chains 
Litter Carriers Hay Rack Clamps 







Hay Knives Hardware Specialties 





Jie NEY MANUFACTURING CO. 


stablished 1879 


CANTON OHIO 
Minneapolis, Minn. Council Bluffs, lowa 
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The Trail Leads to Tampa 


(Continued from page 34) 


West Tampa and Ybor City. Tampa is a typical busi- 
ness city, with good stores, modern hotels and all 
that goes with business and progress. West Tampa 
has a mixed population—largely Spanish and Cuban. 

We saw Ybor City under the most favorable of 
circumstances. It was a personally conducted tour 
under the guidance of none other than the Hon. 
Peter O. Knight, General Counsel for the Southern 
Hardware Jobbers’ Association, and incidentally one 
of the best known men in Florida. Mr. Knight knows 
Florida and believes in it. He knows Tampa and 
takes an interest in everything pertaining to Tampa. 
He knows the Spanish and Cuban residents of West 
Tampa and Ybor City, and is one of the few of other 
nationalities who belong to the Spanish and Cuban 
clubs. The clubs are interesting. They are for the 
whole family, not for men only. They have reading 
rooms, gymnasiums, banquet*rooms, theaters and ball 
rooms. Last, but not least, they are paid for. Not 
a dollar of indebtedness stands against a single one 
of those clubs. By the way, don’t pronounce the name 
of Ybor City as I did—Ibor City. If you do they will 
know you for a tenderfoot. The natives call it Ebo 
City, and what they say goes. There are many good, 
live hardware stores in Ybor City and West Tampa, 
and all were doing a good business. 

As we came back to Tampa proper, we noticed a 
crowd in front of a show window, and stopped to in- 
vestigate. Sure enough, it was a hardware store, 


and the crowd was viewing a sporting goods display. 
That window was a dandy. In the background was a 
large map of the district tributary to Tampa, which 
flowed down on to the bottom of the window and de- 
veloped into a realistic bit of ocean and bay. There 
were light houses, ships and even fishermen in evi- 
dence. At various points on the map were small 
colored electric lights, and outside the window was 
a row of push buttons operating the lights. Under 
each button was the name of some kind of fish. If 
you wanted to know where tarpon were biting, you 
pressed the button over the word tarpon,’ and the 
little light flashed up on the tarpon fishing grounds. 
If you yearned for bass, you pushed the bass button, 
and so on. 

Yes, you’ve guessed it. It was the store of the 
Knight & Wall Co. We will show you a picture of 
that window later and tell you more about it. 

Well, we spent several days in Tampa to good ad- 
vantage. We found the hardware houses, wholesale 
and retail, in fine shape and doing a good business 
We noted some overstocks, but nothing to write home 
about. When we left we carried away a good im- 
pression of Tampa and a box of our favorite cigars. 

And then we journeyed to St. Petersburg and Clear- 
water. But that’s another story. It’s like a wind 
pipe, continued in our necks. 

LLEW S. SOULE, 
The Man Behind the Counter. 
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HSocket Wrench Sets 






The Time for Action Is Now! 
























Here are the facts— 
Every car owner is spending money on his car. 


Everv car owner needs a socket wrench set—shouldn’t 
be without one. 


[In ninety cases out of one hundred you can sell the car 
owner a None Better or a Handle Lock Socket Set by 
just suggesting it. Five minutes times does it. 


There is real profit for you in every sale. 


The time for action is now—spring time is tinkering 
time—sell more socket sets every day. Tell them and 
you'll sell them. 





The New Britain Machine Co. 








Also Sole Makers of 
Handle Lock Socket Sets 


New Britain 


198 Chestnut St. 
Connecticut 
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Remington Sportsmen’s Week Oct. 11 to 16 
Window Display Contest Important Feature 


EMINGTON Sportsmen’s Week, an annual merchandising event 


conducted under the auspices of the Remington Arms Co., 


Inc., 


25 Broadway, New York City, will be observed Oct. 11 to 16 this year. 
The purpose of this week is to create a greater interest in the develop- 


ment of window decorations as a means of stimulating retail sales. 


An 


important feature of Remington Sportsmen’s Week is a window display 


contest with cash awards offered by the Remington Arms Co., Inc. 


Awards totaling $5,000 are to be dis- 
tributed to retailers whose window dis- 
plays are judged as winners. In all 
there are 506 cash awards. The grand 
prize is $250. There are three prize 
groups based on population. Each 
group has a group of cash awards as 
follows: 

Group one is for retail dealcrs in 
towns with a population of 3000 or 
under. 


CF See $100.00 
Two awards, each ............ 75.00 
Three awards, each ........... 50.00 
SE DWRUGE, GREM 2... ccc ccees 25.00 
Fifty awards, each ........... 10.00 
120 awards, each ............. 5.00 


Group two is for retail dealers in 
towns with a population of from 3001 
up to and including 6000. 


a a $100.00 
TWO SWOrds, GACH .........00% 75.00 
Three awards, each ........... 50.00 
Six awards, Gach .........cc0- 25.00 





Fifty awards, each 
100 awards, each 

Group three is for retail dealers in 
towns with a population of 6000 or 
more. 
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ee $100.00 
Two awards, each ............ 75.00 
Three awards, each ........... 50.00 
EE rere 25.00 
Fifty awards, each ........... 10.00 
100 awards, each ............. 5.00 


The judges are Llew S. Soule, Ed- 
itor, HARDWARE AGE, New York City; 
Rivers Peterson, Editor, Hardware Re- 
tailer, and G. J. Taylor Spink, Sporting 
Goods Dealer. 

Conditions of the contest are: 

Any dealer who uses free display 
material, furnished by the Remington 
Arms Co., Inc., may compete. Striking 
window display material, in full color, 
will be furnished without cost or obli- 
gation to purchase merchandise. This 


material will be shipped prepaid to 
dealers who compete. 

Each contestant must furnish a pho- 
tograph of his window display on or 
before Nov. 6, 1926. All photographs 
to be addressed and forwarded by 
registered mail to Department “A,” 
Remington Arms Co., Inc., 25 Broad- 
way, New York, N. Y. Glossy prints 
or enlargements 5 in. by 7 in. to 8 in. 
by 10 in. are recommended. 

Judges will begin considering the 
photographs of window displays on or 
about Nov. 6, 1926. The photographs 
will be judged solely on the basis of 
the window displays’ merchandising 
values—points covering originality, 
trade-pulling power and general attrac- 
tiveness, regardless of whether the 
dealer considers the photograph of his 
window display good or bad—regard- 
less of the size of the window in which 
the display 1s made. 

Checks will be mailed to all winning 
contestants as soon as possible after 
the photos are judged, which will be on 
or about Dec. 15, 1926. The contest is 
open to all retailers throughout the 
United States. The winner of grand 
award of $250 will not participate in 
the other cash prizes in this contest. 

The competing window displays must 
feature hunters’, trappers’ and camp- 
ing goods, which are the subjects cov- 
ered in the window display material. 





a\ pereee O-K HAY UNLOADER 


PATENTED 


STEEL, 
WOOD, 
or 
CABLE 
TRACK 


MYERS FORKS, SLINGS and PULLEYS 


Before harvest is over nearly every farmer buys some hay unloading equipment— 
perhaps a new unloader—a fork—a set of slings—a pulley or two—some track or 
hangers—a few hooks or a rafter grapple—he wants them in a hurry—and depends 
on you for service—Myers Hay Unloading Tools are of uniform quality—they serve 
better because they are built for better service. How is your stock? 
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| ¥ you want to sell more hay and grain un- 
loading tools this year—sell the complete 
Myers Line—Unloaders, Forks, Slings, Pulleys, 
Tracks and Fixtures. 

The recognized dependability of Myers Hay Tools-— 
their unparalleled record for long time, 
unloading service—their exclusive improvements in de- 
sign, construction and finish—their firm establishment 
with the trade—their position of leadership steadily 
maintained from year to year—are trade assets too 
valuable to be overlooked by those who have dis- 
criminating customers to please. 

Harvest time will soon be here—we are ready to 
send catalog and quote. 


THE FE. MYERS & BRO.&¢c9. 


Manufacturers 
WATER SYSTEMS- AY 
GARAGE 





satisfactory 


Get in touch with us today. 





MLAND, OHIO 


SHL4 T-PUMPS for Every Purpose. 
RAIN of evens ee TOOLS - BARN FACTORY and 
HMANGERS- STORE CADDERS. Etc. 
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New Features 


For New Profits 


PYRENE advertising in 23 representa- 
tive magazines of national circulation is 
sending customers into the stores for 


The vou Q 


EXTINGUISHER 
AND 


PYRENE LIQUID 


Why not cash in on this demand? 








Get your share of PYRENE bus- 
iness by keeping these extin- 
guishers displayed out in front. 


You can make your tie-up with 
PYRENE national advertising 
more effective by putting 
PYRENE dealer helps to work 
for you--a PYRENE display 
tells its own sales story. 





PYRENE advertising is contin- 
sally selling the consumer—is backing 
you up. Dealers have always made money 


selling PYRENE extinguishers—and 
always will. They are favored for their 


dependability. Their new features mean 
new profits. Every home and automo- 
bile owner is a prospect. 


A PYRENE DISPLAY 
Tells Its Own Sales Story 


A PYRENE sales representative or your 
Jobber’s salesmen will gladly explain how 
these improvements have made a good 
extinguisher better. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


“Fortify for Fire Fighting” 
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Help the Embryo Salesmen 


HE time is drawing near once more when the 
fede will be closing, and there will be another 
crop of ambitious young men and women seeking em- 
ployment. Some of the more fortunate, of course, are 
going to college or some higher institution in the fall, 
but there are hundreds who will have completed their 
education and must go to work. Some of the young 
men, fired with enthusiasm and ambition, will be ask- 
ing hardware merchants for employment, and these 
men hold in their hands the magic wand which will 
either make successful business men of these young 
fellows or make them mere clerks without thought 
of the future, or desire for advancement. 

A few days ago I had a talk with a man who went 
into a retail store to work directly after being gradu- 
ated from high school. When he started to work, 
he was full of high ambitions and the secret hope 
that some day he would be a_ successful mer- 
chant and an employer of men. He soon found, how: 
ever, that his rise was going to be a slow one. This 
fact alone did not dampen his hopes, but after about 
three years of doing odd jobs and acting as errand 
boy, he began to lose his ambitions until he ceased try- 
ing, and today, after more than ten years out of 
school, he is just an ordinary clerk with no hope 
whatever of advancement. He blames his first em- 
ployer for his lack of success. He feels that if his 
employer had put out a helping hand and boosted just 
a Jittle during his first few years in the business world, 
instead of holding him down and never teaching him 
anything, he would have made a much larger mark 
in the world. 

As a man behind the counter who can see both 
sides of the subject, I wish to ask the hardware mer- 
chants who hire some of these fellows just out of 
school to be patient with them. They are children 
still, but with the proper help and education along 
business lines, they will become real salespeople. They 
cannot be expected to know merchandising methods 
the very’first day that they start working in a store, 
but give them a chance to learn, and as they learn 
advance them. Teach them some of the ideas that 
have made you successful. With the right kind of 
treatment these ambitious youths will make real men 
and you, Mr. Employer, have it in your hand to make 
or break them. 


-_—_ + 


HE young man who sets out fired by an ambition 

to become a great hardware merchant may feel 
humiliated at being shoved out into a back room and 
set to cutting up bar iron or iron pipe, but he usually 
needs something of that sort to determine whether 
he has the persistence essential to success. When 
Faraday, one day to become a great experimental 
philosopher, applied at an apothecary shop for work, 
his enthusiasm and his unusual native ability did not 
prevent his being set at the usual humble task of 
washing bottles. Nor did they prevent him from 
doing his work well. He saw in his job the beginning 
of the path to what he dreamed of becoming. He 
took the path and followed it. 
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Stalling 


HEN a man behind the counter gets so that he 

will not stop his regular stock work to wait on 

a customer, he has acquired a mighty bad habit; 
a habit which will, in time, prove costly to both himself 
and his employer. 

I was in a hardware store recently and saw a cus- 
tomer waiting to be served. There were two clerks in 
sight, one was adjusting or repairing a lawn mower, 
while the other was putting new stock on the shelves. 
Both clerks saw the customer come in, yet neither paid 
any attention to him, nor showed any signs of wait- 
ing on him. I noticed that each shot glances at the 
other as though he was waiting for the other to go 
forward to the customer. Finally after a few minutes 
of the stalling by the clerks, the customer asked if 
everyone was busy and one of them answered, “Yes,” 
but he stopped his work nevertheless and came for- 
ward although in a rather indifferent manner and with 
a scowl that would have driven away the average cus- 
tomer. The customer made a small purchase and went 
out, but I feel sure he did not leave with a good 
impression of that store. 

These clerks may have had some private reason for 
their actions, but the customer did not know about 
it and, even though he had, there was absolutely no 
justification for letting him wait. Many people like 
to buy leisurely, but they all appreciate promptness on 
the part of salespeople. To any and every salesman 
who may have the failings of which I have spoken, 


I hope they will see the harm it will do them and 
their store. 
Miss Representation 
AVE you met Miss Representation? Surely you 


must have. She has a habit of appearing in 

business places and there are very few people 
but who have met her at one time or another. She is 
a stunner for looks and usually dresses in the latest 
style, but for all her attractive appearance, she is a 
pretty good one for us fellows behind the counter to 
keep away from. We really can not afford to be seen 
in her company. 

I know of a young man who started in as a sales- 
man in a hardware store a few years ago. He was a 
very intelligent fellow and should have made a suc- 
cessful business man, but he would not take the 
advice of his elders as regards Miss Representation, 
with the result that he went from one store to another 
until he could no longer obtain employment. Now he 
is driving a fruit truck. If he continues his associa- 
tion with Miss Representation, I feel certain he will 
again be looking for employment. 

It is not good business to sell an article for a specific 
purpose when the article will not, and can not, fulfill 
that requirement. I would like to advise you fellows 
behind the counter to shun this lady. If you should 
meet her in your daily business and she insists upon 
vamping you, just tell her that you can not afford to 
be seen with her as you have a steady girl friend 
whose name is Honest Dealings. 
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MAN TO MAN! 


Here are the reasons 
why you should 
handle No-nik 


SAFEDGE 
GLASSW ARE 


X You're in business to make money! 
Here’s a line with remarkable profit 
possibilities. 





You're a busy man! Here's a line 
that practically sells itseli. The pat 

















, ented edge that prevents chipping- 

{7 £ : | pl a 

\ — the curve below that reduces break 
age 70%—and the thinness and delicate lines are 
a combination folks don’t hesitate to accept. 











You don’t want to fuss with unpacking and 
storing. This line comes in cartons of six, all 
ready to place on your shelves and counters. A 
striking carton that attracts attention. 


You don’t want to tie up a lot of money in a 
stock of items whose selling value you're ignorant 
of! We offer you introductory deals consisting 
of a few items that years of experience have 
proved to be fast sellers that will fill most of the 
requests you get. 


There are still other advantages to handling 
They are building 
throughout 


No-nik Safedge Glassware. 
profitable business for dealers 
country. Striking na- 
tional advertising is 
creating real demand. 
Investigate! 


the 
— 





The Libbey Glass 
Manufacturing Co. 
Toledo, Ohio 


10 oz. No-nik 
Safedge table 
tumbler, necdle 
etched. A re- 
markable seller. 


Vlo-nik 


SAFEDGE GLASSWARE 


ibbey 








Plate-Lite for Night 
Auto Driving 


Designated to the trade as Plate- 
Lite, the American Automatic Devices 
Co., manufacturer of automotive ac- 
cessories and hardware, Throop and 
Congress Streets, Chicago, Ill., has re- 
cently placed on the market.a new auto- 
mobile accessory designed for attach- 
ing to the bar between the headlights 








in front of the car. A special feature 
of this new light is that it makes driv- 
ing at night safe. 

It projects a beam spreading over 
the entire road for a distance of 150 
to 200 feet, waist high, below the line 
of vision of the approaching motorist. 
This result is obtained by the scientific 
construction of the reflector and spe- 
cially designed lens which harness the 
rays so that they spread fan shape, 
flooding with light not only the road 
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| but the ditches on either side, as well 
| as the turns in the road. 

This new device can also be used for 
driving in the city as it has met with 
lighting restriction ordinances. 

The Plate-Lite is a road light and 
license plate holder combined. It is 
built of heavily compressed aluminum, 
the lower portion or plate holder being 
a solid piece. The upper portion con- 
tains the lighting unit, specially de- 
signed and shaped like a kidney to 
| cover the blinding glare of the bulb. 
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Evinrude Co. Announces 
De Luxe Catalog 


The new complete year book pub- 
lished by the Evinrude Motor Co., Mil- 





from the printers. 


page book that can easily be stowed 
away in a side pocket. Several pages 
tell of the many uses of Evinrude mo- 


trip of the 
Evinrude propelled boat that was the 
first to cross the American continent 
under its own power, is briefly de- 
scribed. The many improvements in 
| outboard motor design, which resulted 
directly from observations made during 
| this voyage, are described, as they are 
/now incorporated in the 1926 Cham- 
_pion Sport Twin. 

Copies of the year book are being 
mailed to Evinrude dealers and are 
also being sent to all those requesting 
a copy. 





waukee, Wis., has just been received | 


It is a finely illustrated, thirty-two | 


tors and the enjoyment they give. The | 
“Transcontinental,” an 
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Gray & Dudley Announces 
Improved Home Furnace 


The Gray & Dudley Co., manufac- 
turer of stoves and ranges, Nashville, 
Tenn., has recently announced an im- 


| 
| 
| 
| 











| “No—This is not | 
a Victrola” 






proved and perfected model of its 
Washington Home Furnace. 

A special feature of this improved 
furnace is that the all cast iron inner 
construction prevents the inner seams 
_from opening and allowing soot, smoke 
'and gases to enter the room. 
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Can Shoppers Easily 


out from the others all about ? 


“Spot” Your Store? 


From a block or two away does your business-front stand 











What would be the sales value of individuality for your 
store-front ? 

Consider the attraction that a projecting Flexlume Sign 
gives you. By day, your business message displayed 1n clear, 
bold, snow-white letters that attract and hold the attention of 
shoppers blocks way; by night, the same message, illuminated 
in glowing, solid letters of light. 

There is no form of advertising more permanently ettec- 
tive than Flexlume electrical advertising, and none lower in 
both first and operating costs. 

Write for facts about Flexlume as a business-getter for 
vou. 


We also build exposed lamp and other types of 
electric signs for those who prefer or require them. 


FLEXLUME CORPORATION 


1230 Military Road Buffalo, N. Y. 


Phone ‘‘Flexlume’’ 
Factories also at Detroit, Los Angeles, Oakland, Calif., 
and Toronto, Can. 


as 


-All Principal Cities. 


x 
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June 10, 1926 


HARDWARE AGE 87 


Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, has not 
been verified in all instances by ourselves. 


The Tupelo Wardware Co., Tupelo, Miss., organized in 
February, has again been reorganized, as of May 1, and will 
double its present capacity. The firm is open for price lists and 
catalogs from manufacturers and jobbers. 

The Gates Hardware, 425-31 Filbert Street, Curwensville, Pa., 
announces the purchase of the good will, stock and building of 
the S. T. Hepburn & Son Store, at Grampian, Pa. The store 
will be maintained at Grampian as a branch of the Gates com- 
pany under the management of John H. Wright, who has been 
associated with the Gates firm for the past five years. 

The firm of Addkison & Bauer, wholesale and retail hard- 
ware dealers, Jackson, Miss., announces a consolidation with 
the T. McClelland Hardware Co. of that city. In the future 
the firm will operate the two stores under the style of McClel- 
land, Addkison & Bauer. 

George Carr has succeeded to the hardware business of Miller 
& Burgeemiester at Blue Earth, Minn. 

B. E. Bigel is reported as having succeeded to the retail hard- 
ware business formerly conducted under the firm name of the 
Pierson Hardware Co., at Springport, Mich. 

B. T. Vestal is now operating the former store of Ailor & 
Walraven, hardware dealers, Oak Grove, Mo. 


Walton & Sykes are now operating the Alleman Hardware 
Co., at Mitchellville, Iowa. 

The Gibson Lumber and Coal Co., Cortez, Colo., will add a 
general line of hardware, furniture, stoves and rugs within the 
near future. 

They Erey Hardware Store, Ottawa, Ohio, announces that it 
is planned to enlarge its store and make improvements to 
fixtures. 

The Chestnut Salter Hardware Co., Danville, Ky., announces 
that P. H. Best has purchased the interest of the late George 
Chestnut in that organization. Mr. Best will become active in 
the management of the firm. 

The Perrysburg Hardware Co., Perrysburg, Ohio, has suc- 
ceeded to the hardware business of Fred Griss and Fred Conk- 
lin in that city. 

The Osburn Hardware Co., of which W. C. Osburn is proprie- 
tor, Fruita, Colo., will erect a new addition to its local store, 
to cost about $1,000. New fixtures will be purchased. 











The Swain Hardware Co., Lynn, Ind., is reported as closing 
out its stock and discontinuing business. 

P. Wainwright, Cord, Ark., has construction work under way 
on the erection of a one-story building, 30 by 60 feet in size. 
It is planned to open a new retail store within the next six 
weeks. He is in the market for suitable store fixtures and 
other store equipment. 

The Owosso Furniture & Hardware Co., Owosso, Mich., has 
increased its capital stock from $8,000 to $70,000 to provide for 
expansion. 

Reat Nail is now conducting the hardware store former], 
owned by White & Nail at Hillsboro, Il. 

Barth & Finholt are discontinuing business at Decorah, lowa. 

The Peterman Stores Co., Barsanti Bldg., Larium, Mich., gen- 
eral merchandise, have plans for the early establishment of a 
retail hardware store in that city. 

H. J. Solheim has succeeded to the Barnum Hardware Co. at 
Barnum, Minn. 

Chenoweth & Wiggins, Losantville, Ind., have succeeded to 
the hardware business of Zonora Olithan & Son in that city. 


W. R. Distributing Co. has recently been incorporated at In- 
dianapolis, Ind., with a capital of $15,000 by Charles S. Walker 
and associates. Headquarters have been established at 171 
North Illinois Street. 

The Rex Company, 2048 Lawrence Avenue, Chicago, IIl., has 
recently been incorporated with a capital of $10,000 to deal in 
sporting and athletic goods. 

The Vance Armstrong Hardware Co., Knoxville, Tenn., has 
recently moved into its new building at 30 Market Square, in 
that city. 

J. R. Webb has recently established a hardware and harness 
store at Harvel, Ill 

F. W. Parry has established a hardware and implement store 
on Main Street at Lehi, Utah. 

H. Bauman, in the dry goods, hardware and grocery business 
at 434 South Avenue, Toledo, Ohio, has recently been estab- 
lished at that address, moving from an old location at 322 Fas- 
sett Avenue. 

Jenkins & McKey, in the hardware and harness business at 
Blackhawk, Colo., have plans under way for the erection of a 
store building to cost about $2,000 and to be modernly equipped 
throughout. 


Increasingly Preferred 


URING the few years on the market, 
Everite Oil Cook Stoves have steadily 





made a wider acquaintance among house- 
wives. 


And during this time, they have become favor- 
ably known because of their attractiveness, 
uniform quality and thorough dependability. 


To the dealer, because of the full satisfaction 
to the housewife, it has meant a line on which 
he can build his reputation, increase his oil 
stove business and add to his profits. 


The Globe Machine & Stamping Co. 
1207 W. 76th St., Cleveland, Ohio 
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Osborne High Grade Punches 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











The Old Reliable 
No. 1 Fire Pot 


with all the latest patented im- 
provements is pleasing its old 
users and making new friends 
and users. ASK FOR FREE 
CIRCULAR. It tells all about 
the many improvements and ad- 
vantages to the user of this 


ae 
ondertui tool. 


lobhers supply at factory price. 





Clayton & Lambert Mfg. Co. 
6275 Beaubien St., Detroit, Mich. 











Robertson “Horse Shoe” Magnet Hammers 


Permanent magnet which holds 
the tack in position for driv- 303 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Facinc bKxposition. 
7ood profit. 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St, Boston, Mass. 

















Saarsen os 
HANDLES 


For Small Tools, Utensils, Electricel Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








Welding Compound is best by every 
test. akes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Ce. 
Fort Wayne, Ind. 


HACK “TLE NOX” saws 
ED 
“The Toots in Lhe Paid Bor” 

AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - GAND SAWS —- SCREW ORIVERS - GLASS CUTTERS 
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Prestige 


HE dictionary, I believe, gives the word pres- 

tige as meaning weight or influence derived 
from past success; a force or charm derived from 
acknowledged character or reputation. 

It is not a tangible article that we can put our 
hands on. It is like the air, it is very important and 
yet we can not see it. A man can not live without 
air, nor can a business succeed without prestige. 
As a rule, we find prestige applied to a business 
concern, but seldom, if ever, to an individual. How- 
ever, my contention is, that any individual, and es- 
pecially a man behind the counter, can and should 
have prestige. We fellows behind the counter should 
have an acknowledged character or reputation just 
as a store or a business of any kind. We are each 
a member of our community’s society and we must 
have a reputation of some kind, whether good or 
bad, depending wholly upon ourselves. 

In order to gain prestige, however, as an individ- 
ual we must do everything that will gain prestige 
for a business. We must put in a number of years 
of service and be tried by the public. We must be 
honest in our dealings, be pleasant and courteous, 
vive good service, and, in fact, do everything that 
a store must do for the public. It takes time and 
work to gain a good reputation, but when we have 
gained that, then we have gained prestige, and as a 
store values that invisible quality as a priceless as- 
set, so should we as salesmen value it and through 
honest and upright dealings we can add to it year 
by year. 

If we would but remember the importance of our 
reputation, I am sure we would not be tempted to 
do wrong or dishonest acts. It is only the thought- 
less who do not care about their reputation. The 
worthwhile man, just as the worthwhile business, 
has prestige in the community. —Walter D. Meany. 


Peddlers 


E have heard a great deal about the sales 

ability of the glorified peddler. We have been 
told how he is trained for his job and of the many 
different tactics he uses for making sales where the 
store salesman would fall down. We have to ad- 
mit that these fellows are better salesmen in many 
respects than some of us store salesmen, but some 
of their tricks would not be successful in retail 
stores. 

I had a talk with one of these peddlers recently, 
and I am sure that, as a man behind the counter, I 
could never put over the same kind of salesmanship 
as used by him. He told me that when he calls at 
a house he always puts his foot into the doorway 
so as to prevent its being closed in his face. Asa 
store salesman, I would look mighty fine taking a 
woman by the coat sleeve and holding her while giv- 
ing her a five-minute sales talk on the value of my 
newest can opener. Yet, I can see no difference be- 
tween the two ways of making a customer listen, 
except that the peddler can get away with his tac- 
tics, while mine would’ be considered an insult. 

















June 10, 1926 HARDWARE AGE 89 














Organization Every Home Needs 
NY business that calls for the services of more This Handy Tool Case 
than one person should be organized. Without Now you can make 
organization it can never get anywhere. It is like more money than ever 
; . on Green Line Tool 
a ship without a crew. Cases. There’s a big 
In a certain store of my acquaintance the lack a — a = 
ee ee ere i lias ae market. eature the 
of organization and cooperation are very much in cies” "Eiueaaieca ae 
evidence. No one has any one thing or job for which Household Tool Case. é' 
age : ‘ an bak “a er .: Ie fills a bi recoa- Householder's General Case 
he is responsible, yet everyone is partly responsible medi 4 os s- Liv. beri b' a - le 
° ° we ° nize need, urns uic 9 rings 1 ronts. onsu 
for everything. This condition results in crossed your jobber. i ’ atectaiiins 
wires. Someone is always bumping into what some- , . 
one else considers his responsibilities, and that in GREEN-CASE, Inc., Racine, Wis. 
. ° os, °0 . ew or ce an P a Sad ° 
turn results in arousing enmities and misunder- 
standings. If any error is made, everyone blames Tackle Boxes Fhe @IREEN Line Fly Books 





everyone else. Every member of the store’s force rs 
feels that he is doing more work than anyone else } 
and for that reason there is no cooperation. Each rete) for ate full name 
clerk is always ready to kick the next one rather ‘ 
than to lend a helping hand when it is needed. R I] J 

As long as ene conditions exist, I believe that usse ennings 
this store will never go ahead. There must be some seas er 1 of 
means of creating a new system. There must be 7 RO OF Se FO ee 
organization. A store should be organized the same A B ° 
as an army, with its captains, lieutenants, sergeants, u g S ) & | t S 
corporals, and privates, with each held responsible The original double twist auger bit, patented by 
for his particular duties and responsibilities to some S hd ects eee ; 
one higher up. Ra » 

People like to trade where there is organization . 
inaieaee they realize that where there agg Russell Jennings Mfg. Co. 
tion there is system, and with system they can ex- Chester, Conn. 
pect the most that can be given by a retail store. 

“United we prosper, divided we fail.” 

W. D. M. 











Fly Screen Cloth 


Quality created the de- 
mand—the same _ quality 
keeps up the demand. 


Write for Prices. 





A Battery Service Station 











BATTERY service station in connection with Bronze ye ae 
your radio department is a wonderful sales de- and Copper Spargo Wire Co., Rome, N. Y. 
veloper. 





How often have you picked up the telephone re- 
ceiver to have your most recent radio customer tell 
you that the tubes weren’t burning as brightly as 
they should be and were crabbing the whole program. 
Many times, and so has everybody else who ever sold a 
battery operated radio receiver. If you have a battery 
charging station in connection with your radio depart- 
ment, you have solved the difficulty by sending around 
a fresh battery and collecting the other for charging. 
If you haven’t you explained the source of the trouble, 
and sent a prospective customer for radio, hardware 
and other lines right into the arms of a competitor. 
It’s all right to be an altruist but it’s another thing to 
be just plain dumb. A battery charging station is a 
logical and highly important adjunct to your radio 
department. It keeps the store in touch with set 
owners and enables it to use some real salesmanship 2 
—providing, of course, it’s that kind of a store. 


Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


52 Industrial St. Rochester, N. Y. 




















Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design. Soss 
invisible Hinges will give long service. 
See our Catalog in Sweet's, pages 
1578-9. 


SOSS MFG. CO. 
778 Bergen St., Brooklyn, N. Y. 











Get an ‘“‘Edge’’ on Sales! 


Dealers are doing it with the Daszey 
“Sharpit.”” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and a prefit 


DAZEY CHURN @ 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Me. 











“You are charged with having thrown your wife from 
the window.” 

“TI did it in a moment of abstraction.” 

“Well, be careful in future. You may do it as some- 


body happens to be passing.” 
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New Automatic Handle for 
Percolators 


Designated to the trade as 


J 


the | 


Never-Burn Automatic Handle, Jacob | 


R. Smith, Abington, Pa., has recently 


} 


announced and placed on the market a | 
new percolator and coffee pot handle | 


ofthis type. 


In construction it is made of non- | 


rustable metal and that part of it which 


j 
i 
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the peculiar movement of a Whitco- 
equipped sash, and with its leverage 


so multiplied that the maximum of 


force is exerted with a minimum of 
effort. 

Like Whitco, this unit is easily and 
quickly applied to single sash, pairs of 
sash and to multiple sash in wide open- 
ings without mullions. 

It is reversible, and may be used 
either right or left hand. 


The Caledonia Casement Control 


is fastened to the pot is provided with | opens and closes sash instantly—posi- 
slots instead of holes so that it can be | tively. 


attached to various sized percolators | 
_closes and locks with one motion. 


It is contained entirely between the | 


——f__I_____1- ay IN 
| 
i 


I WS 





and tea pots. Handle carrier also con- 
tains slots so that wood handle can be 
adjusted to set at a right angle with 
pot. 

Adjustment is necessary only when 
construction is first attached to perco- 
lator. Latch or trigger is so cleverly 
designed that when construction is 
closed, pot can be turned upside down, 
yet latch will hold the construction 
firmly together, making it absolutely 
safe. 

When percolator is first placed upon 
stove it is only necessary to touch the 
trigger and handle is raised and held 
above the heat zone by a spring which 
is fastened around the hinge-pin at top 
of construction. 


—_——— 


Caledonia Casement Control 
for Window Sash 


The Vincent Whitney Co., manufac- 
turer of hardware specialties, 636 Mas- 
sachusetts Trust Bldg., Boston, Mass., 
has recently placed on the market the 


Caledonia Casement Control, designed | * 





to solve the stationary screen problem 
for windows. It is also especially de- 
signed for use with the company’s 
Whitco line of casement hardware. . 
It is a simple assembly of two arms, 
so fashioned as to adapt itself to 


Locks sash securely when closed—it 





_ jambs, and within the width of the sill. | 
It is self-locating—it cannot be in-.| 
_ stalled incorrectly. | 
No cutting or fitting is involved; no 








special detail is required. 

Installed with four screws, in a few 
minutes. 

May be used on any single sash four- 
teen inches or more wide; on any pair 
of sash with a total width of twenty- 
four inches or more; on multiple sash of 
any width. (Not suitable for use on 
hinged sash, as such sash are not self- 
adjusting.) 

When inside stationary screens are 
used, the combination of Whitco Hard- 
ware and the Caledonia Casement Con- 
trol eliminates entirely the cost of 
hinges, and the labor of applying them 
to both sash and screen. 





Electric Light Unit in 
Evinrude Motors 


An interesting development in out- 
board motor design makes its initial 
appearance in the 1926 model Cham- 
pion Evinrude Sport Twin, recently 
placed on the market by the Evinrude 
Motor Co., Milwaukee, Wis. 

The outstanding feature of this new 








model outboard motor is a complete 


electric light unit, with switch and re- 
flector built right into the time lever 
of the motor. 

With this light the motor boat fan 
no longer has to grope blindly in the 
dark when he desires to start the motor 
at night. The early hunter or return- 
ing fisherman merely plugs in with the 
6 volt Evinrude battery and a bright 
stream of light falls upon the motor. 
After the motor has been started the 
battery can be disconnected and the 
light will operate from the magneto. 
By removing the bulb an extension can 
be used for a headlight in the front of 
the boat. 

This headlight is a new Evinrude 
accessory which is an aid to all those 
out on the water at night. Its sure, 
steady beam cuts a sixty foot path of 
safety through the darkest night. It 
can be focused to right or left, up or 
down. The light operates from either 
the magneto or battery. 
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New Line of Lufkin 
Red End Rules 


The Lufkin Rule Co., manufacturer 
of mechanical tools, measuring tapes 
and rules, Saginaw, Mich., has an- 
nounced a new “Red End” Rule, illus- 
trated herewith, of superior quality 
and finish and presenting a striking 
appearance. , 

The new rule is offered in two colors, 
white and cream, the coating being 
enamel, and not only beautiful, but 
durable, crack and chip proof. It gives 


_to the rules proper protection, a thor- 





oughly well finished appearance, and 











high gloss. The eye is at once caught 
by the snow white rule, and the same 
is true of the cream, which is a new 
color in wood rules and a decided im- 
provement on the common yellow. 

The distinguishing mark of the rules 
is the gloss red ends, at a glance set- 
ting them off from all others. The same 
is true of the box labels. 

The joints are of solid brass, firm, 


yet smooth working, also rust proof. 














These rules also have Strike Plates, 
small brass plates fastened to the flat 
surface of each section, preventing 
wear on markings in opening and clos- 
ing. 

The rules at present are offered in 
one length only, the popular 6-foot, and 
are of standard size, with 6-inch folds. 





Soft Marine Glue 


L. W. Ferdinand & Co., manufac- 
turer of glues and linoleum cement, 152 
Kneeland Street, Boston, Mass., has re- 


_cently announced and placed on the 


market a Soft Marine Glue, designed 
especially to overcome the difficulty en- 
countered in the problem of leaks along 
the garboard seam of boats. 

There is a general tendency among 
motor boat owners to caulk this seam 
to excess, driving in caulking at one 





leak, thus opening another place along 
the same seam. This gradually spreads 
the plank away from the keel until no 
caulking can be kept in the seam. 

Soft Marine Glue and a strip of 
heavy cotton or canvas will overcome 
the difficulty in most cases and often 
save the expense of a new plank or 
other repairs. Marine Glue is melted 
and painted over the seam about two 
inches on each side. The strip of cot- 
ton is put over the glue and a warm 
flat iron applied which brings the glue 
through the cloth, sealing it tightly to 
the boat over the seam. A coat of 
paint will cover the strip so it can 
hardly be seen and your boat will be 
dry for many seasons. 
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Screw Plate Bete 


“The Line That Keeps Moving” 


It takes steam to make the engine “Go” and it takes more than 
—— a keep —_ “— g. 
e’ve t “Go” as well as Quality into the complete line of 
“Threadwell” Tools. Let us send you our latest goes 


The THREADWELL TOOL "CO, Greenfield, Mass. 


York City, 396 Broadway Cleveland. 135 St. Clair Ave., N. 





New 
Philadelphia, 809 Harrison Bldg. San erry 604 Mission St. 
Rochester, N. Y., 246 St. Paul St. Detroit, 1323 Dime Bank Bidg. 





American Steel & Wire 


Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattie 


BARBED: Elwood Glidden, Glidden, Am. Special, 
Waukegan, Baker Perfect, “Tliweed Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galvanized Nails. 
ZINC "INSULATED FENCES: American, Royal, Anthony, 

National, U. S., Banner, Steel Gates. 
R (form erly Arrow) —— POSTS. 


BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 
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TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 








A Real Profit Maker 


Our No. 250-B Mortise Lock Set 
combines extra sturdiness with 
rare beauty. 

The attractive Glass Knobs are 
very smoothly ground, highly pol- 
ished and silver backed, presenting 
a most pleasing appearance. 
serviceable lock set that sells. 





Send for Catalog 
P= ~ e i te ® 
| No. 7 and Trade- (ay aie woe 
a prices. stalog Bu 
No. 250 B ¢ “0 atalog 





i) INDEPENDENT IOCKCO.@ 


FITCHBURG, MASS., U. S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 
















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. txRTFORD. CONN 

















M. S. BROOKS & SONS 


Om CHESTER, CONN. 


Manufacturers of 


SCREW EYES 


Since 1848 
All kinds of 
Bright Iron 
and Brass 


Wire Goods. 











Also Special 
Wire Work 








Our Advertising | 


In leading National Magazines for many years 
has created for you a great demand for 


Moore Push-Pins 
(Glass Heads— Steel Points) 


to hang up small pictures, photos, charts, 
maps, etc. without marring walls. Harmonize 
with any color decoration. 





The safe and easy way to hang Heavy 
Pictures, Mirrors, etc. is to use 


Moore Push-less Hangers 
(Scientifically Constructed for Strength) 


Popular 10c Packets 

Are quick sellers with good profit to the dealers 
Description of our Counter Displays, Price List, 
Discounts and Samples on request. 
Moore Push-Pin Co. 


113-125 Berkley St. (Wayne Junction), Phila., Pa. 


























MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, savs 
the wear and tear on you f 
fixtures and goods, as wel, 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 























XXrH Century Cooiers take the pale, in- 
sipid flatness out of water — “aerate” it — 
make it alive, zestful. Cordley & Hayes, 
world’s largest makers of sanitary drinking 
devices, 10 Leonard Street, New York City, 
U.S.A. 


at 
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Steel Sheets that Resist Rust! 


The destructive enemy of sheet metal is rust. 
It.is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


heets 


and Roofing Tin Plates 
f Whe rul ii Mairi 
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Keystone Copper Steel gives superior service for roof- 
| ing, siding, gutters, spouting, metal lath, culverts, tanks, 
'flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. We manufacture American Bessemer, American 
'Open Hearth, and Keystone Copper Steel Sheets and 


ion . 
Tin Plates for every requirement of the sheet metal 


working, hardware, and builder’s supply fields. 


Black Sheets for all purposes 
Keystone Copper Steel Sheets 
Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
| Culvert, Flume, and Tank Stock 
| Corrugated Sheets 
| Formed Roofing and Siding Products 
Stove and Range Sheets 
Tin and Terne Plates, Black Plate, Etc. 


| Our Sheet and Tin Mill Products represent the highest standards of quality and 
| utility. and are particularly suited to the requirements of the metal working, and 
_ construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 


District SALES OFFICES 

Cincinnati Denver Detroit New Orleans New York 

Philadelphia Pittsburgh St. Louis 

| Pacific Coast Representatives: UNiTeED States Steet Propucts Co.,San Francisco 
Los Angeles Portland Seattle 

| Export Representatives: UNITED States STEEL Propucts Co., New York City 
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KING TAKE-APART ADJUSTABLE 
SCREEN DOOR HINGES 


Push Allith King Screen Door Hinges this season if you want to make more sales and satisfied 
customer out of all who buy. 


King Hinges take half the work out of the job of hanging screen doors. Once they are installed, 
the handy take-npart feature allows doors to be put up or taken down without replacing or 
removing any screws. Screen doors and storm doors can be made interchangeable, eliminating 
unsightly screw holes in the frame. The spring tension is easily adjusted to just the right 
degree for any door; making the usual screen door spring unnecessary. 


King hinges are made in four types, full and half surface and ball or plain tip. They are all 
steel, insuring long life and freedom from ordinary hinge troubles. The oil tempered steel 
spring will give many years of service. Furnished in black and plated finishes; packed one 
pair in a carton with screws to match, King hinge sets sell for a little more and include one 








































pair of hinges, one pull with screws and one hook with eye; all parts finished to match. 
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Suggest them to carpenters and contractors who buy from you. 


ALLITH-PROUTY COMPANY, Danville, Illinois 


Manufacturers of 
Garage Door Hardware, Overhead Carriers, Spring Hinges. 
Fire Door Hardware, Door Hangers, Rolling Ladders. 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect” Screen and Hard- 
ware cloth. All the neighbors are talking about its quality 
and fine appearance and passing it on to their friends. 


It started some time ago when our Dealer Friends insured 
themselves against dissatisfied customers by selling better 
\Wire Cloth. 


And now all their efforts are being rewarded by repeat 
sales and new customers. 


[f you are not meeting these folks ask your Jobber to 
tell vou about “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 


Galvanized St. Louis, Mo. Painted 





We also recommend King hinges for lavatory and wash room doors and office partition gates. >y : SS 
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A New 
Sia pie 


to Pin 22 a Preference 























The Ace can now be purchased with an 

attached, white enameled handle. This 

: Model B sharpener is put on the market to 
| accommodate the preference of those who 
want one that can be carried around. It 

| will in no way affect the manufacture or 


sale of the original Ace. 


The design of the sharpener remains the 
same except for a slight variation made in 
the frame to permit attachment of the 
handle. The same high quality steel cut- 
ting disc is employed—Parkerized, heat 
treated, and: accurately ground. The same 
workmanship throughout insures permanent 
satisfaction. 

Order a dozen Model B from your jobber to- 


day or clip the attached coupon to your letter- 
head and mail direct. Model B $7.50 a dozen. 


The slogan “Ace Your 
Knife” has been con- 
tributed by a pleased cus- 
tomer, who writes that 
the word “Ace” has en- 
tirely replaced the word 
“sharpen” in his vocabu- 
lary. That enthusiasm 
is worth a lot to the 
dealer who sold him his 
Ace. It means continu- 
ous confidence and pat- 
ronage. 

















RR EROS 
ACE HARDWARE MFG. CORP. 
12th and Hamilton Sts., Phila. 


Kindly ship one dozen Model B Ace Knife Sharpeners thru my 
jobber. 


— bill to him. 


Dealers 
ee ee a 





Also send new price list 
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RIM NIGHT LATCH 


No. 3515 Series 











(Illustration is half size) 


A New Steel Case Rim Night Latch 


A Rim Night Latch that will satisfy 
every demand. Case and Strike is made 
of very heavy steel and is therefore un- 
breakable. 


The Cylinder is full size with five pin- 
tumblers. It is of solid brass as are also 
the bolt, knobs and ring. Three milled, 
nickel silver keys to each. 

No. 3515 may be deadlocked from out- 
side by key or inside by stop. 

No. 3515 D may be deadlocked from in- 
side by stop. 


Attractively Priced 


Eagle Lock Co. 


General Sales Offices 
26 Warren St. New York acoevemvorn 





Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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Ohe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 


of garage hardware sets. 


Manufacturing Co = 


ERIE PENNSYLVANIA 
yanch Offices__ 


45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 


rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


. — 





COMPANY 
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TUBULAR RIVET & STUD 
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Big Markets 


Sell Them All / 


Sell the Cyclone Catch-All Basket for the 
home, store, office, street intersection, school 
grounds, park, beach, tourist camp. It is 
needed for all these. Serves as a safe, con- 
venient rubbish burner or trash basket. 


Sturdily built. Intersections electrically welded. 
Wires spaced 1% in. apart. 29 in. high. Diam- 
eter at top 20 in. Attractive heavy, baked green 
enamel finish. 


Stock the Catch-All now. Dealers everywhere 
have found it a big, year-round money maker. 


CYCLONE FENCE COMPANY 
Factories and Offices: 


Waukegan, Ill. Cleveland, Ohio 
Newark, N. J. Fort Worth, Texas 
PACIFIC COAST DISTRIBUTORS: 

Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


The Red Tag 
The Mark 
of Quality 











Basket 





Machine Screws 
Cap Screws 
Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Nuts 
Rivets 
Burrs 


Specialties 
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Every individual unit must meet Reed & Prince standards of 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 
selected with the utmost confidence . 


REED & PRINCE MFG.CO. 8282 


| WORCESTER, MASS,U.S.A. \ 
WESTERN BRANCH arCHICAGO- IZ] NORTH JEFFERSON ST. 
“Gwe. oe ee 
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Make a Drive 


for 
the 


SPORTING 
GOODS TRADE 
this 


Season 


There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 


The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it to 
work. 
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No Matter 

mm eo 
How You : ie 
Turn it 





The term: “Right side up with care’ doesn’t apply to the COES 
Knife-Handle Wrench. 


A man can work in any position he likes and turn the COES any way 
he chooses and whether the nut is large or small, as long as it’s within 
TS 5 “ 
jaw capacity—the COES will turn it: “No matter how you turn it. 
Dealers find the COES profitable to handle because of its SALES 
turnover. 

Seven sizes: 6” to 21”. Same size in the Steel-Handle Coes. Your 
Jobber will supply you. 


COES WRENCH COMPANY 


“In Business Since 1841” 
Worcester Mass. 
Selling Agents 


} Buyels J. C. McCarty & Co.......... 29 Murray Street, New York 
in | G@talo John H. Graham & Co....113 Chambers Street, New York 


Fenwick Freres........... % Rue de Rocroy, Paris, France 

















YOU NEED ’EM LET’S TRADE 























Our Guarantee of 
Value; a Label on 
Every Handle 
or “TD & W”’ 
Stamped 

in Head 


Over Seventy Years 
Handle-Making 
Experience 











Since 1855” 














Copyrighted Brands 
PERFECTION 
TRIUMPH 
HERCULES 
SUCCESS 


Copyrighted Brands 
DANIEL BOONE 
AMERICAN BEAUTY 
DAISY 


SUNFLOWER 
EAGLE PEERLESS 
ROYAL OAK BEAUTY 


a lotel-t-Teh - 7-48 2 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT HOOKS, PEAVIES AND JACKS 
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Galvanized Wire Clothes Lines 
Hollow Cable 








Superior Brand Hollow Cable is by far the best 
clothes line construction. Properly galvanized 
clothes lines are recognized universally as the 
most serviceable year in and year out clothes 
line. The Hollow Cable design furnishes extreme 
resiliency to the pressure of clothes pins, making 
it most adaptable for this purpose. It is cable 
laid around a hollow center and is delivered in 
neat, well-tied coils. 


We algo manufacture Reinforced Hollow Cable, 
Twisted and Solid Wire Clothes Lines. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 














Works Perfectly 
~ Costs $ 200” 










































That is the whole story 
of the remarkable success 
of the Rose Screen Door 
‘Check. 

Works perfectly! Thous- 
ands in use without a com- 
pales Brings the door 

riskly to, checks itself and 
closes silently. 
~ Costs but $2. OO! Sup- 
plies everyman’ s need at 
everyman’s price. Who 
wouldn’t pay $2.00 to end 
the crash and bang of the 
old spring- controlled 
screen? 

It is an item that has 
proved amazingly profit- 
able to dealers. 

Get details from your 
jobber, or write us at once. 


Frank Rose Mfg. Co. 














PARTNERSHIP 
DISSOLUTION SALE 


OF 


Real and Personal Property 
and Good Will 


OF 


S. W. CORNELL, Hardware 


121-125 COURT STREET 
BROOKLYN 





TO BE HELD ON PREMISES BY 
ORDER OF THE SUPREME COURT 
PERSONALTY SALE JUNE 8, 1926 

REALTY SALE JUNE 14, 1926 
FOR FURTHER PARTICULARS SEE 


LEGAL NOTICE ELSEWHERE IN THIS 
PAPER 
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KIMBALL 
LIGHT ELECTRIC 
ELEVATORS 


These Elevators are quickly and easily installed 
in your building. They are easy to operate and 
give as fine a service as elevators costing many 
times as much, 
They are built in several capacities, ranging from 
14,000 to 3,000 Ibs. 
Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 
wherever electric elevators are used. 

IMBALL i Elevator built for every pu 


BALL ELEVATOR ‘ ‘co. 
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Kimball Elevators 
A Step Ahead--- 
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Where 


Quiet is Essential 


In Hospitals, Churches, Schools : and 
Homes noisy hinges and balky doors are 
always a detriment. That is why so many of 
these places are equipped with 


~-(CHICAGO) ~~ 


SPRING HINGES 


The “Relax” type shown is 
a Spring Pivot Hinge that 
operates noiselessly and fault- 


lessly on BALL BEARINGS. 


It has a SPRING ACTION- 
RELEASE which permits the 
door to be placed open at any position desired, 
without the use of a door holder. 








ion 
noting Pivot-Hinge 
ype 600! 


Send for Catalogue H-42 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. Ss. A 











Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the trade. 
A positive protection against the sharp 
ends of rocking chairs. Durable and eas- 
ily fitted to the rocker. Catalog, prices 


and terms on request. 


Elastic Tip Co. 
370 Atlantic Ave. 
Boston Mass: 


(Sse a 


atalo Buye's 
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No. 13, % inch 


on page 763. 









FORSTNER 


Labor Saving 


AUGER BIT 












Bores Any Arc Many 
of a Circle New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regard of grain or knots, 
leaving a true ae surface. Takes 


pla 
lathe tool combined. 
and delicate patterns, veneers, screen work, 
scalloping. fancy scroll twist columns, newels, 
ribbon molding and mortising. 


or core boxes, fine 





Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


SaaS 








HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 





“Heller's Reference Book on Hardware Store Shelving 
will help you plan for greater sales." Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 


W. C. HELLER & CO., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 
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Quality Fittings 


In cartons for stock. 





Patented 


Mean Hose Efficiency aw 


THE SHERMAN WROUGHT BRASS HOSE FITTINGS 
have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 

turing. It is to your advantage to carry the best. 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 


Sherman Hose Couplings are made of 
heavy wrought brass — accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—%%”, 14”, 4” and 3%”. 


stream farther and more even. A per- 
fect spray is always assured. Made in 
34” size only. 


H. B. SHERMAN MFG. CO., 


It is larger and will throw a 





Battle Creek, Mich. 




















LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 

raph cartons of | Ib. '4 lb. and 4 |b. and in 

Flat Papers. We would also like to quote you on 
Mixed Lawn Grass. Please give us the oppor- 
tunity. 


1926 CROP 


Before buying for delivery after 1926 crop, send us ea 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 142nd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair prices, 
we would not have existed 
so long. 


Business Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 
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EVERY HOME SX! 
Sells on Sight HH 
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RETAIL 
‘TEM 


FINS QUALITY AND FINISH 
MADE /N POPULAR $/ZES 
and the 


O J ° 


ACARDED ASSORTMENT OF Oval” 
SHEARS. A STANOARD NUMBER 


No. bal 


THE ACME SHEAR CO. 
Bridgeport, Conn. 

















Are You Selling Your Share of Toys? 


When a dealer can sell more than $500.00 worth of Electrical Toys in a year and 
$9,500.00 worth of other toys, it demonstrates that there’s real money in the toy 


business. 


The story of this dealer’s success is typical of the practical help which HARDWARE 
AGE is giving its readers. 
A regular reading of the editorial and advertising pages of HARDWARE AGE will 
give you a background of selling knowledge which will contribute substantially 
to increasing your profits. 


Hardware Age, 239 West 39th Street, New York City 
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E. A. BERG MANUFACTURING CO., Ltd. 


ESKILSTUNA, SWEDEN 
SHARK BRAND CHISELS 





Trade Mark 


Made of Swedish tool steel—the very best and noted for their durability 
Service and satisfaction to the user govern the manufacturer of Swedish tools. SHARK 
BRAND CHISELS are guaranteed perfect. Made of the best Swedish Tool Steel and crafts- 


men all over the world appreciate quality. 
Hold the good will of your customers by selling them tools that will give this service and 


satisfaction. 
We carry a full line of Swedish made tools and hardware. 


Order from your jobber today, or write. 


SCANDINAVIAN - WESTERN IMPORTING COMPANY 


509 E. Hennepin Ave. risti Idg. 
Minneapolis, mg 116 Broad St., N. We a — 


























MOES POULTRY SUPPLIES 


This Dry Mash 
Hopper is made 
with a_ thorough wy, 5 et 
knowledge of i 
poultry raisers re- Seti etexercaeee 
quirements. ogi a suaa ¢ 


. 2 
ag, ¥ 4% 


It is having a wide 
sale and wherever 
sold is a favorite 
with every owner. 
Made in five sizes. 
If not already 
handling Moe’s 
line of Poultry 
Supplies write at 
once for New Cat- 
alog and Trade- 
prices. 










72% Greater Holding 
Power Than Wire Nails. 
Won't Split the Wood. 

Heads Stay on. 


Send for Quotations 
READING IRON 
COMPANY 


Reading, Pa. 


Makers of Cut Floor Nails, Rico Hard 
Floor ‘Nails, Large Head Cut Foundry, 
Headless Cut Foundry. Black and Gal- 
vanized Cut Shingle, Out Clinch and 

yl: 


Hinge Nails. 
Manufacturers 


2305 Davis Street 
CUT NAILS wvecemnndiins 


panes Bemis & Call Wrenches offer more than 
Repeat Order Ba; immediate sale possibilities. Their excel- 


lent quality and improvements guarantee 


Q U A L ] T Y o—— cr ene satisfactory business of 


They make good in service and make 
friends with their users. Their “friends” 
are your best assets. 

Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
aes open-hearth steel with oval front and 
ack. 


We will be vlad to send you prices. 


BEMIS & CALL CO. Springfield, Mass., U. S. A. 








Hoeft & Company, Inc. 
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d Opportunities 
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) Classified Advertising Rates 
| 


Opportunity Exchange Section _ 





| Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
) Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


. Positions Wanted Advertisements . 
50% off the above rates 





Address your advertisements and replies to 





Set Solid, Minimum of 5 lines... .$3.00 


Each additional line........... .60 
All Capitals, Minimum of 5 lines.. 4.00 





) Each additional one line....... .80 
Allow One Line for Keyed Address 





Discounts for Classified Advertising 


4 insertions, 10% off; 8 insertions, 15% 


off Forms close Ten Days poovtews to date of 
Remittance Must Accompany Order 


Hardware Age, Classified Oppor- 
tunities, 239 West 39th St., New 
York City 


Harpware AGpe is published each Thursday 








publicat 














| PARTNERSHIP DISSOLUTION SALE 


OF ENTIRE PARTNERSHIP REAL AND 
PERSONAL PROPERTY AND GOOD 
WILL OF S. W. CORNELL—HARDWARE 


121-125 Court Street, Brooklyn, 
Te be held on the premises by order of the Supreme Court. 


The real property consists of the land and buildings 121, 121%, 
123, 125 and 127 Court Street, and 214 State Street, comprising 
corner property of 100’ x 125’ at Court and State Streets, 3 blocks 
from Borougk Hall, Brooklyn. 

The personal property consists of large, valuable stock of hard- 
ware, tools, factory and miscellaneous supplies, complete set of 
fixtures and office equipment, 3 Reo Auto Speed Wagons, years 
1923 and 1925. All ready to carry on and continue a going, 
profitable business, established 1879 at this location. 

Good will, stock, fixtures and other partnership assets (except 
real estate) to be sold daily beginning June 8th, 1926, starting 
each day at 10 A. M. 

Real estate to be sold at 3 P. M. June 14th, 1926. 

Stock and pee can be inspected between the hours of 
10 A. M. and 4 P. M. after May 28, 1926. 

The real and personal property will be separately offered for 
sale both by lots and as an entirety, and will then be together 
offered for sale as an entirety. 

Sees bids may be received up to within 10 days before 
t e. 
HENRY A. CORNELL, Liquidating Partner. | 











Sales Organization Wanted 


A well-established manufacturer in the Middle West 
with modern facilities for large production capacity 
of Iron and Brass Wood and Machine Screws wishes 
to connect with established sales organizations and 
representatives selling the hardware jobbing trade. 
This is an opportunity for high grade sales organiza- 
tions to secure a line seldom offered. Preference 
given to strong individuals handling small number of 
lines. Commission basis entirely. State full par- 
ticulars in first letter. Address Box H-107, care of 
HARDWARE-AGE, New York. 














BUSINESS OPPORTUNITIES 





HELP WANTED 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpwarge Acz, New York. 


BUILDERS’ HARDWARE MAN, experienced, who can figure from archi- 
tect’s plans and specifications. Must have ability to sell. State age, ex- 
perience, reference and salary expected. Address Box 7161-A, care of 
Harpware Acez, Otis Bldg., Chicago, Illinois. 


WANTED—A MAN EXPERIENCED in the general hardware trade 
to spend part time covering rural and city territory soliciting business and 
balance of time looking after stock and retail sales. Must be able to list 
hardware from blue prints and specifications. Must be experienced and 
buyer of hardware. e prefer man familiar with the P. & F. Corbin line. 
Give age, education, business experience, references and wages expected 
in first letter. Address Box H-128, care of Harpware Ace, New York. 


WE NEED A GOOD SALESMAN-—Illness causes the withdrawal of 
our representative who for twenty-five years covered Western Connecticut 
and the Harlem Valley. Splendid opportunity for a salesman experienced 
in the Housefurnishing and Floor Covering trades. Send full details of 
rr previous work to LORING LANE CO., 53 Beach St., New York, 

















WANTED—A SALESMAN ACQUAINTED with hardware trade by 
reputable manufacturer. To cover part of Ohio on salary and commission 
pan yay have car. Reply fully Box H-130, care of HArpwAre Acz, 
New York. 





POSITIONS WANTED 





MANAGER BUILDERS’ HARDWARE DEPARTMENT in one of 
the largest retail stores in South, desires change. Thoroughly familiar 
with his line, possessing confidence of his ability and knowledge of 
finishing hardware, also possesses wide experience in all other lines of 
hardware. Age 35, literary and business college education. Correspond- 
ence solicited. Address Box H-112, care of Harpware Ace, New York. 





DEPARTMENT HEAD, in one of the largest retail hardware stores in 
South, several years acquiring wide experience, desires connection as fac- 
tory representative of a reputable and reliable firm calling on jobbing and 
wholesale trade. Address Box H-113, care of Harpware Acg, New York. 


HARDWARE MAN WITH 25 YEARS)’ retail and wholesale experi- 
ence in all departments, including managing, would like position as man- 
ager or assistant manager of retail hardware store in Eastern Massa- 
on oo Rhode Island. Address Box H-129, care of Harpware AGz, 

ew York. 


SALESMAN—EXPERIENCED IN TOOLS, cutlery, hardware and 
specialties. A first class man willing to give loyal, conscientious service 
desires a position with a reputable house. Eastern or Southern territory 
preferred. Excellent reference. Address Box H-124, care of Harpware 
Ace, New York. 


SALES ACCOUNTS WANTED 

















) MAN WITH CONSIDERABLE selling and manufacturing ex- }) 
perience well known in hardware trade, with some capital ) 
would purchase controlling interest in going concern manu- 
facturing line sold to hardware trade. This is your opportunity 
to connect with capable executive. Principals only, no brokers. 
Address Box A-3, care of HARDWARE AGE, 1002 Park Build- 
ing, Pittsburgh, Pa. 











FOR SALE—GENERAL HARDWARE and paint store, fixtures and 
stock. Located 40 miles from New York on the beautiful Sunrise Trail. 
Act quickly. Address Box H-118, care of HArpware Acrz, New York. 


DIES FOR SALE for the manufacture of Brass Ring Lawn Sprinklers 
that retail approximately for $1.00. KEYSTONE MFG. CO., 288 
A Street, Boston, > 


FOR SALE—Hardware and Crockery business in good location, will 
invoice about $8,500; low overhead. Owner wishes to get out of business. 











Address Box 912, Ogden, Utah. 





Agencies Wanted 


Manufacturers’ Agency calling on all 
the hardware and general stores in Can- 
ada from coast to coast with their own 
representatives wishes to secure addi- 
. tional lines of kitchenware, hardware 
or hardware specialties. Best of refer- 
ences. Apply Box H-132, care of HARD- 
WARE AGE, New York. 
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SALES ACCOUNTS WANTED 








Manufacturers Attention | 


Have been covering New York State, including 
Metropolitan District, New Jersey and Philadel- 
phia for past 15 years, representing four manu- 
facturers of high grade tools. Would like to add 
one good line. What have you to offer? Address 


Box H-126, care of HARDWARE AGE, New York. 











SALES REPRESENTATION FOR YOUR PRODUCTS 
in the States of North and South Carolina, Alabama, Tennessee, 
Georgia, Mississippi, and Florida. An experienced manufacturer’s 


representative located in Birmingham, Ala., now successfully carrying 
two hardware items, is expanding his organization and has facilities 
for giving first class representation to one additional line in states 
mentioned. Address Box H-122, care of HArkpDWARE AGE, New York. 














HARDWARE SALESMAN WITH twenty-two years’ experience and 
following starting Manufacturers’ Agency business, desires to represent 
factories in following lines: Rope, galvanized pails and tubs, padlocks, 
also brass goods such as bibbs, nozzles, etc. Covering Virginia, Tennessee. 
part of West Virginia and Washington, D. C. Address Box H-127, care 
of HArpWArE AGE, New York. 


MANUFACTURERS’ REPRESENTATIVE COVERING eastern half 
of Kansas calling on hardware, implement and lumber dealers for large 
Eastern mill, would like one or two additional lines. What have you? 
Address Box H-125, care of HArpwAre Ace, New York. 


DO YOU WANT NATIONAL DISTRIBUTION? We, a large estab- 
lished manufacturer with a national selling organization, are looking for 
a good product. Address Box H-123, care of HArpwAre Ace, New York. 











SALES REPRESENTATIVES WANTED 





WANTED—EXPERIENCED SALES REPRESENTATIVES for Chi- 
cago, Cleveland and Philadelphia to handle on commission basis a small 
line of Mechanics’ Tools of recognized high quality, selling principally to 
= god retail stores. Address Box H-131, care of HArpware AGE, 

ew York. 





SALES REPRESENTATIVE FOR CHICAGO, known among the 
hardware trade and who is now carrying lines that will not conflict with 
2 anon —~ of Builders’ Hardware. SHARON HARDWARE MFG. CO., 

aron, Pa. 





SALES REPRESENTATIVES WANTED 


A PROFITABLE, HIGH-GRADE SIDE-LINE with a record for rapid 
turnover, is open to experienced, dependable salesmen traveling to the 
hardware, housefurnishing, good grocery and general stores trade, on a 
nationally distributed and advertised household staple with improved 
patented feature, outselling similar articles three to one. Sales equipment 
and helps furnished. All orders accepted in the name of the factory and 
shipments made direct. Commission arrangements will be made with 
responsible applicants only. State experience and present connection. 
Box 929, New Orleans, La. 








WANT A FEW GOOD FIRST CLASS salesmen, having established con- 
nections with retail hardware dealers and stepladder trade throughout New 
York and New England States, to sell and appoint agents on our Safety 
First Patented Stepladders, the only light weight ladder with a platform top 
on the market. Good sales opportunities and fine chance to build up 
steady income on repeat business. ‘Commission basis. Apply by letter 
stating territory desired and actual experience. JULIUS BAUMANN & 
CO., 409 East 34th Street, New York City. 


WELL KNOWN STOVE LINE open for Indiana, Wisconsin and 
Minnesota territories on straight commission basis. Line exceptionally 
well adapted for these territories; strong gas and heat circulator lines; 
factory nearby—prompt deliveries; liberal commission. Positively one of 
the foremost stove lines on the market—a big REPEATER. Only high 
class, proven business getters now having contact with trade in these terri- 
tories need apply. Address Box H-117, care of HArpware Ace, New York. 


SALESMEN CALLING REGULARLY ON retail hardware trade to 
sell Carbo Magneto sharpening stones and grinding wheels as side line on 
commission basis. Guaranteed goods that bring the repeat orders. Special 
transportation allowance as extra inducement to dealers. Liberal com- 
GOODRICH GRINDING 








mission. Prefer man traveling by auto. 
WHEEL CO., 1500 Madison St., Chicago, Il. 


MEN CALLING ON HARDWARE, automobile jobbers or dealers, to 
sell high quality feeler gauges, one size having three inch blades, other 
nine inch blades. Commission 20 per cent. We guarantee complete satis- 
faction to everyone or return goods. Old company in automotive field but 
new in hardware. C. A. PARKHAM, care Grinder Sales Co., 526 W 
Fort St., Detroit, Michigan. 


WE WOULD LIKE TO hear from manufacturing agents, jobbers and 
salesmen calling on hardware trade, housefurnishing trade, and wholesale 
groceries in all states of the country. We specialize in manufacturing 
of several fast selling articles that are sold through these channels. In 
first letter please state which territory you wish to cover. THE KIEL 
MANUFACTURING CO., Youngstown, Ohio. 


DISTRIBUTORS WANTED—We desire to place men with selling and 
executive ability to represent us in New England, Southern, Middle West- 
ern and Pacific territories. Our line of labor saving equipment for com- 
mercial use is established. At least $1,000.00 capital is required. MARK- 
WELL MFG. CO., INC., 99 Hudson St., New York City. 


FACTORY MANUFACTURING HIGH GRADE LINE of juvenile 
vehicles, and wheel goods, priced to meet competition anywhere, wants 
wholesalers and jobbers to handle the line in their territery. Substantial 
spread for representatives. Address REGULAR LINE TOY WORKS, 
2501 Ontario St., Cleveland, Ohio. 


DIRECT FACTORY REPRESENTATIVES to handle our Simplex 
Roofing, Shingle and Sheathing Nails to the hardware trade on commission 
basis. Good seller. Exclusive manufacturer. CRESCENT BRASS & 
PIN COMPANY, Detroit, Michigan. _ 


MANUFACTURER OF White Enamel Ware of high grade, selling at 
popular prices, wants salesman acquainted with the trade for Southern 
territory. Also for territory between Mississippi and Mountains. Also for 
New York State. THE STRONG MFG. COMPANY, SEBRING, OHIO. 


























*"] Make the best Hammer’”’ 


D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we’ve 
maintained the standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 
Norwich , New York 

















Better Machine Screws 
for the Hardware Trade 


Bridgeport, Conn. 





HARVEY HUBBELL, INC. 























Tools and Supplies 
Trow & Holden Co., Barre, Vt. 


New eatalog, No. 7, now ready 


Stone Working 





AXES SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD ¥F6,¢°. 


East Highgate, Vt. 














Jj. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 








ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Ce. 








CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to 


Every care will be taken to index correctly. 
insert. 
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FAVORITE GAS RANGES | 
; 3 
H “miles ahead” of anything on the market. : 
S Distinctive appearance, super-operating efficiency. $ 
| MODERATELY PRICED - 
e Send for our tested sales plans’ ¥ 
S @ 
S FAVORITE STOVE & RANGE COMPANY >: 
ro Piqua, Ohio ® 
JS HO1OVOOOOIO OOOO TINO HINTON 
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BARROWS 





“nS 






Send 
t' jor 
C Catalog 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 








DROP FORGED 
WRENCHES 


Wesigned and proportioned to give stiff- 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. S, A. 











QO. Lindemann & Co. 


Manufacturers of 


CAGES | A” 


35-37 Wooster Street, New York 


































































0 

shelf ae make it accessible and con 

venient for clerks and stock men (o handle with 

absolute safety—to insure quick service for whole 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS, 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and A 


, Prot LabD STORE METHODS 
oy To provide adequate storage facilities for 





} 

efficiency One style only—neat of design— 

ff attractively finished —any height — 33. 

| | Zj/ easily installed—meets most LAN 

i . —- ts. Circular CA 0. 
| on request, >S oH! 








WANTED REPRESENTATIVES 
TO 



































THE STEWART IRON WoRrKS Co. 


WCORPORATED 


CINCINNATI. OHIO 





225 STEWART BLOCK 











DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 














17 State Street New York City 





Confidence in fampion, Brand 


Tungsten Lamps is shown by 20,000 re 
tailers and 500 jobbers who sell them. 


Consolidated Electric 


amp 0. 
DanVers, Mass. 
*“*Licensed under the General Electrio 
Company’s Incandescent Lamp Patents.’ 











Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 








Western Factory: Dayton, Ohio 


PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 























BROWN @© SHARPE 
suelo) oR 


Made Best 


They Csive ( De aiae Satis! Teatele 


[exe 
TRADE MAAK 
BROWN & SHARPE MEG. CO. Providence, R.1., U.S.A. 


Catalog on request 





““Opportunity Knocks But Once’”’ 


Keep your eyes on the Business Oppor- 
tunities Section of Hardware Age if you 
are looking for a good hardware business. 
You can also use this Section with suc- 
cess to dispose of a business. 

The cost is nominal. 











THERE IS ONLY ONE 
‘Gotp MEDAL 72%. 


FOR 33 YEARS THE RECOGNIZED STANDARD 


ORDER EARLY. 


COLD MEDAL CAMP FURNITURE MFG. CO., RACINE. WIS. 
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“I'd rather use them than 


any other roofing material” 
says Paul A. Drews 










“JT PREFER the Asfaltslate Shin- 

gle to other types of roofing 
because it handles easier on the 
roof—is more substantial—will not 
break,’’ says Paul A. Drews, prom- 
inent Cleveland contractor. “I 
find that people in general are 
better educated to the advantages 
of this shingle than they were a 
few years ago, too. They know 
that an Asfaltslate Shingle means 
durability and that, once down, it 
is down for a long, long time. 


“T’d rather use Carey Asfalt- 
ster, Sas slate Shingles than any other roof- 
CE i nb eet ing material. I’ve used them on 
DL ie GE, EGE EEE Ec dddaddsddcdddauusbilsssssz any nu mb ero f Cl ev el an d h omes— 
PAUL A. DREWS, prominent Cleveland and I intend to keep on using them, for they have 


Ohio, contractor. For the past seven s > ag 
years Mr. Drews has been specializing in : 

contract work and has built many beau- always giver complete satisfaction. 
tiful homes in Cleveland. Like hun- 
dreds of other successful contractors, he 
prefers Carey Asfaltslate Shingles. The 
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er eae oe Bae ie Pe Mr. Drews 1s just one of hundreds of success- 
Drews. It is covered with a Carey Asfalt- ful builders and contractors who prefer ‘‘The 


slate Shingle roof. 


Shingle that Never Curls.’’ This widespread 
popularity 1s helping dealers, everywhere, to 
increase their shingle profits and build up an 
attractive volume of shingle business. Back 
of this better shingle 1s the reputation of 
The Philip Carey Company—a reputation 
based on fifty-three years of successful service 
to the building trades. You'll be interested 
in the famous Carey dealer plan—write, 
today, for the complete details. 








THE PHILIP CAREY COMPANY 
Lockland, Cincinnati, Ohio 





The Carey BIG SIZE Asfaltslate 
Shingle measures 10” x 1534”. 
When applied with a full five-inch 
exposure it still makes a three- 
thickness covering. Available in 
attractive shades of blue-black, 
red and the exclusive Carey 












ASFALTSLATE _ 
SHINGLES 


THE SHINGLE THAT NEVER CURLS 


**Silver-Green.’ 




















June 10, 1926 


HARDWARE AGE 


bee 


q How if 18 used 


How if COMLES 


The New “Chain Rack” 


To Help You Sell Chain 





The Hodell Chain Rack 
is sent to you on request 
fully contained in a small 
package. The whole 
rack is only 18’ x 12” 
and can be quickly put 
up. Hook is furnished 
for hanging. 





That is what our Chain Rack is for. 
It’s a completely new method for 
making more chain sales and for 
making them easier. It not only dis- 
plays chain, but it puts chain in the 
selling class of packaged goods. 

With this Chain Rack hanging con- 
veniently on wall or post, or set in its 
easel on your counter, selling chain 
is simply a matter of pulling off the 
right length. 

Are you using a Chain Rack? If 
not, you are overlooking profitable 
sales. Order one from your jobber 
today or write us. The Hodell Chain 
Rack is sent free, postpaid, on your 
request. 

‘falS CMAN) PQOVUCIS £9 


Established 1886 Cleveland, Ohio 
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Coil Chains 











~ A HODELL CHAIN 
FOR EVERY PURPOSE 














SASH CHAIN 
Proper sizes in correct 
grades for all double hung 
sash. 
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TIE OUT CHAINS 
Made in 20, 30 and 40 ft. 
lengths, swivels every 10 
feet. 
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\! 
PUMP CHAIN 
Furnished in two _ sizes, 
: Nos. 5 and 6, Hot Galva- 
y 


nized. 
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PORCH SWING CHAINS 
Y and straight Chain Types 
in 7/4 and 8 ft. lengths. 
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GARAGE REPAIRS 


Hodell Chain is best for 
repairs about garage and 
home. 
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RH31—3’<¢ inch blade 
with No. S3 Sheath. 
Length overall 7/4 

inches. Consumer's 


price, $2.50 each. 


RH33 — 4% 
inch blade with 
No. S2 Sheath. 
Length overall 9 
inches. Consum- 
er’s price, $3.00 
each. 









RH 28—4'¢ inch blade with 
No. S2 Sh« ath. I ength over- 
all 8'g inches. Consumer's 
price, $2.00 each. 






















- RH34—S5 inch blade 
/ with No. S2 Sheath. 
Length overall 9% 


Snap up your cutlery counter with these Remington Outdoor ae gy asamer’s 
price, $3.50 each. 


Knives with sheaths. They sell well the year ’round to fishermen, — ii34—has 5 inch 
campers, guides, hikers, auto-tourists, scouts, hunters, trappers ised’ syudless. oon 
and motor campers. Widely advertised, and better than anything — $5.00 ‘each.”"'*" 
we can say about them. Every one sold means a customer proud 
of his purchase. And every time an outdoor man or boy sees one, 
it’s almost sold. Real money-makers for your cutlery department. 


Get in your orders now. 


REMINGTON ARMS CoO., Inc. 


25 Broadway Established 1816 New York City 


) ° ft 
emingloh, fam 


Outdoor Knives 





The Sheaths 
furnished with 
Remington 
Sheath Knives are 

made of extra heavy 
leather, stitched and 
riveted with lock-tite 

ps. 








© 1926 R.A. Co. 
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RIFLES AMMUNITION SHOTGUNS | GAME LOADS CUTLERY. CASH REGISTERS, 











